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GENUINE SOLID CENTER 
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HAYING... bought by farmers for stackers, loaders, fork 
Along with meeting immediate military and _ hoists and trip lines. This choice is the result 
civilian demands for food, farmers have to of American Manufacturing Company’s pol- 
lay away next winter’s rations for their icy of placing quality of product ahead of 
livestock. A lot of “AMERICAN” ROPE is any other consideration. 


Care Saves Rope... a Vital War Material 


oun 


r AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. * ROPE - TWINE - PACKING - OAKUM 
Manes © Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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The Yale Moving Men Will Stay in the Fight 


When the énemy makes his last move, the Yale & facture of its newly designed locks, all the benefits of 

Towne Moving Men—Quality, Reputation, Promotion Yale’s new equipment and the very latest methods of 
~ will be back serving you. production — methods which we developed in doing 

But until then, Yale’s years of experience, our special our part to hasten the end of the enemy 

skills and much of our equipment and manpower will ...and the return of Peace. CE 

be at the service of our armed forces for the production 

of parts that are essential to speeding victory . . . parts roe A L 

which, due to our specialized experience, we are par- 

ticularly well-suited to produce. 


After the wars, Yale will incorporate into the manu- The name YALE helfis make the Fale 


THE YALE & TOWNE Stimrono, conw..u. s.a. 


Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as seoond- — matter March 24, 1933, at the Post Office at I’hiladelphia under the Act of 
Moreh 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 155, No. 9. 
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TOOL BUYERS! 
Read these LETTERS 


—they show wholehearted confidence in the merchandising 
methods we have maintained during the past 13 years, and 
give the answer, we believe, for the immediate acceptance 


of our new line of Carlson Steel Tape Rules. 


From A WHOLESALER: 


“We are enclosing our Order No. .. 


.. for 7,800 more Carlson steel tape rules. You 


will be glad to know that although we have not yet received our first shipment, we 
have sold more rules than we specified in our initial order. We want to congratulate 
you on your new line and on your pledge of 100% wholesale distribution.” 


From A RETAILER: 


“——-We just noticed your tape rule ads in the trade journals we get. The new fea- 
tures, especially the quick-change tape connection look good. Ship enclosed order 


through our jobber 


From A SALESMAN: 


“Friend Hall: 


of San Francisco.” 


—Catalog pages and samples of your new line of Carlson flexible rules were received 
last Saturday. Looks like you have picked another winner. My dealers like the 
quick-change feature. Sold 16% dozen Monday, 22 dozen Tuesday. Looks like I 
can easily sell 75 or 100 dozen on this trip. The boss sent me copy of your 100% 
pledge. A lot of other factories should give the jobber that sort of support. I have 
been selling your lines for my house ever since way back when you used to go out 
and do missionary work yourself, and I think the Carlson Rules are the hottest line 


you have had yet.” 


About 13 years ago we 
started this business of Representing Man- 


ufacturers of mechanies tools and allied | 


products on the Pacific Coast. Since that 
time we have tried sincerely to render to 
Hardware Wholesalers the type of service 
that would make it both pleasant and prof- 
itable for them and their dealers to sell the 
merchandise represented by us. 


That we succeeded is proved by the fact 
that every Jobber and Mill Supply House 
(with the exception of two) to whom we 
offered the new line of Carlson & Sullivan 
Steel Tape Rules, backed by our pledge of 
100% wholesaler distribution, responded 
with a substantial order. 


As General Sales Representatives for 
Carlson & Sullivan products we pledge to 
Wholesalers and Mill Supply Houses every- 


A 


where the same high standard of sales ser- 
vice that has in the past built profitable 
business for our many friends in the eleven 
Western States. 


For complete information about the new 
Carlson & Sullivan Steel Tape Rules, write: 


- ~ 


General Sales Representatives 


HALL & CARLSON 


(Glenn C. Hall) 
541 South Spring Street, Los Angeles 13, California 


Western Representative for: 


KEUFFEL & ESSER COMPANY 


‘‘Wyteface” Measuring and Gauging Tapes to the Hard- 
ware Trade and Petroleum Equipment Industry. 


. SANDVIK SAW & TOOL CORP. 


Genuine Berg “Shark Brand” Chisele and Pliers, 
Sandvik Bow and Hand Saws, ‘“‘Radius” Stoves, “ : 
Files, “Veritas” Grinder-Whee!l Dressers, and ether 
Swedish Made Tools. 
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NAIL HOLDING HAMMERS 


YoRI(-Tamateli ial: p 
faster nailing, 
with less—far less fatigue 
HENRY CHENEY HAMMER CORPORATION 


FACTORY: LITTLE FALLS, N. Y. 


SALES OFFICE: 217 BROADWAY + NEW YORK CITY 
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Testing pre-war low-temperature 
cabinets at Frigidaire 


: a 
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How does Frigidaire Experience assure still better 
HOME FREEZERS for Frigidaire Dealers to sell? 


MORROW’S HOME FREEZERS will reflect the experience of the 
companies that make them. Experience in manufacturing. 
Experience in research. That's why the Frigidaire Dealer looks 
forward with confidence to selling the new Frigidaire home 
freezers. For he knows that Frigidaire possesses unmatched 


experience in the low-temperature field... . / 


Experience in. Manufacturing. Frigidaire pioneered in engineer- 
ing low-temperature cabinets... for nearly a quarter-century has 
been manufacturing this type of cabinet, the direceforerunner 
of the modern home freezer. During this time more than 
350,000 such cabinets have been built and sold by Frigidaire 
— more than by any other manufacturer. And this is in addi- 
tion to all of Frigidaire’s closely related experience in manu- 
facturing equipment for locker plants and general commercial 
use—and in manufacturing household refrigerators ! 





Look to Frigidaire 
for Leadership 
through ... EXPERIENCE 


Experience in Research. Customer research to determine what 
prospective users want and expect in home freezers. 
Frozen food research to check these requirements and to de- 
velop maximum “usability” for home freezers. Engineering 
research to apply the scientific skills of Frigidaire and General 
Motors to designing the finest home freezers possible. 


What will the new Frigidaire Home Freezers be like? The 
answers to that question will be decided in test rooms like 
the one pictured here. But of one thing you may be sure: 
Frigidaire experience, allied with Frigidaire facilities, will pro- 
duce the kind of home freezers the public wants and needs 
. .. at prices that will mean volume sales for Frigidaire Dealers ! 


BUY AND KEEP MORE WAR BONDS! 
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HERE are approximately 18,000,000 washer users 
in the United States. Only 2,000,000 have ironers! 
This means that 16,000,000 — or eight out of every 
nine washer users — are potential prospects for an 
ironer. Because no home laundry is complete with- 
out an ironer! 

McCall’s Magazine survey shows that 24% of its 
3% million readers actually intend to buy a new 
or ironer. That's 840,000 ironers among McCall readers 
alone — or better than three times the industry’s 
entire 1941 production! 

The ironer is definitely going to hit its full stride after 
the war. That is clearly certain. And it is also certain 
that Speed Queen will be in there with a line that 
nine what will spearhead this new ironer offensive. Get set 
emp now. Write for exclusive franchise details. 

nd to de- 
Sieising BARLOW G&G SEELIG MFG. CO. 
1 General RIPON, WISCONSIN 
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NOTION 


History abounds in proof that the suppression 
of some seemingly foolish notion would have 
set back the clock of advancement in better 
living many decades. In many successful or- 
ganizations the proving and processing of 
seemingly foolish notions is routine along with 





the perfection of proven processes. Time was 
when MEMCO decorated porcelain enameled 
cooking utensils might have seemed to be just 
another foolish notion only to become an 
accomplished fact. That the perfection of 
MEMCO war production processes will appear 
in future MEMCO peacetime products is, how- 
ever, no foolish notion. 


445 


THE MOORE ENAMELING & MFG. CO. 
WEST LAFAYETTE OHIO 


i 





PORCELAIN ENAMELED 
COOKING UTENSILS 





BACK THE ATTAGK.8 BRING 'EM BACK « BUY MORE WAR BONDS AND STAMPS 
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PRODUCTS COMING FROM 


@ When war work ends... many new and 
improved ARVIN Products will be coming 
from ... NOBLITT SPARKS INDUSTRIES, Inc., 
COLUMBUS, INDIANA. 


Including ... ARVIN Radios—a Top Flight 
line of large and small sets—table models, 
floor models, radio-phonograph combina- 
tions, portables and rural battery sets... 


Also ARVIN Metal-Chrome Dinette Sets 
and Metal Outdoor Furniture . . . ARVIN 
Electric Heaters, Electric Irons and other 
Appliances... ARVIN Roll-a-Round Metal 
Laundry Tubs...ARVIN Car Heaters and 
other equipment for Homes and Cars. 
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"LL TAKE MY ROUGHING IT 
. . » IN COMFORT! 























“I’m a city guy ...a slave behind a desk fifty weeks more or less throughout 
the year. Sure I like to rough it .. . fish, hunt, anything outdoors. But I 
can’t see where being miserable makes me any more of a he-man. When I 


in a Red Head outfit.” 


Twenty years or more Red Head has served the in-and-out outdoorsman . . . 
the city born and bred sportsman who prefers roughing it in comfort .. . 
whose outfit is usually the envy of every hardy mountaineer or lumberjack. 
Take Red Head Sport Shirts . . . they’ve got all the snap and style well 
dressed men demand ... plus full, roomy comfort that makes roughing it a 


go ...I go in comfort... 


pleasure. 


Today and until victory, our armed forces have first call on the fine fabrics 
that go into the making of Red Head Sport Shirts . . . so if you cannot serve 
your customers today, tell them to buy war bonds now and write Red Head 
on the top of their post-war shopping list. 


RED HEAD BRAND CO. chicico"Si” ittinois 
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ADVERTISED... 


But not for sale! 


Red Head Sport Shirts were 
just getting off to a flying start 
when the war came along. We 
don’t need to tell you what that 
has done to our plans. Never- 
theless, we are advertising Red 
Head Sport Shirts right now in 
Esquire, Field & Stream, Out- 
door Life, Sports Afield, Out- 
doors, and Ducks Unlimited .. . 
building post-war demand for a 
great day to come. We believe 
it will pay you to get better ac- 
quainted with Red Head, now. 


RED HEAD sits: 


==? 
“SPORT TOGS TO FIT THE SPORT” 
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He’s Asking for Super-X... 


Because this sly fox and other 
pests are continuously “asking 
for it”, your customers, too, 
are asking for Super-X. They 
want Super-X power and long 
range effectiveness for pest and 
small game shooting. 


We, too, are looking forward 
to the time when war condi- 


tions will permit the easing of 
restrictions on commercial am- 
munition. When Super-X and 
Xpert can again be supplied in 
unlimited quantities, make 
them a “‘must”’ for repeat am- 
munition sales. ... Western 
Cartridge Company, East 
Alton, IIl., Division of Olin 
Industries, Inc. 


(Twice Actual Size) 


WORLD CHAMPION AMMUNITION 





CARTRIDGES + SHOT SHELLS e TRAPS AND TARGETS 
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VICTOR ELECTRIC PRODUCTS, INCORPORATED 


DEPT. HA 42645, 2950 ROBERTSON AVE., CINCINNATI 9, OHIO 


Manufacturers of Victron Desk and Pedestal Fans — Victron Air Circulators — Victron 
Exhaust Fans — Victron Ventilators — Victron Portable Ironers — Victron F. H. P. Motors 
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EASY TO CLEAN, 
SHOWS YOU WHAT'S 
IN THE KETTLE @ 


By the Makers of 
Glasbake Oven Ware 


RANGETEL 


Yieres : ' McKEE GLASS COMPANY 


Established 1853 ° Jeannette, Pa. 


9 Cheerful acm fe Vomen's Mapssion 


\;ttle earful 


ON YOUR CASH REGISTER 


' The McKee Range-tec Whistling Tea Kettle is one of our most 
popular products—its handsome appearance and very practical 
utility guarantee that. Stock it, show it and it is bound to reflect 
your good judgment in a steady, cheerful tune on your cash 
register. See your Wholesaler, our Sales Representatives or write 
us. McKee Glass Company, Jeannette, Pa., Established 1853. 


Glasbake Casseroles Nos. 203, 205, 206 and 525, Glas- 
bake Pie Plates Nos. 244% and 246, Loaf Pan No. 253 
and Percolator Top No. 315 can be ordered for reason- 





ably prompt delivery. 


Send for a supply of these tested, tempting recipes. 
McKEE 
McKEE McKEE 
GLASBAKE — RANGE-TEG 








OVEN WARE TOP-OF-STOVE WARE ae tm 
THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WworRLO 
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A MESSAGE REPEATED 


TO THE RETAIL HARDWARE TRADE 
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THE PECK, STOW & WILCOX COMPANY Since 1785 SOUTHINGTON, CONNECTICUT 














Again available... 


a profit packed assortment 
of National Lock’s streamlined quality Cabinet Hardware. 
These fast selling, profitable items are “Styled to Sell.” 


A6  PWANL A RA? ERY OHI IN IES 


Orders are now being booked for early delivery. Alert 
jobbers and dealers should take advantage of this special 


Display Board deal by placing orders TODAY. 


INDIVIDUAL ENVELOPE PACKING 


To protect finish, facilitate handling and prevent loss 
of parts, each item is individually packed in a strong 
envelope. Printed on face of every envelope is the 
Catalog Number, illustration of product and installation 
data. All necessary screws for mounting are included. 


“"Abll from One Sounce of Supply” WAROWARE MANUFACTURER 
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" NATIONAL TOCK COMP soperons f 
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PRE Des lay BS: nara 

A real eye-catcher in your store window or 
counter. Included is a sample of each item in 
this popular assortment. With each order you 
will receive a Display Board. You pay only for 
the applied hardware. Ask for Assortment 
No. 3440. 
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Makes a masa for 


STANLEY 
HARDWARE 


One of America’s greatest construction revivals 
will be the modernization of independent stores. 
But attractive appearance is only part of the pic- 
ture. Sensing that successful competition will 
depend on better service and lower operating costs, 
merchants are making efficiency and durability the 
keynote of every plan. And that’s where Stanley 
Hardware comes in! 

The entire modern store—from “Magic Door” 
front entrance to rear stockroom bin and closet — 
can be fitted out attractively, efficiently and dur- 
ably from your Stanley Hardware line. Plan now 
on a stock of Stanley items that will be second to 
none for service in your community. The Stanley, 
Works, New Britain, Connecticut. 
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superior strength built into Master's famous laminated 
padlocks. @ Today, these mighty padlocks are serv- 
ing all of us on every war front. As war needs per- 
mit, we hope soon to be “back in the harness” for you. 


@ Tough steel plates, each one cut out just enough 
for its part of the precision mechanism—then layer- 
laid, one on another, and solidly united under pres- 
sures up to 300,000 Ibs. This is the heavily armored, 


WEB EUIOTE Ss 


AN OUTSTANDING VALUE 


EVERY ONE 


Master Jock Company. Milwaukee. Wis. © Worlds Leading Padlock Manufacturers 


APRIL 26, 1945 17 











(Come RAIN, HAIL 0% 


EMBURY MFG. CO. 
WARSAW, N. Y. 


HARDWARE AGE | 


DMistrubuted 
Leadiug Yobbers 





Nobody but Mother Nature loves a coyote. 
But she “weatherproofs” him for a life that 
may be spent on the ice-cold windy plains 
of Northern Canada, the more temperate 
climates of our own prairie states, or way 
down South in tropical Guatemala where 
the rainy season lasts from May to October. 





WINCHESTER 


Weatherproofs the Cartridge That 


WEATHERPROOFING SIMPLY MEANS that all 
Winchester ammunition will always deliver the goods 
...no matter what the game, the kind of hunting 
terrain or climate encountered. 

Why? Because Winchester ballistic engineers have found 
a way to “‘weatherproof” Winchester priming mixture 
so that it retains its remarkable stability even under 
extremes of heat, cold or humidity. 

It’s so important that today, as in World War I, all 
U. S. military ammunition has been standardized to a 
priming mixture developed by Winchester. 

When ammunition again becomes available, build 
‘extra’? consumer goodwill with the ammuni- 

tion bearing the world-famous Winchester Red 


: When The War Guns Cease Firing . . Watch WIN CHES L, ER wo 


The Ammunition That’s Weatherproofed INC. 
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FIND THE TOY DESIGNER 


p y . 
A Ve 


Answel 
NOMAS fe 0,0 0 0 


TOY-DESIGN FUND 


It’s underway — Noma’s spectacular nation-wide search 
for talented creators of new toys — aimed at giving toy dealers 
original .. . different Noma Toys that SELL and SELL and SELL! 
Of course ... Every Noma man and ma- _ seeking out factory locations away from 
chine that can be used in war production labor shortage areas—Noma is able to 


is doing just that. But, by making the provide the toys so important to child- 


most of materials at hand... and by hood. 
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liberal reward to amateur or professional realir aMON-Wide searc h 
ners or inventors for unusual ideas, de- * different : 

or models for toys of all kinds. 7a soything ts Ove 
iin on this great »pportunity NOW’, as this ete work, OM 4 
y and its fund terminate November 30, 
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Advertisements like these are already attracting 
the interest of designers and inventors, and we 
anticipate the discovery of many new, fast- selling tation 


Noma toys before this activity and its fund are few You fF 
oe 





terminated November 30, 1945. 


SAN FRANCISCO 


cence, NOMA ELECTRIC CORPORATION toncon 


55 West 13th Street, New York 11, N. Y. 
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“‘Hot brew for hours, dearie. These Thermos Coffee Servers are gupernatural”’ 








J 





* Illustrations like this — appearing regularly 
in Time and Tue Saturpay Evenine Post 
—highlight the current Thermos advertising 
program, They build and preserve your market. 
Readers stop, look and remember. They learn 


about Thermos in war production... and 


about the many smart, useful products 
Thermos is planning for peacetime. They look 
forward to tomorrow, when Thermos brand 
vacuum ware will be an inseparable part of 
their lives in the home, office, school and 
factory. 





One of Many War-Curtailed 
THERMOS Models 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto 


THERMDs 


Brand VACUUM BOTTLES 


Thermos Limited, London 


THE HEART OF THE 
WORKMAN’S LUNCH KIT 
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PENNSYLVANIA 


PENNSYLVANIA RUBBER COMPANY, PENN-CRAFT PARK, JEANNETTE, PA. 





bi?) “Millionth Ball 
oe DISPLAY 





SELL PENNSYLVANIA... AND YOU SELL THE BEST 






S gOMlliante 


TENNIS BALL 


When you see the Keystone trademark on the tennis balls you sell this year, you will 
know they are replicas of the 50,000,000th tennis ball made by Pennsylvania. No 
better tennis ball is made today. In fact, the 1945 Pennsylvania Championship Ball 
actually improves in resiliency and bounce during play. Order Pennsylvania tennis balls 
direct from the factory. The smart new solid walnut placque display pictured here is 
being shipped to dealers who have placed orders for two or more gross of tennis balls. 












3 Largest Manufacturer of “Tennis Salle 





ORIGINATOR OF THE FAMOUS SILENT VACUUM CUP TIRE 












he dasher had its rise and fall— 
It made the housewives mutter. 
“This is a very weary way 
To earn one’s bread and butter! 
Our life is full of ups and downs— 
Oh, dash it alll” they said, 
“We'd like to see a butter churn 
Move to and fro instead.” 
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On the ninth day of December, in the year 1856, 
Shaw's Pendulous Churn was patented. Here was 
progress in motion! This extraordinary contrivance 
for “agitating” cream used a “pendulum” movement 
to get results. The ordinary vertical motion of the 
dasher, according to editorial comment, was “quite 
unnatural and severe on the muscles.” 


TODAY, BUY A BOND x x WRITE A SERVICEMAN! . 


THE AUTOYRE COMPANY, OAKVILLE, CONNECTICUT - MANUFACTURERS 
OF BATHROOM AND KITCHEN ACCESSORIES - NOW IN WAR PRODUCTION 










s 





There's no doubt about it, the hand that rocks the 
churn—rules the world! Autoyre bathroom and kitchen 
accessories have always been designed to make life 
easier for the homemaker. They've been progressively 
improved to meet mounting standards of convenience 
and service. That's ofe of the reasons for Autoyre’s 
continued success with the ladies! 
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War's going on here? Nothing. That's the 
trouble with Henry's store. Slowest darn store 


you ever saw. But who is eee 








WE'RE GONNA MAKE YOUR 
STORE A REAL CUSTOMER 


CATCHER! JINX WILL 
OU PLENTY 


BETTER THAN 

BUY ee 
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YEH MAN, JINX = YESSIR- STOP PASSERSBY FIRST )} Fi 
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{ DOES THAT WINDOW PULL ‘EM IN AND YQ 
“IMPULSE MERCHANDISE* LIKE WESTINGHOUSE : 
BULBS LEADS TO LOTS OF OTHER SALES TOO! / 
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HENRY HAS IT, GENTLEMEN... 


Henry has the answer! It PAYS to put in a Westinghouse window ... 
if by chance you're not receiving these sales-building display pieces 
regularly, mail in the coupon below today. 


Lamp Division, Dept. EM-2 
Westinghouse Electric & Mfg. Co. 
Bloomfield, New Jersey 
Gentlemen: 

Please send me immediately my free set of pre-tested 
Westinghouse window display material shown in this 
Jinx and Jill cartoon. 


Westinghouse 


PLANTS In 25 CITIES OFFICES EvERvwnene 
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not just “Window Glass 
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cm 
FOR QUALITY WINDOW GLASS, Pennvernon 
was chosen for this important industrial 
building. The freedom from distortion an2 
the brilliant surface finish fit Pennvernon 
Window Glass for exacting jobs like this. 


SATISFACTION IS ASSURED for the customer 
who buys Pennvernon Window Glass from 
you to replace a broken window in a modest 
home like this. 





Sell Pennvernon ... the window glass that 
has made a name for itself! 


= 
_, OR LITTLE ONES 


PENNVERNON Window glass 


PITTSBURGH PLATE GLASS COMPANY 
IP 






2144-5 GRANT BUILDING, PITTSBURGH 19, PA. 
‘PITS8URGH” sland for Quality Glass and tint! 
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KEM-TONE SALES ARE BREAKING ALL RECORDS! 





Over $17,000,000 in KEM-TONE PROFITS have poured 
into the pockets of Kem-Tone Dealers! 


And surveys prove that KEM-TONE DEALERS will 
CASH IN on millions of dollars in profits .. . THIS YEAR! 
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ustrial 
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his. ON TOP OF THAT. .. Kem-Tone 
advertising appearing throughout the country SS 
is selling customers more and more Kem-Tone = 
tomer ' 
| tied every day: The modern 
nodest : . 
Miracle wall finish 
CASH IN! . . . on this Bargain in Beauty. . . 
is that 





this easy 4-step way! 


1. IDENTIFY your store effectively as Kem-Tone headquarters! 





2. DISPLAY Kem-Tone prominently in your store and windows! 


















3. TIE-IN with Kem-Tone advertising! 









4. KEEP an ample stock of Kem-Tone always on hand! 


"SIN THOUR = ITs WASHASY 


KEM-TONE IS DISTRIBUTED BY: 


SS 







Acme White Lead & Color Works W. W. Lawrence & Company John Lucas & Company, Inc. 

Detroit, Michigan Pittsburgh, Pennsylvania Philadelphia, Pennsylvania 

Detroit White Lead Works The Lowe Brothers Company The Martin-Senour Company 
Detroit, Michigan Dayton, Ohio Chicago, Illinois 






The Sherwin-Williams Company, Cleveland, Ohio 











“AMES” SOLID SHANK retuRNS FROM WAR 


Same Construction... Same Specifications 


For more than two years the entire 
production of our Solid Shank 
Shovels and Spades was assigned 
to the fighting ranks. 





V 
MK 






Pony, the Champion of all 
Feather-weight shovels, and 

















ots the leading Solid Shank, is 
: 7 WITH Ly again at your service. 
i 1 =SHOCK BAND 4% ta 
RY Ze 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA NORTH EASTON, MASS. 


COVERT QUALITY 


SQUARE BRAND 
For nearly three-quarters of a century 


ky THE BEST 
sew ad) in HARNESS 
| HARDWARE 






Zz 





























Buckles « Snaps « Bits * Swivels 
Loops * Hooks * Rope Goods 
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n. 
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Covert Mfg. Co., Troy, N. Y. 
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WATCH 


for the new 


HELLER NUCUT 


BLACK™ WHITE 


EBONITED FILE 


full details to be 


announced soon 


a7 





HELLER BROTHERS COMPANY 


America's Oldest File Manufacturers — Good Tools Since 1836 
NEWARK 4, NEW JERSEY = NEWCOMERSTOWN, OHIO 





APRIL 26, 1945 








PREPARE FOR THE TREMENDOUS DEMAND FOR 





MASTERS PRODUCTS 
IN THE POST-WAR MARKET! 


Masters products proved themselves in the pre- 
war market. The Masters “Handi-Cart,” suc- 
cessor to the wheelbarrow, in a short time was 
a fast-selling profitable hardware item. In 


the two.years before the war we were never 


able to meet the demand of the hardware ' 


trade. Masters Perfect Distributor is an out- 
standing item. The demand for this product 


alone will give you large volume sales. The 





famous Masters Plant Setter has a sales rec- 
ord of forty years. It is a time and labor saver 
for farmers. Sets up to 15,000 plants daily. 

The Masters line is destined to become a 
leader in the hardware field. With the Masters 
Planter Company’s increased facilities of man- 
ufacture and post-war promotional plans, the 
complete Masters line will have unprecedented 


profit possibilities for dealers everywhere. 




















MASTERS PLANTER COMPANY soins sues . soon tomer we 


AGE 





AP. 





HARDWARE 


CHAIN HELPS AS LOGS GO TO WAR 


In the great timberlands of the South and the of the most critical of all war materials and, in 
Northwest, the hard working logging industry helping to produce it, Cleveland Chain is privi- 


fr sain 3 ° 
owt eS aha ee 0 leged to make another contribution toward win- 
rafted by waterways to mills. Pulpacod is one ning the war. 





cide To ln 


For the duration we are able to dusty ie the No. 120 Log sein in 
14 foot length (same as shown above but without swivel). It also 
serves as a towing or lumbering chain. Sales of both of these popular 
type Log Chains are certain to climb in the post-war market when WPB 
limitation order 1302 | is revised. 











THE CLEVELANDICHAIN g MFG. CO. circus ono 


ROUND CALIFORNIA CHAIN CORP., LTD. 


DAVID ROUND & SON [THE BRIDGEPORT CHAIN & MFG. CO. SEATTLE CHAIN & MFG. CO. 
So. San Francisco and Les Angeles 54, Cal. 


Cleveland 5, Ohio Bridgeport !, Conn. Seattle 8, Wash. 


LEVELLAND 
[HAIN 
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a CONTROLLERS 








st Price $27.80 
Shipping Wat. 154 Ibe 


Imnpelling eye appeal. . 


In Electro-Line, beauty is a good deal more than skin 
deep! Down even to small details you will find careful 
workmanship —competent handling —the unmistak- 
able trademarks of production skill and efficiency. 
Electro-Line controllers are supported by national 
advertising. Every Electro-Line distributor and deal- 
er is receiving the benefit of Electro-Line’s consumer 
educational program. This expanding program is 
the result of careful study of stock-handling prob- 
lems of farmers, and is designed to prove the true 
worth of electric fencing. 

Let Electro-Line help you share the benefits of this 
mew program by allying yourself with Electro-Line’s 
progressive policies. There’s an ever increasing con- 
sumer trend toward the Electro-Line controller — 
because it has so satisfactorily served so many of the 
nation’s farms. 

Electro-Line controllers are moderately priced and 
modernly styled —their impelling eye appeal in the 
dealer’s store demands attention —their satisfying 
service makes lasting friends. 


ELECTRO-LINE FENCE COMPANY 


Milwaukee 2, Wisconsin 


120 North Broadway 


Sold 
Through 
Goblers 

Only 



















GET 
YOURS 


IT’S A 
GENUINE 
BEAUTY 





o,0 @2ea a 
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Your wholesaler has or can get 





a. 








for YOU this magnificent display. 








Finished in natural wood and 





trimmed in four colors-this display 


will add beauty to YOUR store. 






In addition it insures turnover. 











BEAUTIFUL 
FULL COLOR 
FOLDER FREE 
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TODAY’S GOOD WILL 
MEANS GREATER 


SALES TOMORROW 


o* 
@ Farmers who fenced with Mid-States are 
fortunate. The practical design and high 
quality of Mid-States permit many restretch- 
ings and other repairs that add years to 
fence life. 


Farmers can’t let their fences go to pot be- 
cause new fence is hard to get. If they can’t 
replace, they must repair. And it will pay 
you in good will and future business to help 
them all you can until new fence is more 


plentiful. 


Then, Mid-States will be ready with the 
same dependable fence and other steel prod- 
ucts that have won the confidence of thou- 
sands of farmers and dealers—and with new, 
aggressive selling plans to make Mid-States 
dealerships more desirable than ever. 

Mid-States advertising is working for you regularly in 
Successful Farming, Capper’s Farmer, Prairie Farmer, 
Poultry Tribune, Kentucky Farmers’ Home Journal 
and The American Farm Youth Magazine... urging 
millions of farmers to see their Mid-States dealers about 
fence. (Mid-States products are sold only through our 
dealers; no direct orders accepted.) 


MID-STATES STEEL AND WIRE COMPANY 
CRAWFORDSVILLE, INDIANA 




















Barbed Wire « Steel Posts * Steel Braced Wood Gates 
Blue Ribbon Bale Ties and other steel products for the farm. 


SOLO THROUGH 


HAROWARE JOBRERS 








AL ll 




















CU 


SPRING sano SUMMER 
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KEEPS OUT INSECTS 








SEALS WINDSHIELOS, 
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SEALS BATH FIXTURES 











































PUT IT ON DISPLAY, JT SELLS ITSELF 


CASH IN ON ITS 






The Spring house-cleaning season 
brings added opportunities for 
every hardware dealer to cash in, 
more than ever, on Strip-Seal. 

This “magic mastic strip" is an 
essential item in every home. It 
plugs openings around warped 
window screens, baseboards, sills 
. . . fills cracks in brick, masonry, 
floor boards . . . seals auto wind- 
shields...stops leaks around bath- 
tubs, shower connections, toilets 
.-.is, in reality, the answer to 
1000 plus one household problems. 
PLUGS + PUTTIES +» CAULKS 


Seals EVERYTHING 


When a homeowner tells you he 
wants to “do a little caulking job”, 
sell him Strip-Seal. It will caulk per- 
fectly...can be painted over...re- 
quires no tools...anyone can use it. 


The Tremco Manufacturing Co., Cleveland, 0. 





ITS POPULAR PRICE 
APPEALS TO EVERYONE 







Single Package 
Full Box . ae 

(Retail list price) 
Higher in west and deep south 











for 68 years 


Beco, MCKINNEY 
= we = upholds yo good 


an ¢ 


— 
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WHEELBARROWS — LAWN ROLLERS — CONCRETE CARTS 
SALAMANDERS — DRAG SCRAPERS — MORTAR PANS 
MORTAR MIXING BOXES 


A good name backed by a 
reliable prod UCT, is one of the substan- 


tial things a manufacturer can con- 


tribute to a jobber’s reputation. It 


THE LINE THAT BUILDS means customer Sie Aumer steady 
UP PROFITABLE SALES demand and profitable business. 


Quality-built throughout and made for long, has been recognized by the trade for 
hard, care-free service, the Jackson line is 
complete to meet all requirements. It has 
enjoyed “front line” recognition and ac- 
ceptance over a period of sixty-eight years # and which has enjoyed constant ac- 


For 80 years McKinney Hardware 


its fine quality—a line of building 


hardware well designed, well made 








—a fact recognized by leading wholesalers ceptance of retailer, architect, con- 


and retailers alike. oars ; 
tractor and building owner alike. 


You can be assured of prompt service from ; ‘ 
| It to handle McK Hard- 
your Jackson Wholesaler because he is as caiaditiaiaiatigiais ee 
anxious to satisfy you as you are to please 
your customers for it means building up a lets you down. With McKinney your 


profitalte business. | reputation is in good company. 


ware because McKinney quality never 


Let us give you the name of the nearest 2 
Write for a copy of the 


ea Wholesaler who is at your service new McKinney booklet 
at all times. —“Details and Data 





JACKSON MANUFACTURING CO. 
HARRISBURG, PA. u: m INNEY 


Est. 1876 SINCE 1865 





PITTSSURBGM PENNSYLVANIG 
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LANTERNS 





DIETZ No. 2 “’D-LITE”’ 
STREAMLINE LANTERN 


Substantial demands for government use of 
DIETZ LANTERNS in Army, Navy. Marine, 
Ordnance, Maritime, Lend Lease, Re-habili- 
tation, and other war bureaus, naturally 
come first with us. 


Jobbing trade needs for agriculture, indus- 
try and safety purposes must be limited to 
the most essential and urgent requirements. 


DIETZ “LITTLE WIZARD” 
STREAMLINE LANTERN 





DIETZ ‘“‘“MONARCH’”’ 
STREAMLINE LANTERN 


With restrictions on use of controlled 
materials, with shortage of manpower, and 
need to observe priority rules, delays are 
inevitable. Yet we fully appreciate the 
favors of our long-time friends in the hard- 
ware trade and are doing the very best we 
can to serve their needs in these times. — 


R. E. DIETZ COMPANY, NEW YORK 








DIETZ LANTERNS ARE MADE OF SCARCE MATERIALS 


Have your customers keep their lanterns in good repair 


















Always keep filler hole cov- 
ered—if cap is lost, replace 


it. At times when fuel is low, . 


drain out fount to remove any 
accumulated moisture to pre- 
vent pitting, leaks, etc. 


Output sold exclusively through the reg- 
ular jobbing trade — no private brands 


Keep wick properly trimmed 
—replace it when necessary. 
To properly trim wick, cut 
straight across top—trim away 
any extended or loose threads. 
Nick the corners slightly. 





Keep globes clean. Dirty 
globes reduce visibility. Re- 
place damaged globes. Never 
turn wick too high. This creates 
soot, clogs tubes, reduces air 
flow, cuts down candle power, 
wastes kerosene. 











(17 I 
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DIETZ LANTERN GLOBES 
and WICKS are constant sell- 
ers. We recommend a good 
stock of globes and wicks, 
with a smaller stock of burn- 
ers and filler caps for main- 
tenance and repair. 


Look for this DIETZ trade mark on every lan- 
tern—your guarantee of quality since 1840 




















10 YEARS OF 


.* 


\ 
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‘ Wil For the Line with a FUTURE, Look 
\ | to the PROGRESSIVE Manufacturer. 
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193 RIGHT REPAIR HANDLE NUM- 
BERS stamped in all tools 


135 same me 6 rtm 


1936 TOOL DISPLAY RACKS that give 
maximum sales display 


1937 mAzOR SHH, the only shovel 
1937 apne fast, light tools for 


1937 POPULAR COLORED HANDLES, 
ue in SPEEDLINE, red in RAZOR- 
BACK and RED HAWK 


1938 ADJUSTABLE LAWN BROOMS 


1939 fuEE SEAM FOAKt—saer 


9a aise eine TOOLS with 
1943 et -wate made from 


“SURFACE PEENED” RAZOR- 

TODAY sun steel mate 2/2 to § 

times tougher by “cold work” process 
following heat treatment 


TOM RROWPLY- BEAM” HANDLES 


welded wood—the feel 
and resiliency of the finest natural white 
ash plus several times the strength, 


AND? 





There'll be a 
BiG DEMAND 


one of these days 
for 


DIAMOND 


Tools 


from returning servicemen who 
have used them in every corner 
of the world. 


Diamond No. W-10 
Store Display 24”x58” 


The men who are using Diamond Tools 
today to keep our mechanized forces 
moving, will be the men who call for 
Diamond quality when they get home. 


Good time to get acquainted with Dia- 
mond Tools now. Write for a Catalog, to 


DIAMOND CALK 
HORSESHOE CO. 


4622 GRAND AVENUE 
DULUTH 7, MINN. 











|. ++ « WHEREVER 


ee 


) TOOLS ARE USED 


AT HOME 
AND ON 
THE FARM 


These heavy, strongly made Master Tool Boxes 
are the same superior quality as always .... 
practically indestructible and finished in mar- 
resistant green enamel. The complete line of 
seven numbers answers every tool box need.... 
are popular-priced .... and will earn you a good 
profit! Your jobber should have them .... or 
will get them for you. 


SOLD THRU THE 


METAL 
PRODUCTS 
INC. 
321-D Chicago 
Street 
b gee 3 Buffalo 4, N.Y. 
No. C-2016 
Length 16; Width 7”; Depth 7” ~ 
Larger sizes also available 
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419.994 others ° 


...in the Republic Upson Line 
give you exactly the Right Size 
and Type for your needs 


“These ail 


elf we sent you a different type and 
size of Republic Upson product each 
day, it would be over 50 years before 
you’d see the same one twice. That’s 
how extensive the Line really is. 


Quantity is not the only remarkable 
feature of the Republic Upson line of 
headed and threaded products. It is a 
leader in quality too. 


For 90 years Republic Upson Quality 
has always meant sharp-cornered, 
straight-sided, wrench-fit heads—tough, 
accurately-gauged shanks—strong, 
clean-cut, precision-formed threads. 
These qualities mean perfect nut to bolt 
fit, quick assembly, tight gripping, no 
wrench slippage, less spoilage. 


Here’s one line for practically all fast- 
ening needs. Standardize on it for better 
postwar bolt and nut service, 


REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION 

CLEVELAND 13, OHIO AND GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N. Y 





REPUBLIC 
BOLTS AND NUTS 





Other Republic Products include Woven Wire F 
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“Make clock move- 
ments of metal-- 


ABSURD!” 


So said the wiseacres of 1837] But when 
Ch ey J did it, and reduced 
the cost of an 8-day clock from $12 to 
$4, his cynical competitors promptly 
abandoned their wooden clock move- 
ments and helped themselves to his idea! 


Ch y J ‘s clock, with brass 
plates blanked and pierced to uniform 
dimensions by steel cies, saved his clock 
business from the severe depression of 
1837. And, for the first time in the history 
of clocks, families of limited incomes 
were able to afford a reliable timepiece. 


Except for the Eli Whitney rifle of 1798, 
this was the first standardized, mass- 
production metal machine made! 














Due to our war effort, no New Haven 
Timepieces of any kind are now available 
for civilian use, 









Chauncey Jerome, maker of clocks from 
early boyhood, founded The Jerome Clock 
Co. in 1817, This firm was the parent of 
the present New Haven Clock Co, 


THE NEW HAVEN 
CLOCK CO. 


NEW HAVEN, CONN. 
Fine Timepieces Since 1817 








WAFFLE-KNITTED 
IRONING BOARD PADS Op 


and COVERS 









From start to finish we strive 

to produce a better pad. In doing so, 
we have built a demand which at 
present is larger than we can meet. 
You see, the Army and Navy are get- 
ting first call on our production. 
What remains, we are distrib- 
uting pro-rata to our customers. 
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WESTING 








APRI 





Utillion PRE-WAR WESTINGHOUSE ELECTRIC HOME APPLIANCES ARE 

30 YOUR POSTWAR PROMISE OF STILL FINER ONES TO COME 

WESTINGHOUSE ELECTRIC & MANUFACTURING CO. + PLANTS IN 25 CITIES + OFFICES EVERYWHERE + APPLIANCE DIVISION, MANSFIELD, OHIO 
Ask your Westinghouse Appliance Distributor for the complete story of the Full Line Franchise 
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ANEW! 
PLASTIC DISCOVERY 


6- - FLEX-O-CRYST CYLINDER 
semi eS gh age ite : 
Ss ITSELF IMMEDIATELY 


twee! 


PRESSED INTO LARGE heed 
Under 20,000 Ibs 
of Flex-O-Crystw 


1 sheet M thick. Then th 


SHEET 


re was removed 


REGAINS ORIGINAL SIZE AND SHAPE 


Slowly che heet gathered itself to 
auailaa pulled tself in and came back 
sIZC¢ and 


oO 1s Original shape 


FLEX-O-CRYST IS USED IN 
THE NEW NUPLA HAMMER 


A HARD HITTING 


"Saleh 





PLASTIC HAMMER 


WILL NOT MAR, STING OR REBOUND! 







Here’s a new hammer unlike any other — it’s a 

















wartime discovery. Hits hard effective blows 
without marring, cutting or battering. Useful 
to assemblers, tinners, plumbers, machinists and 
most skilled workmen. 3 sizes and 7 weights. 
Nupla Hammer is not affected by oil or gaso- 
line. Will not burn or explode. Will ., 
not crack, chip or deform. It’s a 







hammer every craftsman wants. 


JOBBERS AND DEALERS WANTED 
Nupla Hammers are now available for 


shipment. Here's a real money-maker. 
Extra large commissions allowed. 
DEMON: ATOR COUNTER-CARD 


furnished. Write or wire today! 


NEW PLASTIC CORP. 1017 N. Sycamore Ave., Los Angoles 38, Cal. 


NUPLA 


PLASTIC 
HAMMERS 


MIGHTY 
beat Govtle 


RILEID No. 65R 


|'@ No wonder the popularity of this 


are reasons enough. One set of high 


ionds! 


saver features of this rugged steel- 
and-malleable die stock—it pays you No. 65R stand: 





to stock and sell the self-contained. up handily when 
No. 65R. 








4 Workholder sets 


to pipe size 
instantly e 








Dies set to 


pipe size in 
10 seconds 









PERFECT THREADS 


with surprising 
ease and speed 











with this self-contained 


threader has spread widely. The 
speed and ease with which it cuts 
clean. perfect threads on 1” to 2” pipe 





speed steel chasers threads all 4 sizes 
—and they set to pipe size in 10 sec- 
Workholder sets instantly! 
Your customers like other work- 





you want it to. 





WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S. A. 
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IDEAL FOR PORTABLE DRILL, 
DRILL PRESS or HAND BRACE 


Bruno Adjustable Hole Cutters cut tool costs—cut clean, 

accurate holes quickly in sheet metal, boiler plate, Dural, 

plastics, wood, masonite die stock, hard rubber, fibre and 

other materials. 

Only two sizes needed to cut any diameter hole from %%” 

to 22”. Designed by cutting tool engineers for use in port- 
able drills (as illustrated), drill presses 
or hand braces. Guaranteed against de- 
fects either of material or workmanship. 


@ From %” to 1%” with 
one Bruno Adjustable 
Hole Cutter! The larger 
model cuts from 1” to 
2%”. Both sizes avail- 
able with square bit 
stocks for hand braces. 


9330 SANTA MONICA BOULEVARD 
BEVERLY HILLS, CALIFORNIA 


For additional information, write 


for Bulletin HA-4 













A. A good glass cutter and a smooth, flat surface 
are essential in cutting glass. The cutter should be 
held firmly but easily betweén the index and second 
finger and supported beneath by the thumb. A felt- 


covered cutting table is desirable. 


B. Set the glass firmly against the base ruler (at 
right in this picture). Carefully measure the size of 
the pane to be cut. (In lieu of special cutting and 
measuring devices, a T-square can be used.) Grasp 
the cutter firmly and, with a single, long stroke, score 
the glass quickly from the edge farthest away to 


the base ruler. 


C. Running and breaking the cut may be done in 





CUTTING 
LOF WINDOW 
GLASS SAVES 
FUME, MONEY 
AND EFEORT 


ANYBODY CAN CUT WINDOW GLASS THIS EASY WAY 





several ways. Properly scored, L°O-F glass can be 
broken easily and cleanly along the scored line by 
lifting the glass and placing one hand to the right 
and one to the left of the scored line and bending 


away from the cut. 
ke ae 


Most Hardware Retailers know that Libbey-Owens- 
Ford High-Quality Window Glass cuts easier and has 
far less breakage because of L*O-F’s longer anneal- 
ing process. It scores easily, and breaks cleanly. 
If your supply is low, ask your own LO-F Glass Dis- 
tributor for a fresh stock today. Libbey-Owens‘Ford 
Glass Co., 3845 Nicholas Building, Toledo 3, Ohio. 








LIBBEY: OWENS : FORD 
a Great Name in GLASS 




























HARDWARE AGE 


** «(7 SELLS ano SELLS ano SELLS! 


In these times of stress and strain — priorities — shortages of help — 

\ it is refreshing to have unlimited supply of Toxite, a product that just 

. keeps on selling — at a good profit — with the minimum of effort — 

\ right now — every day, every month, in increasing volume — and with 
a high quality standard that makes satisfied customers. 


5 \ A? se Aduertised 
"4 to 16,000,000 monthly 


A broad and forceful campaign in national pub- 
lications circulates to over 16 million families 
each month —that builds consumer demand 
for TOXITE Poultry and Live Stock spray. 


A Natural for Quick 
Profitable Sales NOW 


Quick, easy sales make pleased and steady 
customers for Toxite and for other items in 
your store. 


We Will Spend §25.00 of Our Own Money 
To Bring Customers Into Your Store 
Here’s the Plan — It Works ! 


% Pick out 100 of your best customers — 
We will send from this office a letter enclos- 
ing an introductary check good for 25c on 
the purchase of a gallon of Toxite when 
presented at your store. At the end of 90 
days send us all checks you have redeemed 
and we will reimburse you in cash. This 
business building plan helps sell your first 
order quickly and Builds Permanent de- 
mand. % To get this support you order 
1 dozen quarts and 1 dozen gallons Toxite, 
Cost $16.80. Profit $7.20. Checks, letters 
and mailing cost you nothing. Order your 
Toxite from your favorite jobber. Send us 
the list. We will do the rest. 


The Toxite FREE Check Plan is 
a WINNER—Ask Your Jobber 
or Write Us 
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Better time... 
for a Better World 





The battle will cease and 
the air will clear. Yes... we will build for 
lasting peace and security. And to- 
wards that end gwx. has already blue- 


printed better clocks for a better 


world . . . clocks of precision-accuracy 
. . . dependable, handsome clocks... . 
clocks you will be proud to display 


and recommend. 


Buy More War Bonds... for Keeps! 


LUX CLOCK MBG. CO., Inc.. WATERBURY, CONN. 
Sales Division « DE LUXE CLOCK & MPG. CO., Inc. 
New York—1107 BROADWAY « San Francisco —833 MARKET ST. 
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WAR PRODUCTION COMES FIRST 


Savage has produced more than 2,000,000 military 
arms and will continue to supply the armed forces 
to the extent called upon by our government. 





E 
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The bright searchlight of Savage, Stevens and Fox national 
advertising is focused directly at millions of prospects 
for new rifles and shotguns. Appearing regularly in the 
leading outdoor, adventure and farm publications, this 
advertising is building for you an ever-increasing back- 


log of new and profitable business. 


In the great buying days that are on the way you'll find 
rifles and shotguns bearing the names Savage, Stevens 
and Fox more popular and salable than ever before. So, 
plan now for the future when these fine products again 


will be available to attract more customers to your store. 


SAVAGE ARMS CORPORATION, UTICA, N.Y. 
Plants at Utica, N. Y. and Chicopee Falls, Mass. 


SAVAGE 
STEVENS 
FOX 


Manufacturer of 
RIFLES AND SHOTGUNS, LAWN MOWERS AND REFRIGERATION EQUIPMENT 
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HERE ARE 4 OUTSTANDING 
PLUS FEATURES OF FLATLUX 


1. It covers wallpaper and most all other 
interior surfaces . . . in one coat. 


2. It’s a real paint . . . it’s made with oil. 


3. No special mixing . . . just stir and it’s 
ready to use. 


4. One gallon covers an average size room. 


NOTE TO DEALERS: We sell FLATLUX only 
on an exclusive franchise basis. For full details, 
we invite you to write us today! 
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Its Advertised 


In 127 leading magazines—over a complete 
NBC network of 137 radio stations—in 3 Sunday 
newspaper supplements. More than 700,000,000 
advertising impressions this year will make more 
friends for G-E Lamps. 


Its Accepted 





Over 60 years of customer satisfaction combined 
with consistent national advertising have made 
General Electric one of Americas best known 
mames, a name that stands for high quality 
everywhere. 











the lamp that 
BRINGS ’EM IN and BRINGS ’EM BACK! 


Hear the G-E radio programs: "The G-E All-Girl Orchestra,’’ Sunday 10:00 p.m. EWT, NBC; 
“The World Today” news, Monday through Friday 6:45 p.m. EWT, CBS; “The G- E Houseparty,” 
Monday through Friday 4:00 p. m. EWT, CBS. BUY WAR BONDS —KEEP THE BONDS YOU BUY 


G-E MAZDA LAMPS 





GENERAL QQELECTRIC 
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7t New, Tmproved 
BLACKSTONE AUTOMATIC 



























* Heart of the Blackstone Combination Laundry will 

be a greatly improved and further refined auto- 
matic washer—the result of four years of intensive 
research and testing by some of the nation’s ablest en- 
gineering and design talent. Its postwar “outer wraps” 
will combine modern beauty with the utility of stand- 
ard dimensions. It can be sold as a separate unit or as 
part of a compact combination that washes, dries and. 


irons automatically. 


That’s what Blackstone dealers will. have for the “auto- 
matic” market! For the conventional washer buyer, 
they'll have a completely redesigned line in the popu- 
lar price range; for the ironer prospect, they'll be able 





to offer some really sensational achievements. 

Ask yourself the question—“Will you have what it 
takes to compete in the postwar market?” The Black- | 
stone line will provide “Everything for the Home 





Laundry.” If you'll have less than that, you had better N otl 
investigate the Blackstone franchise NOW. oh 

__ BLACKSTONE CORPORATION, JAMESTOWN, N. Y. a 
A Division of J ‘ Metal Equip t Co., Ine. own | 

her tt 

like a 





Prewar photo of a convincing dem- 


onstration. So vibrationlese is the <<), = But yo 
Blackstone Automatic Washer that \ ) Crosle 
a pencil will stand on end through- ey 


se ernim 
electrc 
plus u 
top qu 
Every ¢ 
your ¢ 
Can se 
demons 





out the entire washing cycle. The 
Blackstone can be installed anywhere 
—merely set it on the floor and make 
plumbing and electric connections. 
















BUY WAR BONDS 






SELL BLACKSTONE 
“Tomorrow 














“BLACKSTONE 


PRODUCT OF 


BLACKSTONE Gembinalion LAUNDRY AMERICAS OLDEST WASHER MANUSACTURER 
wasues- vans indus Valomatically 


SINGLY ...OR AS A COMPLETE UNIT 
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‘My sales record, 
is unbroken!” 









Slick chick, this dame. She comes up The record turns—not a sound. “You've That“silent treatment” gets em! Then 


O- 
to me and says, “I want a radio-pho- forgotten to put in a needle,” she points the music starts lush and full—so I 
ry nograph that’s really modern. I’m out. ““Yeah—on purpose,” I says. “That wise her up to the buttons of the 
“= particularly interested in the phono- silence you hear is the Crosley Floating Master Tone Control—“64 different 
graph because I collect records.” Well Jewel* Tone System. Goodbye needle tone combinations—pick the combi- 
le —this is just my dish—So I slip the noise forever. No needles to buy, change nation you like best for anything 
Demonstration Record into the or hear—your records last up to 10 you're ear-ing—radio or records.” 
Crosley Combination and turn jt on. times longer. 





en ee 


he HEARING is believing 


er N othing sells a Crosley faster than a Crosley itself! 
Let your customer listen to the “silent treatment.” { j ee “a 
Show her the diagram of the ordinary sharp needle ’ , 
and the Crosley Floating Jewel*. Play the Demon- 








Y. stration Record and her 
own ears will convince 
her that there’s nothing 
like a Crosley. 
But you can fel] her this: 014 tashioned Floating Jewol* 
Crosley offers every mod- “Serma-teni “Ge od-tye" 
ernimprovementinradio- Chatter!” oitsae r 


ell 


electronic design, plus the finest cabinet work, 
plus unsurpassed mechanicai skill, in producing 
top quality, long-lasting, dependable products. 


Every Crosley household appliance and radio brings 
your Customers PLUS advantages and features they 
can see, or feel, or hear/—always features you can 
demonstrate! 


J 
) CROSLEY’ 





Oh, brother!—Did that record sell her!—Better than that, she’s 
been selling her friends for me. As I always say, hearing is believing. 


*Patented 


THE et CORPORATION, CINCINNATI, OHIO 


Radios : Radio-Phonographs : FM : Television : Short Wave : Electronics : Radars 
Refrigerators: Home Freezers ; Household Appliances: The Crosley Car: 
Home of WLW, “‘The Nation's Station’’ 
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Q 


“know all the answers” 


shane of a 


oe 


What will be the size of the post- 
war linoleum market? 


When will high-style quality lino- 
leum be available for this vast 
market? 


What is the “Number 1” in quality 


linoleum? 


How can you prepare for post-war 


linoleum business? 


usineas 





; on Waly 
+ buaking p 


More than double the pre-war volume! This is 
based on government estimates of 13,000,000 new and 
modernized homes in the first 5 years after the war... 
a staggering prospect when you realize that inlaid 
linoleum volume had.already increased 84% in the 
12 years preceding Pearl Harbor. 


Nairn Linoleum will be one of the first volume 
items to return to retailers, in quantity, after the war. 
And the exclusive Nairn Color Correlation is working 
now to assure the up-to-the-minute styling that has 
made more and more women aware that. . . Nairn 
Lincleum is indeed “Tomorrow’s Floor Today!” 


Nairn Linoleum! For 50 years, Nairn Linoleum 
has meant quality-that-can’t-be-beat to the women of 
America. Today . . . full page color ads in top-flight 
magazines are building a greater desire for Nairn 
quality Linoleum than ever before. 


With a modern selling department .. . staffed 
by specially trained linoleum salespeople . . . with an 
installation set-up geared to the newest techniques. 
If you want to cash in on the first rush of orders ,.. 
now is the time to start planning your Nairn Linoleum 
department. 








— thes no qucdliany 
dam NAIRN - LINOLEUM 


For information and suggestions that will help you prepare for a profit 
able post-war Nairn Linoleum business, write our nearest branch on 


CONGOLEUM - NAIRN Inc. xearny, new serse¥ 
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> New Designs 


Rid-Jid products never slackened the 
pace they have set for themselves as 
creators of better values. Check over 
the list of outstanding advances in iron- 
ing table and step-ladder construction, 
you will find that Rid-Jid has pioneered 
every improvement that assures more 
value to the housewife and more 

profit for retail stores. As soon as 

our wor job is finished, we will 
ol Melo) (sco lalilel ial 4M toll 
truly stimulating news. 


RID-JID IRONING TABLES + LADDERS + CLOTHES RACKS » WOODENWARE 


Products of Merit since 1878 
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STEVENS 


555 LINE LEVEL 












The Little Level with the Big Sale 





Stevens No. 555 Line and Surface 
Level is made of hard drawn 3%” 
hexagonal aluminum tubing, 3” 
long, nickel silver hooks, weight, 
each 4 oz. 






Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 
50 cents. 


E. A. STEVENS LEVEL Co. 


Newton Falls, Ohio 








WATCH SNELL! After V-Day 














$$$ —_ 














Shelton 
Planes 


In OUR NEW, ENLARGED PLANT, 
TWO SHIFTS ARE ROLLING OUT 
SHELTON PLANES IN EVER - IN - 
CREASING NUMBERS FOR OUR 
ARMED FORCES... 












. . » Larger quantities for the 
hardware field, too—not enough 
to meet the growing demand 

for Shelton Planes, but 
production is still in- 
creasing. 









Write 
us for 











THE SWING 
1S TO SHELTON 


ALWAYS BETTER VALUE 





SHELTON PLANE & TOOL merc CO 
SHELTON, CONMECTICUT 











we will supply auger bits of the 

same high quality’ as always, 
in @ modern package produced 
on new modern equipment in 
our recently enlarged plant. 













SNELL MANUFACTURING CO. 
a a ee MAS S 



























NO. 10 JOINTER NO. C-6 RIP NO. C-5 CUT-OFF 


OHLEN-BISHOP Circular Saws have fully proven 
their value in stepping up wear production. They'll do 
the same for quick peacetime reconversion. Special 
quality steels, made to our own time-tested formula, 
perfectly tempered, assure low maintenance — less 
time out for sharpening. Proven designs stand up 
longer, cut faster and truer. More than a dozen dif- 
ferent styles of teeth — complete range of sizes for 
every machine. 


OHLEN-BISHOP MFG. CO., 901 Ingleside Ave., Columbus, Obie 
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Columbian Homeshop 
Vises have been devel- 
oped and perfected to 
provide a complete 
range of sizes for home 
workshop, garage and 
general use. 


Buy another War Bond Joday 
THE WORLD'S LARGEST MAKERS OF VISES 


APRIL 26, 1945 





COLUMBIAN 


VISE & MFG. CO. 


9017 BESSEMER AVE. 


CLEVELAND 4, 
OHIO 










The many distinctive 
features combined with 
their sturdy design, 
balanced strength and 
attractive appearance 
make Columbian Vises 
the “standard of value” 
in their field. 















& 
can replace this ot’ nod!” 


Yes, it’s long-past time for your fishermen 
customers to buy new UNIoN Rods—with thé 
old enthusiasm. Wait till we can release 
them to you!—wait for these over-due Profits 
on UNION Steel Rods! 


Be set then to take up on SALES with a new 
line of UNION Values,—with a lure to catch 
the fancy of the fisherman. New features 
we've been v.orking on since War declared 
“closed season” on sporting-goods production. 

“Hold open,” too, for new and perfected 
post-war lines of UNION 


Roller and Ice Skates 


“Chisels and Screwdrivers 


[ie Hack Saw Frames | 
Gun Implements |. © 


*Available on priorities 


HARDWARE COMPANY 
aw Ui aw EU 


TORRINGTON. CONN. 


VEW YORE OFFICE 5I| CHAMBERS 











VES the METAL! 


© Hardware dealers are re- 
ceiving an ever increasing 
demand for a good rust re- 
mover. And RUST-I-CIDE is 
meeting the demand. 


RUST-I-CIDE is the best rust 
remover on the market. It 
has been sold for over 
twenty years. It has been 
imitated numerous times but 
never duplicated. . 


RUST-I-CIDE removes rust in 
@ matter of minutes... it 
is an excellent chromium 
cleaner . . . it is used to re- 
move stains on sinks, toilet 
bowls and other vitreous 
enamels. 
RUST-I-CIDE is inexpensive 
—it retails for 25c¢ for 
4 oz. bottle; 45c—8 oz. 
bottle; 75c—16 oz. bottle; 
$1.20—quart; $3.60—gal- 
lon — with better-than- 
average profit for you 
Order a supply — 





Order through your distrib- 
utor, if he cannot supply you 
write us direct. 


RUSTICIDE PRODUCTS co. 


3125 PERKINS AVE. CLEVELAND 14, OHIO 


HARDWARE AGE 
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Compared tothe total war 
production of American 
industry, our output is 
indeed small, yet the 
armed services have 
commended our job — 
Army-Navy ‘‘E”’ flag 
awarded April 7, 1943; 
stars.added for continu- 
ed excellence of pro- 
duction August 25, 
1943, February 26, 
and October 9, 1944. 


Ww 





Ww 
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Wer before Pearl Harbor we began 


the production of vital war material, and 


intend to continue as long as our facilities 
are needed .’. . Naturally, we are eager to 
again manufacture Mercury Bicycles in 
quantity. Yet our first obligation is to limit our 
reconversion to conform with military needs. 
We are sure our friends in the trade appreciate 
our position, and confidently rely on their 


patience until we can fill their requirements. 


MANUFACTURING COMPANY 
CLEVELAND 10, OHIO 

















DEARBORN 


WORLD'S FINEST, SAFEST 


We've Been Scheming! mumeme GAS HEATERS 


to Dearborn, the complete line 
’ vented and — er offering 
i tstanding Safety am venience 
... and we have come up A features plus Matchless ’erformance, 
; (ew! 3A" t’s the Quality line that leads in sales 


from coast to coast. 


with plans for a finer re é 
P : a ’ FEATURES THAT SELL 
post-war line of hardware, = Senate Ale Ate Insulated 
f =e Cabinets — Hi-Crown Sapeens— Sate 

tools, and toys for you. ‘ | faa wee Aen a 
| These are features that make 


proval. 
Dearborn heaters truly Outstanding. 


But right now victory is ~ "They Offer a Talkable — Visible and 
| . , Saleable difference. 
our goal. After that, we | WRITE FOR LITERATURE 


will be delighted to give AIR COOLED CABINETS 


our dealer-friends better Bor ¥ , 


service than ever before. Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 

| can install it against the wall—tight. No blistered woodwork. No scorched eur- 
tains. No seared fingers. No burned furniture. The syphonaire chassis is the 
secret. It’s patented. Dearborn’s famous cool cabinet feature is a major con- 
tribution to safety. 





ARCADE MFG. CO. | WaT. 
1201 SHAWNEE STREET MIX. 


FREEPORT, ILL. 
‘FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 
ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown 


PISA) |ocatsoun stove company 


HARDWARE &£ TOOLS 3256 Milwaukee Ave., Chicago, Hil. 3625 S. Grand Ave., Les Angeles, Calif. 


























You sell vagely aud durability 
uheu You aggert 


IRON HORSE 


BRAND 


OILY WASTE CANS 


Constructed in accordance with Un- 

derwriters Laboratory Specifications. 

Approved by Associated Factory 
Mutval Fire Insurance Companies. 
Reinforced top—extra strength to 


stand up under rough treat- 


ment. Gravity closing for safe- 

ty—can’t stay open. 

Opening mechanism hugs can ex- 
| terior—no place for clothing to 


catch. 





These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- Man-size handles—securely rivet- 
controlled —-in one plant — from raw cotton to finished ed, make moving and handling 
glove. This single close supervision of every detail much eaniee 
results in unexcelled quality — durability — economy. f 
Sold by Leading Wholesalers | Full apron body amply ventilated for 
air circulation. Firm foundation 
x. msi Pe eliminates tipping. Constructed 
mer AaGog For Every Job | of galvanized steel. 


Riagek | 
RIEGEL TEXTILE CORPORATION | ROCHESTER CAN COMPANY 


342 Madison Avenue, New York 17, N. Y. 82 GREENLEAF STREET ROCHESTER 9, N. Y. 
PO 6 A ae OEE or a 
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4, Veet did you'll hear that constantly 


SELL go . .. when victory comes, and you can offer the aristocratic, new Wear-Ever 


‘formance. 
is in sales 


aluminum pressure cooker to your customers. 


standing. There are so many features that will make them prefer it . . . The patented 
@ an 
wes XN Snap-Tite Cover . . . Precision Temperature Control . . . 
-TS ye, Positive Lid-Lock . . . Cool, grip-fitting handles . . . 
4 And behind all this, backed by aggressive national advertising, is the famous 
chee | Wear-Ever name . . . a name your customers know and trust. 
ajor con- 


WEAR-EVER 


ALUMINUM PRESSURE COOKER . 


Copyright, 1945, men Made of the metal that cooks best— easy to clean 
The Aluminum Cooking 
Utensil Co. 
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Gi yg A WhA a ti 


J Disabled in the first assault wave at Saipan—exposed, helpless before enemy 
fire—a cargo of precious American lives aboard—this landing barge had to be 
rescued—had to be cleared for the onrushing second wave. Only pure manila rope was strong 
enough—resilient enough to insure the success of this maneuver. Uncle Sam—and his fighting 
nephews depend upon rope as a lifeline to safety. Until Victory, we at home must be patient. 
Conserve the rope you have—utilize the rope we can make. One of the fruits of Victory will 
be plenty of the best of everything for all—and Columbian Quality Marked Rope is no ex- 


ception. 
COLUMBIAN ROPE COMPANY, 
Auburn, “The Cordage City," N. Y. vie 
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For Any Hand Hacksawing Job... There’s a 


SIMONDS |. BLAD 


to Give Your Customers Quickes? 
and Easiest _ Cutting 


“Red End” Hand Blades are the blades that § Standard, Molybdenum, and High Speed 
buyers and workers both like best because _— Steel (the latter recently restored to com- 
they cut more smoothly and easily and give _ plete the “Red End” line.) 

their full money’s worth of service. That’s Simonds Hand Blades are made either hard- 
because “Red End” Blades are made in edge or all hard. And the High-Speed 
three different types, of three different | Blades are extra flexible to resist breakage 
Simonds electric steels, each specially even when twisted in the cut. So the “Red 


formulated for a different type of cutting: | End” line covers all your customers’ needs. 


) 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.;.127 S. Green Street, Chicago 7, Ill.; 228 First 
Street, San Francisco 5, Calif.; 311 S. W. First Avenue, Portland 4, Ore.; 31 W. Trent Avenue, Spokane 8, Wash. 


PRODUCTION TOOLS 
FOR CUTTING METAL, 


WwooD, 
PAPER, PLASTICS 


CUT THE WAR SHORT...BUY WAR BONDS... AND THEN BUY MORE WAR BONDS 


APRIL 26, 1945 a 





END 


means BETTER bolts 


BETHLEHEM 
BOLTS 


A section of a steel bar is rushed from the bar mill to the 
metallurgical laboratory. The bar is inserted, cold, between 
mandrels in a special testing machine. A motor whirs. Slowly 
the bar is bent back upon itself, as shown in the above photo- 
graph of an actual test sample. 

This is the bend test made at Bethlehem bolt and nut 
plants. If the test is passed successfully, Bethlehem metal- 
lurgists know that bolts made from that particular heat of 
steel will have sufficient ductility to withstand the normal 
shocks and strains encountered in daily use. 

This is but one of many precautionary measures taken by 
Bethlehem to bring you better, stronger bolts. You'll find 
Bethlehem bolts are high-quality bolts in every respect— 
just the kind your customers want. Stock up on them today. 
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METAL PRODUCTS CO., AKRON 8, OHIO 


1945 


NK 


*Lacquer finish 


not available 
until present 
WPB restrictions 
ore removed. 
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Yes sir, U-S-S American 
Fence is hog tight! And it’s 
built with more line wires at the 
bottom for greater strength, to 
discourage rooting and to keep 
in small animals. 

No matter how hard animals 
push, American Fence has the 
resilience to spring back into 
position. It stays tight winter 
and summer. It is permanent 
fence. Many farmers report 
over 40 years’ service. 

Your customers are being 
told about these advantages 
through national farm advertis- 
ing. And they show their prefer- 
ence by choosing more Ameri- 
can Fencethan any other brand. 

We are now manufacturing 
considerable quantities of 
U-S-S American Fence but 
there is still not enough to fill 
the demand. Write for a catalog 
showing the complete Ameri- 
can line. 


Other U-S-S American Products 
include: Poultry Fence and 
Netting, Posts, Gates, Barbed 
Wire, Welded Fabric, Roofing, 
Nails, Staples, Tacks, Bale Ties. 


















4g oh 







oS 
_— 


















Uss 





LE miuit ve qood/ 


AMERICAN FENCE 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


HARDWARE AGE 



















APRIL 26, 


EVERY CAPTURED ISLAND MEANS 
ANOTHER CALL FOR CYCLONE! 


1945 


UNITED 
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SALVaNize 


| bacco! new island captured 
means one more island where 
screens are needed to protect our 
men—for tropical insects are dan- 
gerous enemies. They never give 
up! No matter how many islands 
we take, we still have to fight in- 
sects on all the islands previously 
captured. That’s why it takes so 
much screen wire and hardware 
cloth to supply the Armed Forces. 

It is expected that a limited 
supply will be reserved for essen- 
tial civilian needs. So keep in 


touch with your jobber and he will 
do his best to distribute equitably 
whatever becomes available. 

Your customers will be glad to 
know that Cyclone quality has 
been maintained in all “Red Tag” 
Products .. . that they will still 
give the same long service as be- 
fore. 

And after the war the famous 
Cyclone “Red Tag” on Screen 
Cloth, Hardware Cloth, Lawn 
Fence and Burner Baskets will 
bring more business to your store. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in principal cities 
United States Steel Export Company, New York 


Siares STEEL 











eee When Windows Filled with Tools 
' Suggest Full Stocks Inside 


Every Allied victory hastens the day when the 
Nation will be able to divert its energy to 
pursuits of peace. But there are many bitter 
battles still ahead—battles in which all of us, 
you in your communities and we at Atkins, 
must continue to carry a share of the load. 
Atkins share of that load involves continued 
production for war and for industries wholly 
devoted to war goods manufacture. That 


naturally doesn't leave enough manpower and 
materials to meet the demand for Atkins Saws 
and Cutting Tools. But month by month the 
time approaches when dealers everywhere 
will again be able to fill their windows with 
this wanted merchandise, and to recommend 
out of complete stocks, the exact Atkins tools 
that customers through the years have come 
to know as the finest their money can buy. 


ATKINS AND COMPANY 
415 S. Illinois Street, Indianapolis 9, indiana 
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DEPENDABILITY 


Multi-stage ejector Single stage ejector 
pump for maximum pump for economi- 
cal installation on 


efficiency from 
deeper wells. medium deep welis. 


For shaliow wells, this 

streamlined “Bullet” 

model is compact, 
simple, efficient. 





On every F & W installation, profits areclear and permanent —they don’t melt 
away in expense. And in times like these, when service is both an expense and 
a problem, F &W dependability is more highly prized than ever. 

It’s F & W dependability—day-in, day-out efficiency—that earns profits for 
you, builds customer good will, lays the foundation for future sales. The improve- 
ments, advanced engineering and rugged construction that make F &W Systems 
famous for dependability are the result of 78 years experience in water system 
design and manufacture. To dealer and customer alike this is highly important. 





HARDWARE ACE 





At Warren Tool, specialized equipment and 
experience eliminate heat treating pitfalls. 
Automatic time and temperature controls 
regulate the heating cycle both for hardening 
and tempering. A special quenching mechanism 
directs a powerful stream of coolant against 
the striking surfaces, resulting in uniform 
hardness. Selected steels to our own specifica- 
tion, plus careful forging and finishing opera- 
tions, prior to heat treating, develop the best 
structure for heat treating the tool. 


As the result of the exercised care in each 
manufacturing step, Warren-teed Heavy Hand 
Tools have sharp, dependable edges and 
bevels, true striking faces, excellent balance, 
and they give long, safe service. 

Warren Tool Corporation, pioneer in the use 
of alloy steels for heavy hand tools, manu- 
factures sledges, mauls, picks, mattocks, adzes, 
track chisels, and other heavy hand tools 
exclusively for the hardware and railway 
industries. 

Warren Tool is the manufacturer of the 
famous Devil Line of chisels, mauls, and 
sledges, made from alloy tool steels, correctly 
forged and heat treated. All striking faces and 
cutting edges are ground to templets for just 
the right angle or bevel and heat treated. 


Automatic time and temperature controls together with 
proper quenching methods give each Warren-teed sledge 
the right degree of hardness for long, dependable, and sa‘ 
service. Sledges are one of the many heavy hand tools made 
by Warren Tool Corporation. 











WARREN TOOL CORP. * WARREN, OHIO 
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5 MOVING PARTS 


Cid 


ROPE HA 


David Dietz, Science Editor of Scripps-Howard, 
tells of an amazing discovery he made when 
he visited the world’s largest rope plant. 


Huge catches of fish seined from 
the bottom of the sea . . . men 
and valuable cargo lifted high 
above ground . . . the ropes that 
daily perform these and hun- 
dreds of other important jobs 
contain moving parts that need lubrication to 
ease their burden and prolong their life. 
Like the cylinder walls of an automobile, 
rope needs protection against friction. For as it 
stretches under tension—as it twists and moves 
and turns—its strands and yarns rub against 
each other sidewise and lengthwise. Inside the 
rope, friction is generated. 
Plymouth rope-engineering counteracts this : “eee , ' “9 =. 
internal friction with lubrication. Before the 
rope’s tiny fibers start through the first rope- 
making machine, they are bathed in a special 
Plymouth-developed oil, applied so that every 
fiber gets its full share. 
All Plymouth Rope is scientifically lubricated 
in this way to give it greater strength, longer 
life and more useful performance. Wherever = w eo “engin s 7 
rope is used—on sea, on farms, in industry, by pte Fy 7 MOUth digs, sirabiliy Rope ; el 
the armed forces — you will find Plymouth Be ? end. wUtor when wa ing a ap 


lubrication at work, protecting life and property. 
an 


Plymouth Cordage Company, Plymouth, Massachusetts. District 
Offices: New York, Chicago, Houston, San Fr i h 
Stocks: New York, Boston, Philadelphia, Baltimore, Houston, 
Chicago, San Francisco. 





A\ 


ABOVE — This is “sliver” or “roping” that has been thor- 
oughly lubricated by a secret Plymouth process. It is nearly 
ready for spinning. 


PLYMOUTH 


CORDAGE PRODUCTS 


ROPE + TYING TWINE - BINDER TWINE + BALER TWINE 


ROPE YOU CAN TRUST 
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Aceves PROFIT PROTECTION 


£8 


with STARLIN 
E’S bi : 
profit cme P rofit | i 
s are now being enim seas - ios Barn Equipment. Much of 
st-war modernizai i ob pada: 
hon of Gales fax gricultural 
m barns. 


Protect 

your share of th 

your custome x e ese profitabl 

of their dai i wah their plans, a sales by helping 
ry production operations sing the efficiency 


eby reducing yo g costs 
™ Plan now 0 equip your dairy barns with 
Jabor-saving, time-saving and profit-making 


Starline equipment 


Because every item in Starline’s complete 
Jine of Barn Equipment is designed to give 
maximum efficiency —— resulting in lower 
operation and maintenance costs. Enjoy 


increased profits throu d production from your present 


herd by providing them 
onvenient barn equipment— 


ry, comfortable and 
h less labor. 


low is the time to plan 4 modern production line with 
+ STARLINE aealer. Ask to see these profit-making 


rline items — 
STALLS ° STANCHIONS eo Pens 
TAPER ror cu ‘s 
WATER sowts ° ALIGNMENT pevices 
FEED AND LITTER CARRIERS 
VENTILATORS 
CANNON Ball poor HANGERS 


ALL D ; 
SELP-CLEANING coro AND nar ourst Annis On ected 


STANCHIO 
NS 
ALIGNMENT DEVICES 


BULL PENS © CALF PENS 
* 


LITTER 
AND HAY CARRIERS ¢ H 
VENTILATORS — 


STALLS ¢ 


WATER BOWLS 


STARLINE 
,INC., HARVARD, ILLINOIS ALBAN 
t, ey 





@ Well and favorably known for the fact 


that it doesn’t have to pull its punches 


either. These strong, sturdy tools with their 


rugged drop-forged jaws can deliver plenty 
of wallop without showing the least strain. 
They’re hard to find now— but we won’t go 
into that—you know the reason just as well 
as we do. Like the other famous members 
of the Crescent Tool family, they will some 
day be back on the shelves of progressive 
hardware dealers everywhere. In the mean- 
time, let’s sock the Axis with everything 
from War Bonds and waste fats to moun- 


tains of waste paper. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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nbers 
When it comes to a “showdown,” everyone recognizes the unbeatable 
some 2 quality, dependability and performance of Millers Falls Tools. 
essive | The postwar brace line, for instance, will be complete . . . filling every 
neam ; merchandising need . . . and including the famous four shown above, each 
an established leader in its price class. 
No. 5010 Parsons DeLuxe — the last word in brace design and con- 
noun- : struction, with chrome finish and plastic handles. 


No. 770 Series — known the world over as a Sturdy brace with every 
construction detail refined. A real quality value. 


No. 30 Series — For over thirty years the fastest selling, best known 
quality brace on the market. 


No. 1661 Series — a popular medium priced brace and always a 
tremendous seller. 


Also in the line will be other medium and lower priced braces to meet 
every competitive requirement. Make sure of the customer-satisfaction that 
means steady repeat sales. Plan now to concentrate on these and the other 
profit-winning Millers Falls Tools in your postwar setup. 


MILLERS FALLS One thing in common - QUALITY 
TOOLS 


hws MILLERS FALLS COMPANY 
GREENFIELD ° MASSACHUSETTS 





Counter Displays 
Now Packed in 


Cartons of 25¢ 
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Order from 
your Wholesaler 


CASEIN COMPANY OF AMERICA . 350 Madison Avenue, New York 17, N. Y. 


DIVISION OF THE BORDEN COMPANY 
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FRICTION T 0 3 f & 
& RUBBER 


Sold through recognized 
independent wholesalers 


HAZARD INSULATED WIRE WORKS | 


Division of The Okonife Company 
Wilkes-Borre, Pennsylvania Wy 








New 10¢ Cans of these Popular, Patented Plastic Repair Products 
Make Extra Sales and Lead to Repeats in Larger Sizes. 


THE SAVOGRAN COMPANY 


60 West Superior Street India Wharf 2627 Army Street 
Ga (@ NCOR I! BOSTON 10, MASS. SAN FRANCISCO 19 


There (oes 


the Most Important 
in the World 


You’re hearing a lot about the 
importance of color to future 
paint retailing. 

But the fact is that the most 
important paint colors in the 
world to you, during the postwar 
days, will be the ones your cus- 
tomers buy. 

Consider then, Lowe Brothers 
Color Research plan as devel- 
oped and available for immediate 
postwar operation, Its one pur- 
pose is to enable dealers to stock 
—and sell quickly the colors 
most wanted by their customers. 


VNU MOLI A 


PAINTS * VARNISHES 


We are sorry we cannot now 
reveal just how this scientific and 
continuing service, which de- 
termines color trends and wanted 
colors, will operate. But we can 
tell you that Color Research by 
Lowe Brothers means cash-regis- 
tered colors for you. 

It’s a revolutionary sales stimu- 
lus which enables you to stock the 
colors which give you greater 
sales with less investment as a re- 
sult of faster turnover. 

Along with Lowe Brothers con- 
tinuing research on products, 


75 YEARS OF MASTER PAINT-MAKING 


APRIL 26, 1945 


manufacturing methods, advertis- 
ing and selling developments, 
Lowe Brothers Color Research 
will, we believe, be one of the 
greatest single factors in reduc- 
ing lost sales and increasing 
profits by eliminating 

excessive investment 

in slow moving items, 

THE LOWE BROTHERS 


COMPANY 
Dayton, Ohio 











AEDES VEXANS—Known as the fresh water 
marsh mosquito. Of this family the Aedes 
aegypti group is the most troublesome and 
transmits yellow fever. 








STOP THE INVADER! 


The people in your community probably know this pest simply as a mosquito, 
an insect they want to keep out of their homes. Actually this is one of a family of 
vicious biters. 


One of the most efficient ways to stop the invader is to make sure the homes in 
your community are tightly screened. It will also insure comfort for your customers. 


Because of the limited amount of screen cloth available you must distribute your 
supply carefully to do the most good. Encourage patching whenever possible— 
but stress the importance of keeping all screens tight. 


By your cooperation, you and we will be rendering a service to public health 
and aiding our war effort. 


NEW YORK WIRE CLOTH COMPANY 
500 Fifth Avenue New York 18, N.Y. 


Sell 16 Mesh for Mosquito Protection 
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Look at any group of Cans around factories, homes, stores and institutions. 
It's no trick at all for your eye to pick out the WITT Cans. Standing straight as 
a die, sturdy as an oak, their rugged built-in quality is all the more evident in 
contrast with the droop and slump of their buckled, battered fellows. 


Famous for over half a century, the name WITT on a Corrugated Can means 
“quality"—the highest quality possible to produce. 


All WITT Cans are hot-dipped galvanized, providing the thickest possible 
coating of rust-proofing zinc. Corrugations are of the super-strong rolling type 
... deep, well-rounded, closely pitched .. . assuring freedom from cracks or 
weak spots. Heavy steel bands, top and bottom, absorb shocks, hold the 
Can firm and rigid. 


These and other special WITT features prolong the life of WITT Cans as 
much as five times over that of ordinary Cans. Good reasons why WITT Cans 
give steady service, build steady customers—the kind really worth having. 


@ Heavy military requirements continue to take the great bulk of 
our production. Whenever the war situation permits—and we 
hope it may be soon—we will again be able to supply our 
customers with WITT Cans promptly and in normal quantities. 
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With his other sources of oils and greases either out of business 
or seriously curtailed, the owner of cars and trucks, and the 
farmer with his tractors and scores of implements requiring 
lubrication have to find other places to buy. 


Your store is the logical source for these people to depend upon. 
Bring this profitable business to your store— Apex oils and greases 
will help you. 


Interesting displays and attractive and useful containers will make 
the first sale—the fine quality of Apex products will bring repeat 
sales. Now is the time to build up this profitable business for your 
store. 


Apex motor and tractor oils, greases and miscellaneous farm oils 
are sold only through independent hardware and implement job- 
bers and their dealers. More of these jobbers sell Apex products 
—and more of them—than any other brand in America. There is 
an Apex jobber near you to give you the kind of service that will 
make you money. 


For 1945 profits get in touch with your Apex jobber today, or write us. 


APEX OjL PRODUCTS co. 


100-200 17th Avenue North Minneapolis, Minnesota 
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Men who manned our guns 
now man machines 
at Yale gwd Towne 


Although unable to continue serving on the fighting 
fronts, many honorably discharged veterans are still 
fighting for the cause of Freedom by helping to produce 
equipment for the war effort at the home of the famous 
YALE Locks. 

YALE—pledged to war work until the wars end—is also 
dedicated to helping veterans find employment wherever 
possible. Yale’s employment manager, himself a wounded 
and honorably discharged Navy veteran, offers a sympa- 
thetic understanding of the veteran and his problems. 
Following Yale’s policy of trying to fit the veteran to a 
job which will cause him the least strain, our em- 
ployment manager has been able to find the proper 
employment for partially handicapped men—men, for 
instance, who have lost an arm or Jeg or the sight of one 
eye... or who suffer from tropical diseases. 

The 111 veterans of World War II recently reemployed 
by YALE feel that they have a moral obligation to help 


THE YALE & TOWNE 


1945 


their buddies at the fighting fronts . . . and we at YALE 
feel a moral obligation to help the discharged veterans 
who have already given so much to their country. 
Working together, we will bring Peace all the sooner— 
and, with Peace, will come our normal trade relations 


with you. 
reve A L Ew 


The name YALE helfis make the Sale 


YALE PUTS 3 BIG SALES MOVERS INTO YOUR BUSINESS 


MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 
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INGERSOLL 


mn §CSHOVELS - SPADES - SCOOPS 


Shovels and Groin | 
Scoops which may be - 
Face and Brushed Back. 


All Blade Finishes now = 


—bring you these Extra Values because they 


DISTRIBUTORS have Blades made from TEM-CROSS Tillage 
the Herdete ead Sonat fects. Steel . . . cross-rolled to produce an inter- 
Board, wethington, atin locking, mesh-grain SPLIT-PROOF Structure... 
Fy conse ™ heat-treated under exacting control. 
% cote pinot: r ee ¥ 


At no extra cost, you can get and give these 
Extra Values. Specify INGERSOLL Shovels, 


Spades and Scoops on all your orders. 
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Discontinued in 1920, thousands 
of these old-time Myers Water 
Systems are still in use. 


Streamlined, compact, this new 
Myers “H” Series Ejecto is as 
modern as tomorrow. 







THE F. E. MYERS & BRO. CO. 
Dept. C-12, Ashland, Ohio 

















FIELD FOR FILES 


Cars, trucks, tractors, farm implements, home appli- 
ances, shop equipment, carpenters’ and woodsmien’s 
tools—all are getting more and more rickety or worn. 
War-made shortages in most everything mechanical 
have created an extraordinary situation on the home 
fronts—the heaviest and widest need for repairs 
within the memory of this generation. 


Files are definitely the most extensively used 
renewable repair tools. . . . Today’s field for files is 
really BIG. With the demand so great and public 
buying power so robust, it is easy —as well as to the 
customer’s advantage—to sell top-quality merchan- 
dise. Nicholson Files are all of that. And besides, it 
is altogether logical that the huge Nicholson produc- 
tion facilities should offer you today’s surest source 
of supply. Your jobber can testify to that. 

NICHOLSON FILE COMPANY ¢ PROVIDENCE 1, R.1., U.S.A. 


(In Canada, Port Hope, Ont.) 
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Now there are some—soon (we hope) 
there will be more—of these popular 
TENSO HALTER and TIE-OUT CHAINS. At 
any rate, they move fast at this time 
‘ of year. And your farm customers will thank you 

for reminding them to buy—especially now that 
every trip to town is an important one. 
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We suggest that you check your inventory of re 


chain—order as far ahead as possible, but don’t 
order more than you need. Other items now being 
made are PUMP CHAIN and TENSO for general use. 
Your jobber may be able to supply you with TENSO 
size 2-0 in a 250 foot package. This is the chain as 
that can be substituted for %” manila rope and ae 
has a hundred uses around a farm or town home. 


WiLx J. 





Iri the face of demand for any kind of merchan- 
dise, regardless of quality, it is good to be able to 
“SELL AMERICAN’’—the chain you know to be 
only first-class. 
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Informal Editorial Comments... 


Just Among Ourselves 


By Charles J. Heale, ' Eduor of HARDWARE AGE 


ceeeert some 
——— 














Watch Your Step on. the 
So-Called “Plastic Paints’:— 


Te magic appeal of the 
word “plastics” and the 
probable tremendous, wide- 
spread post-war potential use 
of various plastics have en- 
couraged some extravagant 
and misleading claims for cey- 


tain so-called “‘plastic. paints.” 
In various cities, notably 
Chicago and Detroit, the Bet- 
ter Business Bureaus have ex- 
posed the falsity of many such 
flamboyant claims. 
W. B. Hoey, president of 
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the well accepted Society of 


Plastic Engineers, Inc, has 
written the Detroit Better Busi- 
ness Bureau the following au- 
thoritative letter: 

“It has come to our at- 
tention that certain vendors 
of protective coatings are 
using the name ‘plastic’ in 
their trade names or sales 
literature, and making ex- 
orbitant claims for the prop- 
erties and performance of 
such products. 

“Many of the raw ma- 
terials used in the manufac- 
ture of plastics have long 
been known and used in the 
protective coating industry. 
It is our belief that the pri- 
mary reason for this pirat- 
ing of the word ‘plastic’ is 
to capitalize and unfairly 
trade upon the phenom- 
enally rapid progress—al- 
ready too highly glamor- 
ized in the public mind— 
made by the plastics indus- 
try. 

“The Society of Plastics 
Engineers is heartily in ac- 
cord with the Better Busi- 
ness Bureau protective pro- 
gram to familiarize the 


“Look-See” Test 


(THE Treasury Department 

recently held its second 
experimental “Look-See” sale 
on surplus army goods, in- 
cluding many items of interest 
to hardware distributors. The 
sale was held in Philadelphia 
and paralleled the procedure 
of the first test sale held in 
New York.City and outlined in 
detail in the last issue of Harp- 
warE AGE (See p. 110, April 
12th issue). 

More than 6,300 invitations 
to “inspect and bid” were 
mailed to distributors known 
to be interested in such mer- 
chandise and to distributors 
who had requested that their 
names be placed on mailing 


public with the facts, and 
commends your efforts to- 
ward this end.” 


This simple, yet revealing, 
statement from Mr. Hoey sums 
up the “plastic paint” situa- 
tion as appraised by the plas- 
tics industry. 

The Chicago Better Busi- 
ness Bureau, in a recent bulle- 
tin dealing with this subject 
makes the following three rec- 
ommendations :— 


“(1) It is recommended 
by the Chicago Better Busi- 
ness Bureau that the word 
‘plastic,’ or any term or 
coined word, or phonetic 
spelling resembling or sug- 
gesting ‘plastic,’ be con- 
sidered as not in the public 
interest, if used in connec- 
tion with any present-day 
product or as part of a firm 
name of a company market- 
ing such products. 

“(2) This recommenda- 
tion applies to products 
now on the market such as 
paint, varnish, lacquer, fin- 
ishes, etc., but not to non- 
flowing substances, which 
are moldable and usually 


* * * 


applied with a trowel or 
other, special.tool. Tt is 
based on information, from 
several informed sources, 
that no substance now avail- 
able for public use, when 
applied as paint, leaves a 
coating of plastic, as that 
term is presently and gen- 
erally understood by the 
public. 


““(3) Should subsequent 
scientific developments war- 
rant a change in this recom- 
mendation, the Chicago Bet- 
ter Business Bureau will 
promptly modify or with- 
draw it.” 


We call your particular at- 
tention” to the Chicago Bu- 
reau’s Recommendation No. 3 
and urge all wholesale and re- 
tail distributors to have an 
open mind on this type of 
product and to watch its pos- 
sible development. In _ the 
meantime “watch your step on 
so-called plastic paints,” and 
make sure you know some- 
thing about the integrity of 
any producer offering such 
products before you offer them 
to your own customers. 


Sales on Army Surplus Goods:— 


lists. While it is not necessary 
to inspect goods in order to 
bid, such a_ procedure is 
highly desirable as all surplus 
goods are not strictly new— 
some have seen much service 
and do not look too inviting, 
yet are probably salable be- 
cause of current scarcities. 
About 1,400 interested firms 
sent buyers to inspect the 
Philadelphia surplus goods 
and approximately 890 bids 
were placed. 

Of especial interest to hard- 
ware distributors were: finish- 
ing hardware, plumbing goods, 


‘electrical sundries, stoves, 


wheelbarrows, shovels and 
various groups of tools—all 


new except wheelbarrows, 
shovels, some of the stoves and 
axes. 


We spent two full days 
watching the inspection rou- 
tine and the actual opening of 
bids in public and were im- 
pressed with the honest desire 
of those in charge to restrict 
both inspection and bids to 
recognized distributors. Sev- 
eral large restaurant oper- 
ators, railroad purchasing 
agents, etc., were politely but 
definitely refused admission 
at the door. Each interested 
party had to provide some 
identification indicating that he 

(Continued on page 108) 


HARDWARF AGE 























Sell Ilco “Black Knig 
a For Cons 






















com- 
_ Bet- 
will 
with- 
r at- 
Bu- 
lo. 3 
d re- 
- an 
> of 
pos- 
the 
p on 
and This sturdy favorite is not entirely “off the 
yme- shelves” for the duration. You can buy them on 
. rated orders, but our manufacturing schedule is 
suc 
om reduced and deliveries are slow. That’s because 
ILCO facilities are busily engaged in making 
fuzes and other “hardware” for overseas duty. 
e1LCO "BLACK KNIGHT This has brought in new equipment and new 
PADLOCK No. 314 ; ‘ 
~ dnb 4 ° skills that will mean better values for you in 
Five disc tumbler, non-spill type. P 
Double locking rotary bolt. Steel ILCO Security Hardware .after Victory. 
WS, case, black wrinkle finish. Case 





Keep the ILCO Favorites in mind — for your 





and hardened steel shackle, locks toe 
and heel. Two keys 





rated orders today, and for complete, fast-moving 





stocks tomorrow. 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


i hd trend of the 


manufacturer is to have fewer dis- 
tributors but more business from 
each distributor. This will mean 
that the distributor will have to do 
a better job with his customers 
and the dealer will do a better job 
with his customers. Chain stores 
and mail order houses have cer- 
tainly done just that by teaching 
salespeople to know the lines bet- 
ter. Salespeople like to sell the 
things they know most about. 

The dealer will do a better job 
by . displaying his merchandise. 
He will buy enough of a line so 
that he can make a mass display. 
People like to buy where they see 
a lot of an item in a convenient 
place, where they may pick up one 
or two or three of them. When 
only one is shown, the inclination 
is to feel unconsciously, that the 
dealer has so few of the item that 
it would perhaps be best not to 
disturb the one on display and 
perhaps to go to some other place 
or not buy at all. 

Recently, one of our salesmen 
told me that he had a customer 


* An address delivered at the conven- 
tion of the Texas Hardware and Imple- 
ment Association, Dallas, Tex., Jan. 18, 


1945. 


“They shall beat their swords into ploughshares 


The wholesaler must help his customer 
stay competitive and should help him in 
his sales promotions, displays, advertis- 
ing and store arrangement. There must be 
more and better long range planning. The 
wholesaler and retailer must know each 
other, believe in each other and must be 
familiar with each other’s problems in 
order to plan and work together. 


who bought glass ovenware from 
him in miserably small quantities. 
He suggested the customer buy in 
package quantities and make a 
mass display. The dealer finally 
agreed to do this and to his sur- 
prise found that he had sold $54 
worth of it in a single week—as 
much as he had formerly sold in 
three months. 

Coming back to the thought, 
“how can dealers do a better sell- 
ing job?” Practically every retail 
hardware store I have been in 
during this past year needed bet- 
ter lighting—both inside the store 
and in the show windows. A new 
paint job both inside the store and 
on the outside would help to start 
the year out right. Check your 
store against the following sug- 
gestions: 


Look at Your Store! 


1. Walk across the street, stand 
on the curb, and take a good look 
at your store. How does it com- 
pare with its neighbors? Is it at- 
tractive enough to catch the quick 
pedestrian glance and induce cus- 
tomers to come in? Or would 
they be more apt to pass you by 
for a competitor? Does your sign 
do a good job of advertising? Are 
sign, store front and windows 
modern and impressive or is it 
time to do something about them? 

2. How about the interior? 


Could it stand a paint job, new 
counters and fixtures, more or- 
derly arrangement of display and 
stock? People are attracted to or- 
derly, clean, friendly stores. How 
about your heating and plumbing 
facilities? Will your lighting at- 
tract customers and sell more 
merchandise ? 


Consider the Employee! 


3. Start thinking about the 
number of employees you're go- 
ing to need to serve the big, new, 
fussy post-war market—start 
thinking about the kind of em- 
ployees you'll want, and who 
you're going to hire. 

4. Start training your present 
employees who, during these 
seller’s days, may have gotten out 
of practice. The day is not far off 
when Mr. and Mrs. Customer 
won’t buy just anything you offer 
them at any price you ask. Start 
dusting off those selling argu- 
ments you used to use before the 
war, when compensation was 
tough. 

5. If you’re going to need some 
financial help, get the financial 
wheels turning. 

6. Start getting acquainted with 
the new products you’re going to 
want to stock, and learn how to 
display and sell them. Your 
wholesaler may have some good 
ideas for increzsing your post-war 
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By OSCAR J. KOEPKE* 
Secretary-Treasurer, 
Corpus Christi Hardware Co., 
Corpus Christi, Texas 


profit. They’re ready to go as 
soon as you are. 

7. Are your present quarters 
large enough and is your location 
right to insure your getting your 
share of the business and to effi- 
ciently serve your customers? If 
not, start planning what you’re 
going to do about it and carry 
through to the blueprint stage. 

8. How about the services you 
used to offer, the “little things” 
which used to please your cus- 
tomers so much? Have you made 
preparations to bring them back 
when the war is over? Have you 
hatched any new ideas in the last 
few years, and are you ready to 
go ahead with them? Does your 
delivery equipment reflect the 
high character of your business? 

9. Start thinking of the most 
effective way to promote your 
business. Good advertising will 
help. you attract new customers, 
and keep the old ones. 


No Test of Management 


Earning profits under wartime 
demands is no test of manage- 
ment. Once normal competition 
costs of doing business must again 
be shouldered, few businesses will 
be able to maintain net profit at 
anything like current levels. We 
first heard the term “profitless 
prosperity” in 1929—we may 
hear it again in the next few years 
for volume does not automatically 
assure profits. 

A great opportunity will pre- 
sent itself to hardware dealers in 
the future, one that may make 
them the outstanding merchants 
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of the day. This will be the op- 
portunity to sell the hundreds of 
new products that will be pre- 
sented and which potential cus- 
tomers will be eager to buy. Let’s 
look at the farm market, accord- 
ing to Frank Watts, authority on 
rural electrification— 


Electrification 


‘‘Inasmuch as electrification 
will pace - make the development 
of rural markets, let us give brief 
consideration here to the market 
which is sitting on the hardware 
dealers’ doorstep today. For the 
time being, we shall confine it to 
the so-called investment pur- 
chases. These data are based 
upon what are considered reliable 
market studies and approxima- 
tions. As of Dec. 31, 1943, more 
than 2,550,000 farms had electric 
service. There are approximately 
800,000 dairy herds which will 
amply justify the purchase of an 
electric milker. Of these 500,000 
are without milking machines; 
over 700,000 are without milk 


and their spears into pruning hooks.’.... . ii, 4; Michah, Iv, 3 


coolers. One million seven hun- 
dred fifty thousand electrified 
farms are without a modern water 
system. Water system manufac- 
turers are planning production of 
500,000 the first year after this 
year. Manufacturing quotas for 
water systems are now approxi- 
mately 76 per cent of 1941—all to 
be sold to farms. This means that 
over 250,000 systems will be 
available for farms in the next 12 
months. 


Poultry Possibilities 


“No accurate data are available 
for electrical equipment in poultry 
raising, but production increases 
justify expenditures of millions of 
dollars. The possibilities of light 
on the farm are tremendous, espe- 
cially in poultry raising. Lighting 
with Mazda or fluorescent lamps, 
ultra and bactericidal lamps, 
brooders, automatic water warm- 
ers all have contributed greatly to 
egg and poultry production by 
proved experiment. The wiring 
of a poultry house for 1000 hens 
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Join the Hardware Age Post-War Forum! 


Post-war planning should be the order of, the day in eWery branch of 
the hardware business—manufacturing, whelesaling and retailing. The 
war in Europe is nearing its conclusion while the conflict in the Pacific 
has approached a point where the ultimate result is in sight—although 
it may atill be some time before the end comes. The fact remains that 
we know we will win and with that knowledge we should plan for the 
future. Competition will be keener in the post-war period than it ever 
was before and many new factors will enter into the business of dis- 
tribution. It is time to plan for the era ahead. 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this important subject. 








will amount to approximately $60. 
There isn’t a farm but what today 
could use, at least, one additional 
electric motor. In 1942, 386,000 
electric fencers were sold. The 
foregoing are by no means the to- 
tal possibilities, but they serve to 
illustrate a sound approach to 
greatly increased farm electrifi- 
cation. 

“While the farmer’s expendi- 
tures are destined to be for in- 
struments of production, his sec- 
ond most logical consideration 
will be labor-saving household de- 
vices, radios, etc. As to the home 
market on existing farms, over 2,- 
150,000 are without electric 
ranges; very few have electric 
water heaters; the market for dish- 
washers is almost entirely new; 
more than half have no mechani- 
cal refrigerator nor electric 
washer, and over 2,000,000 have 
no electric ironer. While 2,000,- 
000 radio sets were sold to farms 
in 1941 there are still 1,500,000 
without a radio. Over one-half 
have no vacuum cleaners. 


A New Development 


“A fairly new development is 
the sharp freezer and food storage 
locker for the home. Farms are 
by far the greatest potential mar- 
ket. It has been estimated that 
1,000,000 of these will be sold in 
the first two years following the 
war. This is but a brief glance at 
existing possibilities; but estimat- 
ing each farm conservatively at an 
expenditure of $500 for electrical 
appliances and equipment, we 
have a billion-and-a-quarter dol- 
lar market. These figures do not 
include replacements. 
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“Plans of both private utilities 
and the REA are greater than ever 
before. If these plans are realized 
2,000,000 additional farms will 
have electric service within the 
first five years after the war. This 
will be an entirely new market—— 
with sales prospects of, at least, 
$2,000,000,000. 





“It cannot be over-emphasized 
—farm electrification will have a 
tremendous effect upon the social 


«and economic welfare of the na- 


tion. Agriculture and industry 
fully recognize the interdepen- 
dence of each upon the other. 
Agriculture must be prosperous if 
industry is to prosper and vice 
versa. American needs more fam- 
ily farms which are profitable. 
Electricity will be the chief con- 
tributor to this desirable end, and 
herein lies a powerful and moti- 
vating force for the distribution, 
for the purchase of electrical 
equipment for greater production 
at a profit.” 


Plans Are Needed 


And this entire potential may 
be had by the hardware dealer, if 
he will make plans to go after it. 

Then there are other important 

(Continued on page 110) 








Central Pottery and Gift Table 
Attracts Women Customers ; 


POTTERY and gift table at 
the center of the store helps 
Tobinson Bros., Rockford, Il, at- 
tract a considerable number of fem- 
inine customers. Since more than 80 
per cent of the store’s patrons are 
women— in line with national trends 
—the pottery and gift table gets a 
great deal of attention from them 
for they usually can find several 
items on it that appeal to them. 
The display is so arranged that 
browsing is encouraged. Plain and 


colored cookie jars, teapots and sim- 
ilar articles are kept in stock as well 
as a number of wooden and glass 
items. A step-up display arrange- 
ment is used to show the items to 
good advantage. 

Suspended by chains from the 
ceiling is a glass display shelf which 
holds a number of distinctive waste- 
baskets. The store has found this to 
be a good place to display them, for 
the pottery and gift customer will 
frequently buy a new waste-basket. 





Browsing women customers are always to be found at this table. The 
waste-baskets hung from the ceiling contribute an interesting note. 
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Pion Drastic War Production Cuts 


In First Year Following VE-Day 


Expect: 12 per cent military production cut first 
quarter after VE-Day, 35 per cent by end of that 
year; initial cuts in metal producing industries; 
production equal to 1939 levels the same year. 


By EUGENE J. HARDY 


Washington Representative 
of Hardware Age 


Neve from govern- 


ment agencies is heavily weighted 
by post VE-Day plans, with re- 
conversion again occupying the 
top position in war agency plan- 
ning. War Mobilizer James F. 
Byrnes recently completed his 
reconversion report and then re- 
signed to be succeeded by Federal 
Loan Administrator Fred M. Vin- 
son, as director of the Office of 
War Mobilization and Reconver- 
sion. Under present WPB plans 
military expenditures will drop 
from the current second quarter 
rate of $15,800,000,000 to $13,- 
900,000,000 in the first quarter 
after VE-Day. The cut would be 
increased to 20 per cent in the sec- 
ond quarter after VE-Day. By the 
end of the first year after VE-Day 
military expenditures are expected 
to be about 35 per cent of the 
current rate. Although WPB 
Chairman J. A. Krug says that 
cuts will not appear as rapidly as 
had been planned last fall, other 
officials say that reconversion will 
proceed more rapidly than indi- 
cated by the above cuts. 


Metals Come First 


Within the first year after VE- 
Day, according to Mr. Krug, prac- 
tically all types of goods will be 
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made, and by the end of that year 
the 1939 level of production 
should be reached. Most of the 
original cuts will be made in the 
metals producing industries, with 
cuts in such items as textiles and 
leather at a considerably lower 
rate. 


Reduced Military Demands 


Translating the cuts into the 
effect on carbon steel supplies, 
Mr. Krug pointed out that in the 
current quarter direct military de- 
mands require 6,500,000 tons of 
carbon steel. In the first quarter 
after VE-Day this will drop to 
about 5,000,000 tons, and for the 
remainder of the first year after 
VE-Day the military will require 
about 4,100,000 tons per quarter. 

The 1,500,000 tons of carbon 
steel that will be cut from military 


. demands in the first quarter after 


VE-Day will be allocated to meet 
essential civilian needs such as 
railroad cars, automobiles and 


trucks, automotive repair parts, 
public utilities equipment, con- 
struction equipment, and farm 
machinery. Consumer durables 
will have to wait until these needs 
are met. : 

However, direct military cuts 
will also occasion cuts in “B” 
products, which are used by the 
military as both components and 
end-products, but are not directly 
procured by military agencies. 
Raw materials that are available 
as a result of cutbacks of these 
products will be available for 
goods other than the above men- 
tioned categories. 


Improved Procedures 


In the early stages of the re- 
conversion period WPB will put 
into operation procedures which 
will represent a definite improve- 
ment over the present cumbersome 
“spot authorization” plan. 

As long as the war against the 
Japanese continues WPB foresees 


What Will Happen: 


RACTICALLY all types of goods likely 

to be made the first post V-E Day Year. 

Carbon steel cutbacks—1,500,000 tons for 

railroads, utility and construction equip- 
ment, Consumer durable goods later. 


Early improvement over “spot authoriza- 


tion” plan. 











continuing shortages of textiles, 


lumber and other forest products, - 


leather, containers, tires and rub- 
ber products, and some metals, 
such as tin and lead. 

The WPB reconversion program 
will be implemented by the fol- 
lowing procedures, which will be 
perfected and put into effect after 
VE-Day, their timing depending 
upon the actual programs of mili- 
tary cutbacks: 

1—Cutbacks will be handled, 
wherever practicable, in such a 
way as to distribute equitably the 
production load throughout the 
nation. 

2—Positive as- 
sistance through 
controlled mate- 
rial _ allotments 
and preference 
ratings for new 


goods requiring materials still in 
scarce supply. Mr. Krug said the 
number of orders to be revoked 
would follow closely: the planning 
of last fall, when it was announced 
that about 350 of the 500 exist- 
ing orders would be dropped. 

7—Revocation of most of the 
conservation orders specifying the 
kind of materials to be used in 
making certain products. 

8—Some relaxation in the con- 
struction order L-41 to permit the 
most urgently needed civilian 
construction. 

9—Introduction of a simplified 
priority system to replace CMP 


x «kk 


This Is On the Program: 





time establish prices on newly 
manufactured goods so as to facili- 
tate reconversion. 

Mr. Byrnes has asked a special 
study be made to determine those 
industries in which hourly wage 
rates have had increases substan- 
tially lower than cost-of-living in- 
creases and in which a sharp de- 
cline in hours worked per week 
would lower living standards. This 
study would determine what ad- 
justments may be made, in such 
industries, within the framework 
of stabilization policies. 

“Other than in such instances 
we must wait until we know how 

much of our war 
productivity has 
been carried over 
into peacetime 
production before 
wage rates can be 


or additional pro- QUICKEST possible relaxation or suspen: increased,” the 
duction of a very sion of 350 of the 500 “L” and “M War Mobilizer 
limited number orders. asserted. He fur- 
of civilian prod- Special study of relation between the ther said that 


ucts now in such 
short supply as to 
endanger the 
war - supporting 
economy. 

3—Measures to 
facilitate rapid 
reconversion 
through positive assistance for 
tools, equipment, construction, and 
long lead-time materials and com- 
ponents needed to begin large-scale 
production promptly when further 
cutbacks occur. 

4—Suspension of most of the 
so-called rating floors which now 
prohibit the acceptance or deliv- 
ery of materials, components and 
equipment on unrated orders. 
There may be some exceptions in 
the case of scarce commodities 
and components. 

5—Permitting the delivery and 
acceptance of controlled mate- 
rials (steel, copper, or aluminum) 
without allotments, subject to 
preference at the mills and ware- 
houses for all orders covered by 
allotments. 

6—Relaxation or suspension as 
quickly as practicable of a sub- 
stantial number of WPB’s “L” 
and “M” orders that now pro- 
hibit or restrict production and 
distribution. WPB will continue 
to limit the production of some 
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cost of living and wages in industries 

where working hours sharply decline. 
Small business permitted to reconvert 

quicker than big concerns. 


oe 2's 


and other priorities at the earliest 
possible date. 

10—Procedure for authorizing 
construction or production in cer- 
tain local areas, as exceptions to 
nationwide limitation orders, to 
permit utilization of labor and re- 
sources that cannot practicably be 
used for war production or civil- 
ian manufacture not under limi- 
tation orders. 

11—WPB will continue special- 
ized controls over all materials 
continuing in tight supply, such 
as tin, crude rubber, textiles, lum- 
ber, and certain chemicals, to as- 
sure meeting all essential war and 
civilian needs, 

VE-Day plans also call for the 
elimination of the brownout, 
travel restrictions, etc. 

The Byrnes report also states 
that Economic Stabilizer William 
H. Davis and OPA Administra- 
tor Chester Bowles have devel- 
oped a program which is designed 
to keep prices in check, consumer 
buying power under control, hold 
wages in check and at the same 


take-home pay in 
peace equal to 
take-home pay 
now being re- 
ceived must have 
as a foundation a 
volume of pro- 
duction and con- 
sumption of civilian goods equal 
to our present production and con- 
sumption. 

Small business is to be per- 
mitted to convert more quickly, or 
should be able to, and WPB is 
told to see to it that small con- 
cerns are given adequate access 
to materials. 

On the question of how much 
production should be permitted to 
re-equip troops moved from the 
European war to the Pacific, Mr. 
Byrnes said: 

“The significant change in this 
Army supply program over the 
VE-Day program prepared last 
fall lies in a substantial increase 
in the acceptance of deliveries of 
munitions in the three months 
following the defeat of Germany. 
The reasons for this are obvious. 

“Since the time (when) the 
original program was computed. 
large tonnages of equipment have 
been moved to Europe. Men can 
be moved to the Pacific faster 
than materials. The equipment in 

(Continued on page 122) 
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Eye-Catching Displays Boost China 
Volume 75 Per Cent 



































Bain & Miller has built 
up business in this line 
by carrying ample stocks 
of what its patrons want 
and by featuring them in 
ways that catch the eye 





This five-level display of 
ovenware is at the front of 
the store on the main aisle 
and attracts the attention 
of every feminine customer. 





W lower display levels and three glass dividers which separate the 
ARTIME promo- higher ones. Some of the upper various items. The merchandise 
tion of dinnerware, glassware and _ shelves have glass shelves with (Continued on page 121) 

gift lines at the store of Bain & 
Miller, Traverse City, Mich., pop- 
ulation, 15,000, has increased vol- 
ume on the lines by 75 per cent. 

Cleanliness and order are by- 
words at this store and they are 
reflected to a large extent in the 
excellent condition in which the 
dinnerware, glassware and gift 
stock is kept. This is a store that 
women shoppers like to visit, be- 
cause the stocks of these items are 
large as possible during wartime, 
and because they are well dis- 
played. 

Perhaps the key display counter 
of the department is one which is 
just inside the front door at the 
head of the center aisle. This dis- 
play is of ovenware which is in 
constant demand, according to 
J. H. Van Eenenaam, owner. 
Items on the table have a rapid 


eet nA throughout the year. Sets of dinnerware are shown along the sidewall, some on a three-level 
This ovenware display has two counter section and the remainder on shelves above it upon the wall. 
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Various types of 
gifts are in this 
sidewall section 
near the front of 
the store — figur- 
ines, glasses and 
salt and pepper 
shakers predomi- 
nate. Mirrors and 
waste baskets are 
show on the top 
of this fixture. 


L. H. Gibbs’ business in this line 
has grown until it approximates 
35 per cent of'his total volume 






x 


Gift Department's Sales 





S years ago a 


friend in the hardware business 
urged L. H. Gibbs of Rockford, 
Ill., to install a line of gifts in his 
store. This friend pointed out 
what he had done with his own 
gift section and gave him sound 
advice on what to buy and how 
to conduct a business. 


Wome Become Interested 


Mr. Gibbs ordered a sizable 
amount of gift merchandise and 
displayed it. Women shoppers be- 
came interested in the line. Since 
that time, the gift business has ex- 


Added emphasis is given to this 
display of figurines by showing 
them attractively upon mirrors. 
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Increase Sixfold in Six Years 


panded until today it represents 
about 35 per cent of the store’s to- 
tal volume. The stock has been in- 
creased and there is about six 
times the business done today on 
the line as was done during the 
first six months. 


Year ‘Round Business 


Mr. and Mrs. Gibbs take pride 
in their gift line for several rea- 
sons. In the first place, it is a 
profitable business with a gener- 
ous margin of profit. Secondly, it 
is a year ‘round business which 
is also an important factor. Last, 
but not least, the gift business in- 
creases store traffic considerably, 
which is reflected in increased 


Pitchers, teapots and many other 
items of a gift nature are also 
shown at the rear of the store. 
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Farther down the 
store is another 
gift section de- 
voted to similar 
merchandise. Note 
how attention is 
directed to the 
glasses upon the 
top shelf by in- 
direct lighting. 








sales of various types of hardware 
items. 

“Much of our gift business to- 
day is done with collectors,” says 
Mr. Gibbs. “Many people are col- 
lecting figurines and other objects 
and these collectors naturally tell 
others what is available at our 
store. These people spend plenty 
of money on these gift items. 
They will also come to our store 
once a month or more, just to see 
what new articles we have in 
stock. From the standpoint of in- 
creased store traffic, this means a 
great deal.” 






























Children Interested 


Adults are not the only ones 
who collect figurines and similar 
objects. Children are becoming 


increasingly interested in figurine 
collections, and this augurs well 
for the future of this type of 
business. 


Mr. Gibbs points out that his 
store gets gift customers not only 
from all parts of Rockford, a city 
of 90,000, but from nearby small 
towns and rural areas as well. 
Most of these customers are good 
for repeat business from time to 
time, another factor worth consid- 
ering. Both Mr. and Mrs. Gibbs 
believe that a good way for a 
hardware store to get into the gift 
business is to start with collector 
items, such as various types of fig- 
urines. They point out that there 
are collectors in every community, 
and once they know where they 
can buy gift items, they advertise 
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ON AVAILABLE GOODS 


the fact to their friends very 
quickly. 

Gift articles such as animals, 
figures and busts, as well as flower 
items, including plaques, seem to 
appeal to many customers, says 
Mrs. Gibbs. Many women who 
never bought figurines before 
come to this store, buy several 
and start collecting them. This 
shows that the line has appeal for 
average customers. 


Repeat Sales 


Because most gift items are 
things of beauty, they must be 
displayed attractively if they are 
to win customers, and for this rea- 
son Mrs. Gibbs has worked out 
some distinctive ways of showing 
the items. Attractive shelving has 
been decorated with crepe paper 
and cloth in order to bring out 
color contrasts and catch the eyes 
of prospects and customers. 

Prices on the various items in 
this gift department range gener- 
ally from 25 cents to $5, with a 
few items being higher priced. 
Many collectors may buy two or 
three items or more, with the total 
purchase ranging around $2 to 
$3. Once a housewife decides to 
collect figurines and similar items, 
she will keep buying so long as 
she feels she can spare the money. 
Thus the first sale often leads to 
many others in the course of 
months. 

Mrs. Gibbs uses glass table 
pieces to show some of the figur- 
ines in her stock. This sort of dis- 
play arrangement is very attrac- 
tive and quickly calls attention to 
the stock. 

A noteworthy fact is that many 
farm women who come to the 
store have begun to collect figur- 
ines and other similar items. This 
trend, if continued, will open a 
vast new market for many gift de- 

partments throughout the country, 
Mr. Gibbs believes. 
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This section is 
75 ft. long and 
12 shelves high. 
There's a lot of 
paint shown here. 
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PobRere The uo 


Large, Attractively Displayed Stocks 
Help Pyramid Paint Profits 


Salesmen at Black & Co., Inc. store 
know line and give real service. 
Wallpaper section an aid to sales 





Pan and wallpaper 


have made a profitable combina- 
tion for the firm of Black & Co., 
Inc., of Rockford, Ill., and large, 
well selected stocks and attractive 
methods of display have been 
largely responsible for ‘it. These 
departments attract both city and 
rural customers to the, store, and 
once’ there the size- of the stocks 
displayed serve to remind them of 
Black’s when they are in need of 
either line at any future time. 
The .paint department. in this 
store is an extensive one.and is 


more than 75 ft. in length: Pwelve Fifty patterns are shown here and pattern books also aid the customer. 
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shelves are ranged along the side- 
wall reaching from the floor al- 
most to the ceiling and each shelf 
is full. This serves to give one an 
idea of the unusually large 
amount of paint which is carried 
in stock. 

The store is glad to sell either a 
half pint can of paint or 50 gal. 
The small size paint can is often 
sold to city folks, while farmers 
in this area frequently buy 50 and 
60 gal. of barn paint at one time 
for outbuildings. For several 
years before the war, farmers 
were using aluminum paint for 
both the sides of their barns and 
the roofs. 


Farmers Buying Paint 


During the war period, this 
store has found farmers, as a rule, 
are spending some of their extra 
cash for paint for homes and 
barns. This has been reflected in 
increasing sales of paint to those 
living in the rural areas. It is a 
trend which means more of this 
type of business in the future, the 
store management feels, because 
when one farmer begins painting, 
his neighbors usually follow suit. 

All of the salesmen at this store 
are qualified to give customers all 
the help they need in selecting 


r WAR"Time OF 


OM AVAILABLE GOODS 


paints for various types of paint 
jobs. This friendly help has been 
an important factor ‘in increasing 
paint sales for, as one salesman 
says, “Practically every customer 
has one or two questions to ask 
about every paint job. Perhaps he 
is quite sure he knows the correct 
answer, but he asks the question 
anyway, just to make sure. You’ve 
got to be able to answer these 
questions correctly if you want 
the customer to come back for 
more paint when he has another 
job to do.” 

Flanking this department are 
several large tables filled with 
painting and cleaning supplies. 
Cleaning sponges are displayed in 
large open areas which help to at- 
tract attention. 

The firm also has an excellent 
well patronized wallpaper depart- 
ment. It is located at the front of 





Annual Contest Aids Sales 
Of Fishing Supplies ; 


ISHING supplies are seasonal 
source of revenue to Sauser’s 
Hardware of Manchester, Iowa, and 
the store maintains a department 
featuring these lines which serves to 
attract fishermen from considerable 
distances. This department is loca- 
ted near the front door and it is a 
gathering spot for the local anglers. 
Millard C. Mills, owner, has added 
interest to this section. by featur- 
ing in it a number of signs and quo- 
tations which appeal to fishermen. 
Mr. Mills has joined with other lo- 
cal merchants in promoting the an- 
nual Delaware County Fish and 
Game Protective Association’s fish- 
ing contest. This is a regular yearly 
event at which 24 suitable awards 
are given for the largest brown trout, 
rainbow trout, brook trout, small 
mouth bass, large mouth bass, crap- 
pie, striped bass, wall eyed pike, 
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northern pike, catfish, bullhead, 
bluegill and carp. Fish caught dur- 
ing the contest are weighed at 
Sauser’s, Harlan L. Stone’s hard- 
ware store, Delhi, and R. C. Schnei- 
der’s Hardware, Greeley, Iowa. In- 
terest in this contest is intense from 
start to finish and it not only pro- 
motes local interest in fishing but 
serves to increase sales of fishing 
supplies. 








the stote along a sidewall ahead 


_of the paint area. There are more 


than 50 sample patterns shown on 
the wall and from this number the 
customer can easily make a selec- 
tion. Pattern books conveniently 
placed in the department also are 
available for the customer who 
wishes to inspect more of the 
samples. 

The displayed patterns bear 
numbers giving the bin locations 
where stocks are kept at the rear 
of the store. This makes it easy 
for clerks to find the paper. 


Comfort for Customers 


The wallpaper department also 
has a number of comfortable 
chairs where customers can sit at 
ease while they inspect patterns 
and make up their minds which to 
buy. The wallpaper prospect, the 
store management states, likes to 
take a lot of time in making up 
her mind, and so the chairs en- 
courage such customers to inspect 
more patterns. 

One of the firm’s large windows 
is constantly devoted to a showing 
of paints and wallpaper. These 
displays attract many customers, 
for the store is located on a well 
traveled street in this city of 
90,000. 
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Reproduction of the card which 
describea the annual fishing 
contest. It is 11/2 by 7}/2 inches. 
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- SO POWERFUL 
BRIDGEPORT, CONN., 
also APRIL 26, 1945. Rem- 
able | ington Hi-Speed 22 car- 
it at | tridges have enough 
erns | speed and power to zip 
h to | through seven 74-inch 
the . | pine boards. They travel 
3 to < GEE “a , | faster than an airplane 
up ; a | in a power-dive . . . faster than 
wal ‘ . | sound! And they have exclusive. 
: DON'T FORGET THE KIDS | ims 
speedy, dependable ignition and pro- 
OWS : ‘ ? ; 
. Se ee | tection against corrosion of rifle, 
ing MERICAN YOUTH represents the ammunition, it is well to bear these i * 1 " 
eee largest potential market forthe facts in mind when considering the | pistol and revolver barrels. 
sale of 22 rifles and 22 ammunition. market for post-war sales. Don’t for- . a ? 
a It is the desire of every red-blooded get the kids. Every youngster in your Remington Hi Speed sae ey 
vell American boy to be the proud pos- _ neighborhood isa potential customer _ loaded with only the highest quality 
of sessor of a rifle and to be able to for rifles, ammunition and many | smokeless powder. Close supervision 
shoot and hunt. It’sa natural desire other sporting goods items.*Y ou’ll be of this process is maintained because 
...aninheritance from our pioneer- _ building yourself a profitable market ; . é A 
ing forefathers, who carved this great by treating these “‘big buyers’ so | uniformity of weight of the charge is 
nation out of a vast wilderness. that they look to you for friendly | important to insure uniform velocity, 
As a dealer in sporting arms and advice and counsel. | high accuracy and maximum power. 
Bullets are manufactured from the 
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FIRING INDICATOR SHOWS RED WHEN 


REMINGTON MODEL 511 RIFLE IS COCKED 






. 
BRIDGEPORT, CONN., APRIL 26, 
1945. Among the features contributing 
to the safe handling of the Remington 
Scoremaster 22 rifle is the firing indica- 
tor, which protrudes and shows red when 
ready to fire. The firing pin cocks on the 
opening movement of the bolt. The rear 
of the pin, which is red, protrudes 
through the rear of the bolt, serving as 
a warning signal to indicate when the 
action is cocked. When the rifle is fired, 








| highest quality lead alloy to close 
tolerancesand uniform density. Cases 
are carefully crimped to hold them 
| in place. Finally, the bullets are 
| treated with a special lubricant. 


All these processes are closely 
supervised and inspected to assure 
uniform high standards of accuracy, 
dependability and power. Reming- 
ton Hi-Speed 22 cartridges can truly 


| be called ‘the mighty midgets of the 


cartridge world.” 





The red firing indicator is but one of | 
the many features making this rifle a | 
real value for the dealer to recommend 
to shooters when available again. 





the pin strikes the cartridge and the 
red portion of the pin disappears into 
the bolt, showing that the action is not 
cocked. 






Hi-Speed, Kleanbore and-Scoremaster are Reg. U.S, 
Pat.Off.by Remington Arms Co., Bridgeport2,Conn. 
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Steel goods, pulleys 
and other essential 
farm items are kept 
in a recess in the 
wall where they are 
easy to locate. 


Farm Business Is Responsible 
For Over Half of Store’s Volume 


The Hays Hardware Co. of Columbia 
Mo., checks up on farmers’ needs and 
acts accordingly. That's the reason A 
LARGE and di- 


versified stock of farm goods, to- 
gether with much needed repair 
services, have combined to attract 
an impressive volume of rural 
trade to the Hays Hardware Co. 
of Columbia, Mo. Although the 
store is located in the heart of Co- 
lumbia, city of 18,000, Kurt 
Hays, owner, states that his store 
derives more than 50 per cent of 
its annual volume from its rural 
customers. . 

Rope, harness, steel goods, tools 
and a‘wide range of articles 
needed by the farmer are carried 
and are in constant demand. The 
store also handles a large number 
of chains of various sizes which 
are needed wherever work is done 
with horses or mules. Pulleys of 
many sizes are needed for use in 
hay barns and pulling jobs and 
they are also handled in all of the 





Large crocks and mixing bowls are in great demand and are kept in a 
separate section of the store together with an assortment of chains. (Continued on page 106) 
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THE KNOWN VALUE EIGHT STAR LINE 


* HAMMERS * RODS AND BAITS 





TRUE TEMPER 


*® HATCHETS *®* AXES * SHOVELS * STEEL GoopDs 
® HEDGE AND PRUNING SHEARS 


* SCYTHES, WEED AND GRASS TOOLS 








SHOVELS 


Produced by 
THE AMERICAN FORK AND HOE CO. 


and Branded 


NCLUDE aii those exclusive True Temper developments in 
construction demanded by America’s most discriminating 


shovel buyers, such as—one piece solid shank—one piece tubular 
shank—tab-end socket—heat treated blades—perfect balance— 
Fire Hardened Handle Finish. 


Known Values 


These Known Values are sought and eagerly accepted by all 
consumers who welcome better merchandise at less cost. 


Profits 


steady demand and lower sales cost result in better profits for dis- 
tributor and dealer who offer the complete line of True Temper 
Shovels. 


Plus 


Powerful National advertising in the pages of their favorite 
magazines will tell millions of users about these better KNOWN 
VALUES, and direct them to see and buy in their home town 


hardware store. 


; 








THE AMERICAN FORK AND HOE COMPANY «+ CLEVELAND, OHIO 


APRIL 26, 





Makers of 


TRUE TEMPER PRODUCTS 


1945 
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They Always 
Come Back 
for More of 


HOPPE’S No. 


Sportsmen and soldiers who use Hoppe’s 
No. 9 for removing primer, powder, lead and 
metal fouling from their firearms—and for 
sure protection from rust—always come back 
for more because repeated satisfaction causes 


Repeated Sales 


So, don’t miss the repeated opportunities that this 
steady demand offers for 

the added sales of Hoppe’s 

Gun Cleaning Patches, 

Hoppe’s erm ye | Oil 
and Hoppe’s Gun Grease. 
Sell the entire Hoppe Line 
—it moves fast and it’s 
easy to obtain—from your 
jobber. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. 
Philadelphia 33, Pa. 

















your jobber to 


QuIcK-ACTION IN SALES 
AS WELL As RESULTS! 


That’s why it 

pays hardware 

dealers to feature 
QUICK-DEATH Rat 
Killer in two or three 
places around their 
stores. The eye- 
catching self-merchan- 
dising display invites 
self - service. 
Dealers make 
$1.80 profit per 
card. And __ cus- 
tomers tell their 
friends. So, for 
real business on 
rat extermination, 
gett QUICK- 
DEATH out on 
display now. Tell 

















ship you half a 
dozen cards. 


“It Made by Quitkh__ Ft Does the Work" 


uirk's Mouse Jinx uirk's Dog Repel 
irk’s Liquid Rat Poison irk's Soot Remover 
wirk's Moth Killer wirk's Lacquer Thinner 


And other Quirk Household and Aute Specialties 
Order Now from Your Jobber, or Write for Literature 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 
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STEEL BELT LACING 

































THIS ECONOMY PACKAGE is a} FOUR SIZES IN 
particularly attractive merchan- | ECONOMY ODiISs- 
dising item. It avoids the neces- PLAY UNIT. For 
sity of breaking a standard box | quick over-the- 
packed 10 of a | of lacing. Contains one set of | counter sales 
single size in | lacing complete with gauge and/ use this Econ- 
corrugated ship. | hinge pins for a 12” belt and the omy Display 
lacing can be broken to length Unit . 

for the narrower belts. a. Conining 

3 packages 15E 


FOR KEEPING 
UP YOUR STOCK 
these Economy 
Packages are 


ing carton 
Snowe above. 


























Lacing List Weight Belt 2 of 20E, 3 of 25F 
No. Percarton | Per carton Thickness and 2 of 27E. 
15SE $4.75 3.1 Ibs. yy" to %o 
20E 5.00 4.1 Ibs. Sho" to Ho 2 Se 
4 — Py dn Zig to the Unit, List... $5.60 

| 27E 6.65 5.8 Ibs. iy" to %o" ' . 
{ 35E 8.50 8.4 Ibs. %o" to 46" ORDER FROM 
All prices subject to discount YOUR JOBBER 


FLEXIBLE STEEL LACING COMPANY 
4616 Lexington Street, Chicago, Illinois 





yep, EAGLE mabe THE First 
WELDED STEEL BENCH OILER 








Welded construction to insure long life and dependable, 
leak-free service is nothing new to Eagle. When you use 
Eagle oilers, you get the advantage of forty years’ welding 
experience along with practical, modern design. You can 
always rely on an Eagle Oiler for high quality materials, 
finest workmanship and full performance satisfaction 


Welded Steel Bench Oilers are available in sizes 1/3 to | 
pint with 4, 6, 9 or 12 inch rigid welded steel spouts: also 
7 inch flexible spouts 


Order from your Jobber 


| EAGLE MANUFACTURING COMPANY 
Wellsburg, West Virginia 
OTR! WALEED OE ERE LPB EE ALDGATE 
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FILLS THE BILL 





PULLS THE THLE = y 





That isn’t just a ringing phrase... it’s a singing truth! Schalk’s Crack Filler, 
from its very start, has done an outstanding job: in product, in packaging, 
in promotion. Today .Mr. and Mrs. Handyman, U.S.A., look to Schalk’s 
Crack Filler to do all sorts of time-saving, dollar-saving tricks. As you 
know, all you add to this plastic-powder is water. Hardens fast and stays 
hard; won’t shrink, crack or crumble. In 10¢ or 25¢ sizes, it’s a magic 
repair-kit all-in-one! And, because it fills the bill, it fills the till. Order from 


your jobber! Schalk Chemical Company, Los Angeles and Chicago. 
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THREAD 
PIPE BY 















Coa 
No. 422 
POWER 
VISE 











This portable machine quickly pays off 
its low cost in time saved threading 
pipe by power instead of by hand. Use 
your own die-stocks, cutters, and ream- 
ers. Mount your own vise, Legs for the 
machine can be made from standard 
1" pipe, or we can furnish at slight 
extra cost, 


Machine is powered by !/2 H. P. Black 
& Decker universal, reversible, variable 
speed motor, geared head type. 
Operates from standard light socket. 
Standard range: 34" to 2" pipe; extra 
range: '/g" and '/4" pipe; range with 
special drive shaft: 2'/2" to 6" pipe. 
Weighing only 140 pounds, machine is 
carried easily by its two arms, set up, 
ready for action in 2 minutes. 


GET THE 
WHOLE STORY 
IN THE OSTER 
CATALOG 



































a ee 
©. K. OSTER! Send me yon" illustrated catalog 


on the No. 422 Power Vise Stand and tell me 
where | can buy it from your distributor in my area. 
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THE OSTER MANUFACTURING CO. 


2061 EAST 61st STREET 
CLEVELAND, ORIO 














ON AVAILABLE GOODS 


sizes and types needed by local 
farmers. 

Stoves, both new and recondi- 
tioned, are featured and the store 
has always sold plenty of them. 
Mr. Hayes was fortunate in hav- 
ing a large stove stock when the 
war began and he has experienced 
large stove sales during the war- 
time period. The store employs a 
handy man who is an expert at 
stove repair work. This recondi- 
tioning work has reached an im- 
pressive total during the past year 
and the department also has done 
a large business in stove parts 
for the same period. 

The store carries a large stock 
of crocks and mixing bowls. The 
crocks range in size up to 30-gal. 
capacity and sell for’ 25 cents per 
gallon. They are always needed 
by the farm women for the storing 
of salt pork and similar food 
products. 

Mr. Hays believes that the pur- 
chasing power of the Missouri 
farmer will continue at a high 
level for some time after the end 
of the war. The farmer, he says, 
has become used to purchasing 
articles which he needs for better 
farming and he will continue to 
do so as long as it is possible. 





Make Mistakes? 


HE galleries are full of critics. 

They play no ball. They fight no 
fights. They make no mistakes, be- 
cause they attempt nothing. Down 
in the arena are the doers. They 
make many mistakes because they 
attempt many things. Ford forgot to 
put a reverse gear in his first auto- 
mobile. Edison once spent over two 
million dollars on an_ invention 
which proved of little value. 

The man who makes no mistakes 
lacks boldness and the spirit of ad- 
venture. He is the one who never 
tries anything new. He is a brake 
on the wheels of progress. 

—Charleston Weekly Letter 








































BRAND 
HACK SAW BLADES 


Here’s the original, time-tested HY-FLEX 
BLADE .. . of a special analysis, 
molybdenum steel as Forsberg produces 
it. Scientific heat treatment enables these 
Blades to give practically equal per- 
formance with high speed tungsten steel. 
They’re gauged and checked for accuracy 
throughout every step of manufacture, 
and given a tough bending pounds test 
before you get them for sale. If you 
want to promise long life on stubborn 
cutting jobs, offer Forsberg HY-FLEX 
Blades 4nd you'll deliver it. 


A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic 
and electrician. Adjustable for 8’’ to 
12” Blades. There’s a complete line of 
WHALE BRAND Frames for every hack 
saw need. 























orsber 


. AFG. CO., BRIDGEPORT, CONN., U.S.A. 
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Milford W. Howe, Canton, N. Y., 
hardware dealer, enthusiastic volun- 
teer and top-notch cook is a man of 
varied hobbies. A friend took this 
picture some weeks back as “Mil” 
was headed for some real exercise 
with skis for locomction and a dou- 
ble-bit axe and one-man saw for a 
workout on some timber. More than 
6 ft. tall and over 200 Ibs. he lost his 
balance while skiing through the 
woods and to save himself quickly 
stepped out of the ski straps into soft 
snow. Although he got in snow up to 
his arm pits, without touching the 
bottom of the drift, he managed to 
get back onto his skis. The snow was 
over 6 ft. deep at the time of his spill. 


Dirty Dishes 
IERRE, chef supreme of New 
Orleans, was asked how he kept 
his culinary offerings so far ahead of 
competition. 

“Dirty dishes, m’sieur—dirty 
dishes,” he replied with a depreca- 
tory gesture. “As ze waiter bring ze 
dirty dishes to ze kitchen I look. I 
see what food has been turn back 
not eaten—what garnishes are con- 
sume, and what not consume. Some- 
times I interrogate ze guest to find 
out why some food not eaten. So I 
have ze various cooks do different 
and again ' observe whether ze 
changes has stop ze not eaten food. 
In zis way we dish up what ze diner 
like.” 

“Dish up what the diner likes.” 
Isn’t that great salesmanship? 

How about your dirty dishes? Are 
you serving the same sales menus to 
all prospects or do you, like Pierre. 
recognize that buyers, as well as 
diners, have varying appetites and 
like different garnishes? 

—Eugene J. Benge, 
The Advertiser's Digest 
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PENETRATION PLUS 


fo bring you new customers 










































Think of Tomorrow's market for high-quality tools 
... the growing thousands of carpenters, contractors, 
home craftsmen, school shop people who will need 
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THE and want new, good tools . . . such as the GREENLEE 
GREENLEE LINE Automatic Push Drill illustrated. 
Today, the high-quality story of GREENLEE tools is 
Auger Bits penetrating deep into this great market awaiting 
you. More than 1,500,000 tool prospects are regularly 
Expansive Bits reached through GREENLEE, advertisements in Popular 
Science Monthly, Science and Mechanics, The Carpenter, 
Socket Butt Chisels Practical Builder, Popular Homecraft, Industrial Arts and 
Vocational Education, School Shop. 
Socket Firmer Chisels A long list of business publications also carries 
GREENLEE advertisements regularly to-thousands of 
Car Bits electricians, utility and industrial maintenance men. 
To get the full benefit of this powerful advertising 
Razor Blade Draw Knives and the many other GREENLEE selling aids to bring 
you many profitable, new customers, “Get 
Automatic Push Drills Ready with Greenlee’’! Read ‘Tool Profits’’ 
for facts on the complete program—free. 
Spiral Screw Drivers Write Greenlee Tool Co., Division of 
Greenlee Bros. & Co., 1804 Herbert 
Bit Extensions Ave., Rockford, Ill. 





Bell Hangers’ Drills Gat Riaay with Gyremelce/ 


GREENLEE 


FOR THE CRAFTSMAN 


Turning Tools 


And many more. 
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Just Among. Ourselves 


really represented an estab- 
lished distributor. 

However, we noted that there 
were several auctioneers pres- 
ent and that one local auction- 
eer was the successful bidder 
on several lots of goods nor- 
mally sold through hardware 
channels. In the opinion of 
hardware men present this out- 
fit paid rather stiff prices for 
the goods obtained. It was 
also the opinion of some hard- 
ware men, and our own, that 
if these surplus lots are going 
té be sold to auctioneers why 
not have a public auction in 
the first place under govern- 
ment auspices and thus save 
the time and expense that now 
precedes the actual opening of 
sealed bids? 

It is the government attitude 








¥ 


Blue or Red Tipped - 
Cartridges Start Fires 





Blue or red tipped 30-caliber cart- 
ridges are dangerous for civilians 
to use, states a spokesman for the 
Remington Arms Company, Bridge- 
port, Conn. “Blue tips identify in- 
cendiary ammunition and red tips 
indicate tracer ammunition, both 
types of which should not be used 
because of the danger of forest fires. 
According to the U. S. Forest Ser- 
vice, the forest fire season is be- 
ginning in many sections of the 
country and hunters are cautioned 
against using ammuition of yn- 
known types. 
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(Continued from page 88) 


that auctioneers are just as le- 
gitimate and just as “estab- 
lished” as recognized whole- 
salers and retailers. Techni- 
cally, this may be correct, but 
it does seem to defeat the 
otherwise “noble experiment” 
aspect of selling goods through 
“orderly processes of distribu- 
tion” which is supposed to be 
the objective of the “Look-See 
Test Sales” program. This 
phase of the situation might 
easily discourage regular dis- 


tributors from participating 


and cause the entire experi- 
ment to bog down. 

One of the most interesting 
and surprising angles of both 
the New York and Phila- 
delphia test sales was the ex- 
treme variances in the bids 
and the great gaps between 
high and low offers. A few 
examples: 

Type of Goods 

Low Bid High Bid 
Electrical 

sundries $73.85 $1,081.00 
Hand tools 32.50 272.05 
Axes 25.00 180.00 
Pots 

and pans 25.00 373.00 

All other bids, in between 
high and low, were amazingly 
varied, making it difficult to 
understand just what mental 
or arithmetic processes gov- 
erned such appraisals of 
values available. 

One hardware wholesaler 
told us that he bid ‘on the basis 
of approximately 80 per cent 
of his known costs for the 
goods. We noted that such a 
basis usually put his bid in 
second place and as a result he 
didn’t get any of the merchan- 
dise. Another, not entirely 
pleased with the “assort- 
ments” as arranged, felt that 
each lot included some “dead 
ducks” which would be difh- 


cult to resell even in today’s 


market and so his theory was 
that he wanted the goods only 
if at a substantial discount. He 
estimated that his bids were 
35 to 50 per cent below cur- 
rent market quotations had the 
goods been available. He 
didn’t come anywhere near 
getting any of the merchan- 
dise. 

Naturally, there are “bugs” 
in the test sales program and 
in fairness to the Treasury offh- 
cials charged with disposal it 
should be stated that they wel- 
come and invite constructive 
criticism. More test sales are 
planned and if they prove suc- 
cessful this type of disposal is 
expected to be adopted as the 
standard practice. Of course, 
from the government’s stand- 
point both test sales were suc- 
cessful, as all goods were dis- 
posed of at good prices. At the 
same time, there is a keen de- 
sire to protect trade distribu- 
tion channels. We continue to 
urge, at least for the time 
being, greater hardware trade 
participation, believing that a 
real effort is being made to 
handle surplus goods disposal 
equitably. 

For the benefit of those who 
may notknowit, let us repeatthat 
any distributor, anywhere, can 
have his name on all surplus 
goods regional mailing lists 
and thus receive all notices, 
bulletins, etc., from all parts 
of the country which offer sur- 
plus goods not listed in the 
official “Surplus Reporter” 
which is also sent to any inter- 
ested party upon request to 
the Treasury Department, 
Washington, D. C. A list of 
regional disposal offices was 
published on page 79 of the 
Aug. 17, 1944, issue of Harp- 
wakE Ace. A corrected list is 
being prepared for the next 


issue dated May 10, 1945. 
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THE BIGGEST NAME 


hes"wotestet HOUSEWARES © 


were the most famous 
kitchen tools on the 
market before the war— 
familiar helpers in millions of 
homes. When normal production 
begins again, the A & J line will have 
everything it takes to sell in the competitive 


post-war market. 


EKCO PRODUCTS 
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SELF-SELLING 





* BUILDERS 


Sales and profits for you on every clothes line! Here's the 
self-selling item that gets them for yu—TITE-LINE 
enh tie enibiien. CLOTHES LINE HOLDERS. Retails for 10 cents. Sells 
Hines seeurely—dece generally in quantities of 6 or more. Repeat orders, too, 
> with rusty nails and when housewives see how easily clothes lines can be strung. 
“hooks. Will not injure line. Can be used on flat and round surfaces, in the attic, base- 
Saves time and offert. ment, outdoors. 


NATIONALLY ADVERTISED—DISPLAY-PACKAGED 
FOR QUICK SALE 


It's this easy: Simply place several of these sales-talking, self-demonstrating TITE-LINE display 
cartons on your counters, TITE-LINE is an attractive and extremely useful piece of merchandise. 
This practical clothes line holder has been nationally advertised in BETTER HOMES AND 
GARDENS, POPULAR MECHANICS, and PATHFINDER. It's simple—does its job effectively— 
is easily installed—speeds tying up of clothes lines—that washday nuisance. Will not break. 
Resists rust. Packaged 24 to carton. Ample supplies of TITE-LINE Clothes Line Holders cre 
now available. Order from your jobber today. If he cannot supply you, wrife direct to us 
giving your jobber's name. We'll see that you are supplied with these self-selling profit-bullders 
promptly. 


uc MIDLAND... 


$ OUT Sa ae mee eke, Wis ¢ ON StH 
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Post-War Relations 
Between Wholesaler 
And. Retailer 


(Continued from page 92) 


profit possibilities to be consid- 
ered. For in addition to the hun- 
dreds of new small items, the 
hardware dealer will again have 
the opportunity to sell major ap- 
pliances and electrical equipment 
to the farmer and rancher. During 
the last cycle of major appliance 
selling he could not see these 
items as a tremendous adjunct to 
his regular hardware business. He 
could not visualize the need—and 
the profit potentials—of a sepa- 
rate department of his hardware 
business with a separate organi- 
zation. 

Now, the appliance-selling pro- 
cession has been halted. In fact, 
forecasts of civilian goods switch- 
overs continues dark. Reconver- 
sion has-been halted until Ger- 
many unmistakably is cracking. 
Authorities were premature in 
easing pressure on war produc- 
tion, especially on shells. But the 
big parade will be forming soon. 
Dealers with the ability to organ- 
ize for it will reap a real reward. 


More Comprehensive 


The major appliance line in the 
future should be far more compre- 
hensive than it has been before. A 
quick-freeze unit, priced so reason- 
ably that practically every home 
may have one, is predicted. An 
air-conditioning unit that can 
keep one or two rooms at a com- 
fortable temperature during hot 
summer days should be available 
to the consumer at a cost of not 
more than $150—though, of 
course, there will be higher priced 
models, far more attractive and 
better units. 

One may expect a washing ma- 
chine that does the whole job of 
washing clothes, bluing and dry- 
ing them before they are taken 
out of the washer. 

There will also be a refrigera- 
tor that is more convenient and 
does more than just preserve the 
food kept in it. For there may be 
a meat tenderizer, a freezing unit 
for making ice cream and revolv- 
ing shelves for greater conve- 





nience. And this refrigerator may - 
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start at a cost of not more than 
$150 to the consumer. 

In other words, a more abun- 
dant life, better living for more 
people should be offered by the 
hardware dealer along with .the 
tools and utensils required for 
present-day living. This business 
can be his if he will go after it. It 
may require the use of a trailer so 
that the prospective customer can 
have these units brought right to 
his home or farm and a demon- 
stration given. Better and more 
intelligent selling will have to pre- 
vail in the post-war period. 

Another opportunity, in addi- 
tion to the regular hardware busi- 
ness and major appliance line, 
will be war surplus supplies. The 
dealer will have to organize for 
the handling of this merchandise. 
too. It will not be easy to put 
these goods in a regular hardware 
stock.. The reason for this is that 
many of the items will be bulky. 
Then, too, there will bé various 
qualities, and some of these goods 
will be second-hand. This mer- 
chandise should be offered to the 
consumer in such a way that the 
purchaser will get what he is pay- 
ing for. A live dealer should, for 
several years after the war, paral- 
lel his regular sales with war sur- 
plus sales. 


Post-War Competition 


Competition during the post- 
war period will be terrific. The 
dealer who has the confidence and 
good-will of the people in his com- 
munity will have a headstart. 

Margins of profit will not be as 
great in the future as they have 
been in the past. So, among other 
ways of operating more efficiently, 
the dealer will have to increase his 
rate of turnover. Where the turn- 
over with many hardware dealers 
for many years has been from one 
to one-half to two times a year, it 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 160 
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World’s Largest Selling 


ELECTRIC FENCERS 


A profit of 55% to 73% on your invest- 
ment, with exclusive dealer franchise— 
the fencer with more distinctive advan- 
tages—established record of dependable 
performance and more sales, Parmak is 
sold from factory to established deal- 
ers. Under present conditions our rep- 
resentative may not be able to call on 
you, so please write for full information. 





5 FURR nn. chk. ch egg: ~~ Tigacntec es 





Mail This Coupon or Write Today for Proof 
That Parmak Is the Fencer You Should Handle! 
PARKER-McCRORY. MFG. CO. 
2609-17 Wainut, Kansas City 8, Mo. 

obligation, complete details of 
aoe boty Franchise and Merchandising eregen, 
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ROYAL ELECTRIC CO., inc. 


PAWTUCKET - RHODE ISLAND 


mokers of 


WIRE + PLUG and CARTRIDGE FUSES 
CORD SETS + HOLIDAY LIGHTING 
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| wholesaler 


should be from five to eight turn- 
overs a year in the future. 
Dealers will need to have a good 


who will work with 


| them. The wholesaler will have to 


help his customers stay competi- 
tive. They will have to share the 
margin of profit, perhaps, on a 
basis of one-third for the whole- 
saler and two-thirds for the 
dealer. The wholesaler in many 
cases, at least, will have to help 


with the sales promotion, dis- 





plays, advertising, store arrange- | 


ment and other problems which 
may arise. 
Closer Cooperation 


In other words, there will have 
to be closer cooperation between 


, wholesaler and retailer if both are 


to survive and make the kind of 
profits they could and should real- 
ize. There must be more and bet- 
ter long-range planning. Plans 


| should be made for the kinds of 


special goods that will be offered 


| in each quarter of the year. Bet- 
' ter values must be offered to the 


| be made to get the consumer to | 


consumer. And a real effort must 


| think of the hardware store when 
| he wants to buy hardware. 


| peatedly 


The hardware dealer should be 


the first, during the post-war pe- | 


He should have it before the chain 
stores or mail order houses have 
it. This will require the coopera- 
tion of the wholesaler and the 
manufacturer. For the wholesal- 
ers should convincingly and re- 
impress the manufac- 
the importance of 


turer with 


riod, to exploit new merchandise. | 


shipping to the wholesaler first | 


the new items that will come off 
the assembly line. And then they 
should 
who in turn should advertise the 
arrival of these new goods to the 
consumer. 

Thousands of new hardware 
stores will be opened during the 
next few years. These new stores 
will be modern. They will have 
modern fronts. They will be well 
lighted. They will be so attractive 


be rushed to the dealer, | 


_ that they really will attract. They | 
will be efficiently managed. The 
| clerks will be.trained to greet cus- 


tomers in such a gracious manner | 


and will have such a knowledge | 


of the merchandise they have to 





Windmill Dealers: 


TRY THIS anda 
Watch What Happens 





© Here’s a simple idea which will 
arouse the immediate interest of your farm 
customers, 


Sit down with a farmer and draw a sketch 
showing his farmyard layout with a wind- 
mill running water system. Any farmer’s in- 
terest will spark when he sees 
a chart of his farm with run- 
ning water in all his buildings. 
You can assure yourself future 
business by selling a Monitor 
Sky Power Windmill now as 
the first step in his water sys- 
tem. Later you can attach a 
pressure tank with automatic 
controls, bathroom fixtures; 
faucets, stock watering cups 
and other accessories. 
















A plumbing fixture department 
with a handsome display room 
can become a regular and 
profitable part of your business. 
Contact your nearest Baker 
branch. 








SEY POW sik 
WINDMILL WATER SYSTEM 


tHe Monitor vine 


DEEP WELL WATER SYSTEMS 
WINDMILLS + HAND PUMPS 
A ee oe 2 
WATER WELL SUPPLIES 


* BRANCHES + 
BAKER MFG. CO. Misa; 
Madison, Wis.: Fort Dodge, la; Cedar 

la; Omaba, Neb.: Kansas City. 
Mo.; Enid. Okla: Hutchinson, Kansas 
BAKER MFG. LTD., Winnipeg. Canada 
AXTELL CO.: Fort Worth. Tex: Amarillo, 
Tex.: Lubbock, Tex: Sam Angele, Tex. 


BAKER MANUFACTURING CO., 






EVANSVILLE, WIS. 
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sell that more and more customers 


will be attracted to the stores. 

This ali brings me to the point e 
I wish to make and that is this—- SHA 
what is the manufacturer doing to 


speed up manufacturing? What is b 
FODAY ! 





the wholesaler doing to get new 
and acceptable merchandise to the 
dealer at the lowest possible cost 
for his part of the job. -And last, 
what is the dealer doing to have 
goods so displayed that customers 
will want to buy? 

A great civilization is not con- 
quered from without until it has 
destroyed itself within. So it is 
with an organization such as your 
organization and that of the 
wholesaler. We must ever be on 
the alert to try to improve the se- | 
lection of goods we have on our | | 
shelves. We must improve the ap- 
pearance of our displays. We 

(Continued on page 138) 











Former Hardware Man 
Serving in China 


Month after month, 
more and more buyers 
of threaded fasteners 
are turning to TRI- 
PLEX. Some favor the 
free running threads, 
‘others like the EXTRA 
“tensile strength. Both are worthwhile TRIPLEX advantages. It is 


The above illustration shows Sgt. hard to beat the combination of good raw materials and fine 
August R. Wolff, Jr.. who is serving 
with the military police with a head- 
quarters unit of the Chinese Combat 
Command near Kunming, China. 
Sgt. Wolff is a former hardware man 
and in civilian life was associated 
with his father in the firm of A. R. TRIPLEX SCREW COMPANY 
Wolff & Son, Meadville, Pa. 5317 Grant Avenue, Cleveland 5, Ohio 

The Chinese Combat Command, 
commanded by Maj. Gen. Robert B. 
McClure, is concerned primarily with 
the planning and execution of tacti- 
cal operations, training and the re- 
ceipt, distribution and assignment of 
American equipment and supplies 
for the Chinese military units. 





U. 8. Army Signal Corps photo 


manufacturing precision. Turn to TRIPLEX today and you can 


toss a lot of your cares away. 
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“He would keep his 
fingers extended so 
the merchant saw 
that he wasn’t hold- 
ing on to any coins.” 


By HAROLD ZIEGLER 











Watch Out for the| Sh 


Ever come in contact with— 


“The Sticky Palm”, “The Disappearing Five”, 
or “The Dropped Bill”? If you haven't you 
may encounter them any day. Better read 
this article, watch strangers and always 
be sure to count the money you receive 


N, merchant would 


dream of allowing the customers 
to count up their own purchases 
—and then accept the customer’s 
total. There’s an old saying that 
“figures don’t lie, but liars do 
figure,” which is very true, and a 
very good reason why merchants 
should never allow the customer 
to figure out the amount of his 
bill. 

But, it is a different story when 
the customer slowly counts out his 
money and shoves it toward the 
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mérchant. Far too many mer- 
chants watch the customer count 
out the correct amount and shove 
it toward them—and then accept 
the customer’s count. For your 
own protection’, always recount 
your money before you put it in 
your register. If you don’t re- 
count it, you'll find your register 
short more than a few times. 


“The Sticky Palm” 


To make my point clear on this 
point I'll tell you about a card 
dealer I met in Louisiana a few 


years ago. This card dealer al- 
ways had a pocket full of silver 
money. 

Wherever he went and no mat- 
ter what he purchased he always 
paid in silver. If he bought a hat 
for four, five or six dollars, he 
paid for the hat with silver coins. 
He would press a half dollar in 
the palm of his hand, then more 
halves, then quarters until he had 
counted the correct amount. He 
would count slowly so the mer- 
chant could count the money 
along with him. He would then 
dump the money in the mer- 
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chant’s hand and would keep his 
fingers extended so the merchant 
could see that he wasn’t holding 
on to any of the coins. Merchants 
seeing him count the . money 
slowly and then seeing his ex- 
tended, spread out fingers would 
accept the money and then drop 
the quarters and halves in their 
respective compartments in the 
register. 

On other occasions he would 
count the silver out on the coun- 
ter, putting the quarters together, 
halves together, etc. After the 
merchant had ample time to see 
that the correct amount was on 
his counter, he would shove it 
to the merchant with the palms of 
his hands always with the fingers 


“A confederate is in another part of your store nearby and drops 


spread out so the merchant could 
see that he wasn’t cheating him. 

Despite the fact that he always 
counted out the correct amount 
and that he always kept his fin- 
gers spread out—he always man- 
aged to cheat the merchants out 
of a quarter or a half dollar. 


How It’s Done 


His hands were well treated 
with a sticky substance known to 
most card dealers as “check cop.” 
This “check cop” is colorless and 
is rubbed into the palms of the 
hands. When the first coin is 
pressed into the palm of the hand 
it will stick tightly to the palm 
when the hand is turned over. Or 


Short Change Artist! 








% 


something near the folded bill on the floor and then picks it up.” 
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when the coins are counted on the 
counter and shoved toward the 
merchant with the palms of the 
hands coins will stick tightly to 
this adhesive substance. 

This sticky substance has been 
used for years by card dealers to 
steal checks out of the pot. When 
the chips are scattered all over the 
table the dealer obligingly uses the 
palm of his hand to shove all the 
chips in one big pile in the center 
of the table. Of course, each time 
he shoves the chips into the center 
of the table, he retains one of 
them sticking tightly to his palm. 

He told me one night that he 
had been using “check cop” to 
steal poker chips for years before 
it ever entered his mind to use the 


same stuff on his hands to de- 
fraud the merchants. He esti- 
mated that he saved himself be- 
tween $400 and $500 each year 
by holding out quarters and half 
dollars on the merchants in this 
manner. : 

So you c&n see how foolish it is 
to scoop up quarters and halves 
from your counters and then dump 
them in their respective compart- 
ments without recounting the 
money—despite the fact that you 
have seen the correct amount 
lying on your counter. 

The same precaution should 
also be taken when a purchase is 
paid for with nothing but one dol- 
lar bills. The short changer will 
count the bills for you by the slid- 
ing method. When the sliding 
method of counting bills is used 
all the bills are held in the right 
hand at the beginning of the 
count. 

To better illustrate this method 
of counting money [ will show 
you how a good many crooked 
card dealers work this short 
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bill number one from the bills in 
his right hand and calls out 
“one.” Next he slides the number 
one bill in his left hand over to 
the bills in his right hand and 
pulls off another bill and pulls 
his hand away with two bills 
now in his left hand as he calls 
out “Two.” He then has number 
one and two bills in his left hand 
and number three and four in his 
right hand. Now he slides his 
left hand over the bills in his right 
hand again and instead of pulling 


change method when they are giv- 
ing a player five singles for a five 
dollar bill. (This short change 
racket originated at the card table 
but is now used extensively to vic- 
timize many merchants.) 

When giving a player five sin- 
gles for a five spot during the 
course of a card game the dealer 
will quickly place four singles in 
his right hand. We will number 
the bills and call them one, two, 
three and four. He now reaches 
over with his left hand and slides 





RED BRAND FENCE and RED TOP POSTS 


These famous products are worth remembering, too, for farmers 
have always preferred durable, long-lasting RED BRAND 


FENCE and RED TOP STEEL POSTS... . real sales brands 
for dealers! That’s why a continuing series of RED BRAND ads, 
like the two shown below are currently appearing in a long list of 
farm publications. They are reminders today . . . sales builders for 


tomorrow! 
(Reduced in size) 
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number three bill away from his 
right hand he quickly slides the 
number two bill a half inch or so 
out from under the one bill and 
pulls his hand quickly away and 
counts “three.” Now he is sup- 
posed to have three bills in his 
left hand. He then repeats the 
word “three” and then showing 
the two bills in his right hand by 
spreading them out he says, 
“Three and two is five, right? 
Play cards!” 

It is easy to be cheated when 
the bills are counted by this slid- 
ing method and then shoved to- 
gether at the end of the count. I 
know, because I learned about 
this short change racket the hard 
way. One of my acquaintances a 
few years ago laughingly admitted 
that he cheated me on this one 
perhaps seven or eight times. 


Recount All Bills 


When an eight, nine or ten- 
dollar purchase is made and the 
bills are counted in this manner, 
then it becomes easier for the 
short changer to cheat the mer- 
chant when the bill is paid for 
with singles and they are counted 
by this sliding method. Of course, 
three and two makes five and 
seven and two makes nine and 
eight and two make 10, but make 
it a rule to recount all the bills so 
you are sure that he gave you 
three and two, or eight and two 
instead of two and two or seven 
and two. 

A few days ago a friend of 
mine was telling me about a gang 
of small children he knew of a 
few years ago who use to work a 
short change racket on the farm- 
ers every . Saturday night when 
they came to a certain market spot 
in Detroit to sell their produce. 
These children ranged from eight 
to 13 years of age. One of the 
smaller ones would flash a five 
dollar bill and make a few small 
purchases. Then he would slip 
the five spot to one of the other 
kids, who would immediately 
leave the group, and then would 
pay for his purchase with a single. 
You will note that this is similar 
to the flashing of a large bill, but 
the kids had a slightly different 


way of working their little racket. - 


When the little hoodlum re- 


HARDWABE AGE 











ceiver 
woul 
five ¢ 
other 
woul 
claim 
for t 
little 
into | 
fathe: 
didn’ 
home 
tell tl 
get a 
restec 
if th 
frient 

By 
onloo 
and | 
to th 
enous 
to sy 
woul 
mark 
situat 
barra 
good 
selve: 
of im 


Ev 
searc 
the | 
they 
stand 
slippe 
imme 


the fi 


to th 
night 
or s¢ 
try w 
coun! 
of th 
the | 
made 
try | 
told 1 
enou; 
from 
short 
mark 
of th 
them 
signa 
The 
gang 
city, 
mere 


APR 


lis 











ceived his change for his dollar he 
would quickly say, “I gived you a 
five dollar bill, Mister.” And the 
other little hoodiums with him 
would quickly substantiate his 
claim. If the farmer wouldn’t fall 
for this racket immediately, the 
little short changer would break 
into tears and say his mother or 
father would whip him if he 
didn’t bring his right change 
home. The other little kids would 
tell the farmer they were going to 
get a cop and have the farmer ar- 
rested for cheating their playmate 
if the farmer didn’t give their 
friend the rest of his money. 

By this time a crowd of curious 
onlookers would start to gather 
and the kids would be appealing 
to them for sympathy. Strangely 
enough, the crowds always seem 
to sympathize with the kids and 
would start to make insulting re- 
marks against the farmer. The 
situation would become very em- 
barrassing for the farmer and a 
good many of them allowed them- 
selves to be cheated by this group 
of imps. 


No Evidence 


Even if the children were 
searched none of them would have 
the five that was flashed when 
they first arrived at the farmer’s 
stand because the youngster it was 
slipped to would leave the group 
immediately after he was given 
the five-dollar bill. 

The farmers finally “got wise” 
to these kids, and one Saturday 
night they brought a half dozen 
or so tough kids from the coun- 
try with them. The boys from the 
country stayed out of sight most 
of the day and that night when 
the little gang of short changers 
made their appearance the coun- 
try boys were rounded up and 
told to follow close behind. Sure 
enough, the little gang of thieves 
from the city tried to pull their 
short change racket on the first 
market stand they stopped at. One 
of the farmers who was following 
them gave the country boys the 
signal to go ahead—and they did. 
The farmers’ sons sailed into the 
gang of little hoodlums from the 
city, and they just naturally ham- 
mered the life out of ’em. 
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The farmers enjoyed the fight 
immensely and it repaid them in 
some measure for all the head- 
aches the little hoodlums had been 
causing them. Need I say that 
those kids never came near that 
market place any more. 

The last short change method 
that would be of interest to the 
reader and subscribers of Harp- 
WARE AGE magazine would be 
“the dropped bill.” When you 
hand the short changer his change 











for a large bill he starts to strip 
off one of the dollar bills and rolls 
it into a little wad and drops it on 
the floor unnoticed as he recounts 
his money. He immediately tells " 
you he is a dollar short and he 
hands the money back to you to 
recount. You can’t see the bill 
being stripped from the money 
because it is hidden from view by 
all the other bills and it is easily 
and quickly stripped and dropped 
(Continued on page 123) 





HOMER G. SNOOPSHAW says: 
Most homefolks are mighty glad to 


know how much war batteries 


help our fighting men! Burgess ads 
in 45 magazines and 1,629 weekly 

newspapers give customers the 
reasons for battery shortages. 


HE HAS YOUR BATTERY 


a, 


LZ 


Amy Medical Corpsmen run the risks of front line warfare side-by- 
side with the hard-hitting Infantry. Using battery-powered flashlights 
to help save time—save lives, gallant ‘‘medics’’ give quick, efficient 
attention to wounded men. Countless war batteries are needed for 
weapons and lights — that’s why supplies are limited 
on the homefront. Use your batteries carefully—make 


them last longer. 


Keep Your Red Cross at His Sidel 


BURGESS BATTERIES 


IN THE NATION’S SERVICE 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 
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One of the firm's giftwares windows in which plaques were featured. 





Pictures Prove Profitable 
For California Firm 


The Imperial Hardware Co. features 
them on sidewalls and tables and 
concentrates upon the better type 


wAR 





Saat 





ON AVAILABLE GOODS 


Vr many hard- 


ware items difficult to secure, the 
Imperial Hardware Co., Compton, 
Cal., has found pictures an excel- 
lent fill-in line. “We have always 
stocked a few pictures, along with 
our china, glass, lamps and other 
gift lines,” said Mrs. Arthur Per- 
kins, buyer for the gift depart- 
ment, “but two years ago, when 
stocks of many of the usual hard- 
ware lines dropped almost to the 
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vanishing point, we greatly in- 
creased our subjects and price 
range, and pushed them success- 
fully. 

“A strong and varied line real- 
ly takes up little room, as they 
are hung on the wall above the 
open cabinets devoted to table 
and gift wares, As this depart- 
ment extends almost the length of 
the store on one side, many pic- 
tures of different size and types 
can be shown. Beneath each is a 
card on which the price is printed. 





We have found this method of 
display superior to the commonly 
accepted manner of. placing them 
in piles on the tables, as the full 
line meets the eye as the visitor 
walks down the row of cabinets. 
It likewise brings them to the 
attention of many people who had 
no thought of buying pictures 
when they entered the store. 


They Catch the Eye 


“When customers wander down 
the long aisle, with its open cabi- 
nets on one hand, and tables filled 
with giftwares on the other, seek- 
ing crystal and dinnerware, and 
see pictures large and small and 
in the varied assortment they are 
almost sure to see something that 
appeals to them. While most of 
the pictures are hung on the wall, 
we have several tables on which 
the smaller ones are shown, many 
of them in pairs, or sets of four, 
French and Godey fashion prints, 
so popular for rooms fusntshed 
in the federal style, and game 
and hunting prints to appeal to 
the masculine taste are there. 

“We handle no cheap pictures, 
but steer a middle course. Our 
pictures, in well made frames, run 
from $3 to $23, with far more 
sales being made in the upper 
brackets. We appeal especially to 
the war workers—people who are 
living here for the duration. They 
want something to brighten up 
their temporary homes, and while 
they do not pretend to be art con- 
noisseurs, they are making good 
wages, and they want something 
that is good art. They buy repro- 
ductions of “The Blue Boy,’ por- 
traits of military heroes, many 
California landscapes, and scenes 
of Mexican peasant life. We sell 
much of the colorful California 
table and art pottery, and Mexi- 
can pottery and glassware, so we 
find it easy to suggest a picture 
or two to hang in the dinette, or 
harmonize with the tablewares; or 
the furnishings of a den. 


Large Pictures Featured 


“The handling of the larger pic- 
tures is rather unusual in a hard- 
ware store, so we keep our entire 
line of them before the public 
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* YOU CAN'T BUY A BETTER RANGE THAN WHITE STAR * 








nly 


full = How Wisconsin dealer 


itor 


et. built big success 













































had 
ures Earl Wichmann 
Wichmann Furniture Co. 
Appleton, Wisconsin 
wat The Wichmann Furniture Company of d, 
abi- Appleton built one of the largest and 
led most successful appliance departments 
ek- in Wisconsin by observing these five 
ind factors: 
a 1. Continuous, aggressive advertis- 
hat ing. 
of 2. Attention-compelling floor and 
- window displays. 
ic 
‘iy 3. Trained personnel, able to make 
1, intelligent demonstrations. 
ts, 4. Efficient service department with 
ed complete equipment. 
ne 
‘ 5. Quality appliances which have 
earned the public’s confidence. 
8, Regarding this last factor, Mr. Earl 
= Wichmann writes that the White Star 
i line “with its wide variety of fast-sell- 
Ss ing models and its scores of practical 
‘i features has fitted perfectly into the 
si Wichmann operation.” 
y 
Pp DETROIT VAPOR STOVE DIVISION 
le BORG-WARNER CORPORATION 
r DETROIT 26, MICHIGAN 
g A BORG-WARNER INDUSTRY 
)- 
y 
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with periodical window displays. 
On such occasions, the large cen- 
tral island window is used, and a 
dozen or more of our best sub- 
| jects are shown on easels. They 


are set off by drapes, and no other | 


merchandise is displayed in the 
window, so that they attract much 
attention. 


Our gift department | 
gets a window at least once a | 


' month, and several pictures are | 


always included in the crystal, 
china, boudoir lamps, and other 
gift lines. Special attention is 
| given to the type of picture shown 
in the window, timely ones being 
always shown. For example, hunt- 


ing scenes and game pictures are | 


Day; nursery pictures in May. 
| previous to National Baby Week: 
while to appeal to the war work- 
ers and to the aviation minded 
youth of the land we have frequent 
showings of airplane models.” 





Special Section 
Headquarters 
For Farmers 





large farm goods display, that at- 
tracts the local farmers. They can 
see this farm goods section the min- 
ute they walk into the store for it is 
well lighted at all times. 

Steel goods are displayed on hooks 
all along the wall in a neat manner, 


shelf which accommodates a show- 
ing of milk cans and other dairy 
utensils. These cans are large enough 
so that they attract the attention of 
farm patrons even if they are placed 
near the ceiling. 

The firm also displays electric 
brooders in this section. Items such 
as.portable clothesline racks are also 
stocked in this area, as well as 
clothes baskets and other wicker 
goods which farm women also buy 








If at First 
You Don’t Succeed... 


HE salesman called on a big 
business man near the close of a 
| rush day. When he was admitted the 


| magnate said: 


| “You ought to feet honored. Dur- | 


| ing the day I have refused to see 
eleven men.” 
“I know,” replied the agent. “I’m 
all of them!” 


—The Continental Counsellor 


shown in June, prior to Father's | 


HE Weber & Furman Hardware | 
Co., Rockford, Ill., maintains a | 


while just above this spot is a single | 


CUSHION SLIDES 


THERE’S PROFIT IN CASTERS, 
AND HERE’S WHERE TO START: 
FOR FURNITURE CASTERS 

SELL “DIAMOND DART”. 





There is more profit in casters when you con- 
centrate on a few of the better-selling items. 

Two sizes of medium-priced “Diamond Dart"’ 
Casters will cover a broad range of your cus- 
tomers’ requirements. When you sell these 
better-quality casters — at 90¢ and $1.10 per set 
— you are certain of satisfied customers. 

The famous Bassick two-level ball race con- 
struction gives utmost ease of swiveling. Order 
these numbers from your jobber — 5288 x 42 
and 7258 x 42. 

Bassick Casters are available for replacement 
and repair in limited quantities. Your jobber 
can supply you with a few of the more popular 
types and sizes. THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of Stewart-Warner 
Corporation, Chicago, Ill. Canadian Division: 
Stewart-Warner-Alemite Corporation of Canada, 

, Ltd., Belleville, Ontario. 





Put these fast-moving floor-protecting Bassick 
Cushion Slides on open counter display. They 
are self-sellers that every hardware dealer can 
handle profitably. 


Bassick 


MAKING MORE KINDS OF CASTERS 
-+» MAKING CASTERS DO MORE 
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Check These Exclusive 


KWIKHEAUA 


SOLDERINGE 
IRON a2. .fecer 





SAVES TIPS 
& SAVES TIME 

& SAVES EFFORT 
* SAVES WEIGHT 
& SAVES CURRENT 
* SAVES THE IRON 


HOT IN 90 SECONDS 
READY FOR USE..! 


Its many exclusive features put the 
Kwikheat Soldering Iron in a class by 
itself. That's why it wins enthusiastic 
praise from those who use it—why 
Kwikheat is fast becoming America's 
most talked-about iron—why you cer- 
tainly want to stock it... lists at $11. 
Write today for complete information. 


6 TIP STYLES 


Interchangeable 
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This arfangement of screen stock 
saves time, space and trouble and 


helps build sales. on this item. 


Screen Stock Rack 
Is a Time Saver 


~!CREEN stock is displayed in a 

special wall shelf arrangement 
at the hardware store of Donald V. 
Fisher, Independence, Iowa. This 
method helps sell screen stock and 
also makes possible the quicker and 
better serving of customers with a 
minimum of time. 

Each roll ef screening is put on 
display with a hanging arrangement 
in a special slot. This makes it easy 
to roll out the screen as needed with- 
out handling a heavy roll. The loose 
end of each roll rests neatly on a 
permanent shelf directly below the 
roll. Three various shelf arrange- 
ments of this type enables the Fisher 
store to display numerous rolls of 
screening. 

Eye-Catching Display 

Boosts China Volume 


(Continued from page °5) 


on lower shelves is displayed on 
clean paper. The store does a 
large business with women, and 
this ovenware display will stop 
most of them entering or leaving 
the store. 

Flanking the ovenware display 
at the left is dinnerware on wall 








shelves in a variety of patterns. 
The display area for dishes is di- 
vided, the lower section being a 
counter with a three-shelf, step-up 
arrangement while the higher lev- 
els are regulation wall shelves 
which have been painted a light 
color. 

The special step-up display for 
the showing of dinnerware at the 
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A BLADE PLUS! 


it’s a Cinch to Sell 
Blades This Way 


You don’t sell a “pig in a 
poke” when you select a 
blade from this open-face 
STAR counter display. 
Blade withdrawal is 
“finger-tip” operation. Just slip a 
blade out through the top of the open 
box, and show your customers the 
correct STAR blade foér the kind of 
metal to be cut. Get set now to make 
this STAR made 

market pay you 

profits. 
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... to sell Corbin Screws 


Industrial buyers and alert retailers are interested in such labor- 
saving, money-making features as: 

Uniform quality — the most important feature in any fasten- 
ing device, wiiether it’s used in a home workshop or dumped 
into the hoppers for mass assembly. 

Corbin makes every effort to weed out the “troublers’”’ so 
that pete customers can “reach for a Corbin blindfolded and 
get a good one every time.’ 

Tell-at-a-glance labels save time in store and stock room — 
anid the expense of misorders. 

Secure pac. aang prevents that time and money waster, the 
busted carton. 

Convenient warehouses reduce freight, speed delivery. 

You can whisper CORBIN SCREWS and you'll sell more — 
earn more — because the name c-a-r-r-i-e-s. 


sv-s 





CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 
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wall location adds much to the ef- 
fectiveness of the showing and at- 
tracts a number of customers. The 
store finds that 32-piece sets sell- 
ing at around $12.95 and 54-piece 
sets priced at about $21 are in 
greatest demand. 

This store does a large business 
in mixing bowls of various sizes 
and also in small and large 
crocks. One entire wall section is 
devoted to a showing of this mer- 
chandise. It is a section that 
makes many a farm housewife 
stop. 

White china stock is also placed 
at this section, for the farm trade 
also buys considerable of this 
merchandise. Stocks like this are 
frequently broken through con- 
stant handling in farm kitchens, 
and it is also used as extra china. 
Only the small sizes of crocks are 
shown at this shelf location, due 
to lack of space, while the larger 
sizes are carried in stocks at an- 
other part in the store. 

The Bain & Miller store is lo- 
cated on the principal street of 
Traverse City, only three doors 
east of the city’s most important 
theater, giving it an added advan- 
tage when it comes to securing at- 
tention for window displays. 
China and allied lines get consid- 
erable space in this store’s win- 
dow displays and the results are 
shown in sales of the items. A re- 
cent showing of dinnerware and 
glassware used a light colored, 

step-up display setting to make a 
very effective presentation of the 
merchandise. 





Plan War Production 
Cuts in First Year 
Following V-E Day 
(Continued from page 94) 
Europe must be repackaged and 
recrated for shipment to the Pa- 
cific. While all usable equipment 
is counted as an asset for opera- 
tion, several months will be re- 
quired to fill the pipeline from 
Europe to the Pacific. Plans have 
been made for this operation. 
While it is being placed in effect, 
deliveries must be accepted in the 
United States to meet the de- 
mands in the Pacific. When the 
pipeline begins to flow, the deliv- 
eries within the United States will 

be reduced rapidly.” 
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Watch Out for 
The Short Change 
Artist! 
(Continued from page 117) 


while his hands are in view all the 
time. 

You give the short changer an- 
other bill after you recount the 
money and he immediately leaves 
your store. A confederate is in 
another part of your store nearby 
and drops something near the 
folded bill on the floor and picks 
it up. 

There are other short change 
rackets such as the $1000 or $100 
bill switch, walkaways, carnival 
strippers, double count, the push, 
and the folded hundred-dollar 
bill, but these rackets aren’t and 
can’t be worked on the hardware 
merchants so we'll just pass them 
up. 
Please don’t think for a minute 
that you are now immune from 
the short changers. I have passed 
on all the knowledge that I possess 
on the short change artists, but 
I’m not foolish enough to believe 
that I know all of them. There 
are, in all probability, more short 
change rackets. It is my business 
to find out who is working them 
and how it is done. When I come 
across any more information of 
this nature that I think the hard- 
ware dealers should be told about, 
Pll pass it on to the editor of 
Harpware AGE, and I’m quite 
sure the information will be in 
your hands as soon as possible. 

So remember: When the cash 
in your register is short—don’t 
eye your employees suspiciously. 
Blame the short change artists! 





“A HALF A LOAF is better than 
no loaf at all” is an old maxim, but 
in these days of modern business 
those who succeed do not loaf at all. 

—Northwestern National News 








Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 160 
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‘Red meat — beef — and other perishable foods 
for gur red-blooded, hard fighting Yanks are rushed 
to them in refrigerated trucks from supply depots. 
Refrigeration units are powered by 
rformance- proved air-cooled gasoline 
/engines — one more of many war uses 
for dependable, instant-starting 


/ Briggs & Stratton engines. 

















The performance records established by more than two million Briggs & Stratton 
engines are conclusive proof of their perfection in design, their fine 
engineering, and precision manufacture. Current models, and those 
to come, are backed by the “know how” gained through 25 years 
of continuous production of AIR-COOLED Gasoline Engines. 
BRIGGS & STRATTON CORP, Milwaukee 1, Wis., U.S. A. 
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Put Screens, Paint and Kitchen Stools 
In Your Windows in Late May 
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: SCREEN 
. WINDOW 
pe ot MERCHANDISE: 
; Screen doors, adjust- 
é able windows, win- 
ee dow screens, screen 
ee : door latch sets, spring 
bs ear hinges, door pulls, 
ee door springs, door 
Ts . 2 P checks, tacks, screen 
A eT é. numbers, hooks, 
? = | a be mending plates, etc. 
| HHe At iG BACKGROUND: 
aaa ——] 4 i Litilt 2 The screen doors can 
a ats ‘ s i be used as the back- 
ee, toyed Mth ground in this win- 
Pe Ee a | 3 dow. 
ia TT IA i PI Wee i o- 
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At W 
HARDWARE AGE Original Window Display IDEAS ae 
ectri 
for harc 
lar dem: 
PAINT that are 
WINDOW Plan no 
MERCHANDISE: met po 
Wall paints, house merit. 
paint, interior en- T'S TIMETO 
amels, brushes, sand- ITS Kl TCH E * Jus 


paper. turpentine, a PAINT UP STOOLS |- The Ju 





brushes, sponges, IN SEVERAL any 4 
 ~ aeemaeal cleaner, Z COLORS bie liqu 
c. : | 
; and ap} 
KITCHEN 
STOOL 
WINDOW 
MERCHANDISE: 
Kitchen stools of va- 
rious types and in Saf 
different colors. Gasolin 


BACKGROUND: 


Center panels of 
bright yellow corru- 
gated board or 
painted wallboard. 

on strips in 
light purple. Cut-out 
letters of red ma- 
terial. 
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At War’s End... JUSTRITE 


Sportsman’s headlights, Flashlights and 
Electric Lanterns will again be available 
for hardware dealers to meet the popu- 
lar demand for rugged, dependable lights 
that are approved for safety . . . Justrite. 
Plan now to stock these lights that have 
met popular approval solely on their 
merit. 


JUSTRITE SAFETY CANS 


The Justrite Safety Gasoline Can and 
Safety Filling Can are safety approved 
cans for handling and storing se 
ble liquids. The Oily Waste Can is tested 
and approved for oily, dangerous waste. 





Safety 


Safety 
Gasoline Can Filling Can 


Oily 
Waste Can 
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In these days of rationing let’s not forget that human life itself is 
strictly rationed . . . one to a person. Accidents in industry alone in 
1944 reached the astounding total of 1,800,000 with 17,500 fatalities. 
A wider use and knowledge of the value of Justrite Safety Products 
for the protection of life and property against the hazards of accident 
and fire can do much to reducing the above. figures. Justrite Safety 
Products are today backing up the fighting front . . . available only 
on the highest priorities . . . but at war’s end they will once again 
serve the general public to meet their demands for safety . . . Justrite. 





The Famous Justrite Safety Line of Lanterns and Flashlights 
Available only on Higher Priorities... at this Time 


ALL-PURPOSE 
SAFETY LANTERN 


A safety approved, 
twin-bulb electric 
lantern with spark- 
proofed guards. 


INSPECTOR’S 
SAFETY LANTERN 


Powerful, rugged 
light that meets the 
highest safety tests. 





Model 
No. 46-S 







JUSTRITE mew 
SAFETY 
HEADLIGHT No. 44-S 
LANTERN 
THE HANDY- 


SAFETY FLASHLIGHT 


Has all the Justrite 
Safety Features. 3 
standard cells . . . 
fits in the palm of 
the hand. 





Model No. 32-S 
For hazardous locations. 
Battery case carried in 


pocket or on belt clip. 





Model No. 17-S 











Ask your supply distributor about Justrite Safety Products. 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. A-3, Chicago 14, Ill. 
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The 
Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


| an im- 


portant dealer in paper spent the 
evening with me. His talk was so 
interesting that I am trying to re- 
produce it here almost in his own 
words—if only a small part of it. 

All business, he said, has been 
having its war troubles but in 
paper I think we have had more 
things to contend with than any 
other business. This has been 
caused by the tremendous increase 
in the use of paper not only for 
war uses but in civilian life. 


More Civilian Uses 


Just to name a few things in 
civilian life—the increase and im- 
provement in containers for food 
and liquids made of paper, milk 
in cartons, etc. The substitution 
of paper for many things former- 
ly made of cotton or linen—table 
napkins, for instance, and paper 
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towels. There also has been an 
increase in the use of paper bags 
for wrapping shoppers’ purchases. 
Where goods were once packed in 
wooden boxes, paper cartons now 
are used. The use of gummed pa- 
per in place of string, wrapping 
of coins in paper, and the in- 
crease in book sales in enormous 
popular editions have contributed 
to the shortage. The list might be 
extended indefinitely. 


The Demands of War 


Now comes war and an enor- 
mous demand for paper for war 
needs. Of this list I will only 
repeat one need because it is so 
interesting. In shipping to the 
South Pacific, for instance, goods 
are packed in small, easily han- 
dled paper cartons. These cartons 
take thousands of tons of paper, 
but what is more each package 
or carton must be re-wrapped and 
sealed in a new, wet-proof paper 


that has been developed. It is 
made in layers with a chemical in 
between sheets that looks like tar. 
A package so wrapped can be 
tossed overboard and pushed 
ashore through the water without 
damage to its contents. Natural- 
ly, such water-proof packages are 
invaluable in the moist, hot, rainy 
climate of the tropics. But al} 
this makes an increased toll on 
paper. 

My friend stated that even 
maps, blueprints and paper for 
orders in the Army are now 
treated with a chemical that makes 
them impervious to the action of 
water. 


No More Imports 


Before the war, he continued, 
wood pulp for the manufacture 
of paper came from Sweden, Nor- 
way, Finland, etc., about 25 per 
cent of our supply. This pulp 
was of superior quality on ac- 
count of the character of the tough 
northern woods. This supply has 
all been cut off because the waters 
of the North Sea, the Baltic, etc.. 
have all been mined, so that no 
ships are moving. In Sweden 
there has been a curious develop- 
ment. Being neutral, the Swedes 
continued to produce pulp. They 
borrowed money from banks and 
stored their surplus in warehouses 
and when these were glutted they 
stored pulp in the empty ships. So 
the bankers in Sweden are waiting 
for their money and when peace 
comes and the mines are lifted 
there will be a lot of pulp on its 
way to England and the U.S.A.. 
the principal world consumers. 

What do you know, he asked, 
about how paper is made? I ad- 
mitted my information was quite 
general. I suppose, he said, you 
have seen the great reels of paper 
being delivered to the newspapers.. 
I admitted I had and that my im- 
pression had been one of great 
weight. You were right, he said. 
but let me tell you how this paper 
is produced. 

A paper making machine is 
about 125 ft. long and from 8 to 
10 ft. high and about 20 ft. wide. 
They cost from $200,000 to $250.- 
000 each and in large mills are 
set in rows or banks. A good 
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TAKE A LOOK AT 
YOUR MARKET 


re KLEINS 


@ He’s your market for Klein Pliers—he and a 
good many thousands like him. Linemen, elec- 
tricians, craftsmen in every trade who know and 
appreciate good tools—recognize the plus quality 
and the hand craftsmanship that have won Klein 
Pliers their reputation. 


You can’t sell Klein Pliers to everyone—but 
your best customers—men who recognize the im- 
portant part high-quality tools can play in the 
work they do—will have nothing else. 


For these discriminating workers—for men who 
demand the best—be sure your stock of Klein 
Pliers is complete when the removal of war re- 
strictions permits their general sale. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: International Standard Electric Corp., New Y ork 


This book on the 
care and safe use 
of tools will be sent 
on request. 


Since 1857 eas ria 


I. 


a & Sons VM 


3200 BELMONT weeeeeet, CHICAGO 18, ILLINOTS 
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sized mill may use and run five 
of these great machines, the cos! 
of the machines alone being $1.- 
000,000. 


Hold Your 
Customers 
_ With This 
Quality 
 Line= 





































mixing tank at one end. It is 
about 10 by 10 by 20 ft. Here 
the wood pulp is dumped in ho! 
water. Then steam is turned on 
and the pulp is mixed with great 
paddles until it is about the con- 
of thin molasses, ready 
to be poured on top cylinder No, 
1. Here in this tank is prepared 
the kind of pulp needed for the 
kind of paper desired. Here also 
the color of the paper is fixed by 
means of the proper dyes. 





sistency 


The Pecora line is an old “buy-word” | 
with the hardware trade. Experience | 
has demonstrated over many years that | 
there is no satisfactory substitute for 
high quality and it is this extra ability | 
of Pecora products to render complete ; 
satisfaction that has brought caine | The Orr 
after customer back to the counters of | 

hardware stores for “more of the | 

same.” Build up your profits with the | 

following items: | 


The mill is made up of a series 
of steel cylinders. These cylinders 
are arranged one over the other 
five or six high. They are elec- 
trically heated from the inside. 
Before the run starts these cylin- 
ders are adjusted for width of the 
run, thickness of paper, etc. If 
there is to be a design—‘ water 
marks”—in the paper, or print- 
ing, this is arranged in some of 
the last cylinders before the paper 
becomes de-hydrated, cooled and 
hardened in its journey from the 
pulp tank over the first tier of 
cylinders to the others, down and 


PECORA 





CALKING COMPOUND 

A leader since 1908. Will not dry out, crack 
or chip when properly applied. Gun and 
knife grades. 

ROOF COATINGS 


Plastic and liquid forms. Fire resisting, 
weatherproof, sunproof, acid and alkali 
proof. More durable than paint, Costs less. | 


WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; also 
Black Asphaltic Waterproofing in paste or 
liquid form. 


ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of every 
furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 





dried and rolled to the right thin- 
ness. If a polished or glazed pa- 
per, using clay, is desired that is 
the job of certain cylinders. 

It is a continuéus process as it 
would be fatal to have the pulp 
cool or dry prematurely in the 





making. 
can be kept going as long as pulp 
| is poured into the tank and so 
| the daily, or 24 hour, output of 
| one of these mills is enormous. 

| But if shutdowns of mills are 
caused by lack of pulp or lack of 
orders the costs of the mill in- 
crease tremendously because of 
“dead” machinery and unused 
factory space. 

Various mills specialize in va- 
rious kinds and grades of paper, 
but the principle of the rolls is 
the same in all. It is much like 
the steel mills where the soft hot 
steel on the flat sheets is pressed 
out between rollers. 

One mill for 50 years has de- 





WRITE 
FOR 
stele) 4m 2s 


PECORA 


PAINT COMPANY, INC. 


Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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up, over and under until it is | 


When the run starts it | 





| 





These machines have a great | 





in every 
dream 
kitchen! 


Smart, streamlined design. Three 
models. Six colors. Glass tumblers to 
match. Crushes cubes or lumps fine or 
coarse. Double bearings assure 
amazingly easy operation. Base con- 
struction prevents tipping or skidding. 
Plastic handle knob matches base colors. 
The first mechanical finger ice crusher 
on the market. Ideal for chilled 
fruits, cold drinks, ice bags, ice cream 
and many other uses. Belongs in every 
post-war housewares department. 





MANUFACTURING COMPANY 
KANSAS CITY MISSOUR! 


Ohi nakwalr 
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voted its activities to producing | 
cartridge paper for loaded shells. | 


The development of this special 
paper took much research and 
afterwards great care in manufac- 
turing. Your “wet proof” shells 
could not be produced without 
this paper. 

Another was producing a cer- 


tain quantity of waterproof paper | 


for the Government and it also 
had some “regular” production 
for civilian customers. But along 
came a “directive” to produce to 
their full capacity for the Gov- 
ernment and so they cut out prom- 
ised supplies to civilians and these 
civilians just were left out cold. 

So my friend says being “in 


paper” is full of troubles, but he 





looks forward to the day when | 
supplies can, be counted on and | 


the dealer can sleep of nights. 


Paper Not Salvaged 


Of course, there’s no “come 
back” or recovery to all of the 
paper and cartons sent to the Pa- 
cific islands. It wouldn’t pay to 
try to recover. Just as with am- 
munition when a captured island 
is supplied and the troops move 
on the surplus ammunition landed 
is stored as best they can.~ It 
wouldn’t pay to try to reship this 
ammunition so all the islands in 
the Pacific will have a good stock 
of ammunition and many other 
supplies when peace comes. There 
are many piles of boxes of empty 
cannon shells marking the spots 
where batteries once were located. 

When the war is over it may 





pay some company to clean up | 


all the stuff, including paper, that 


may be left behind. But maybe | 


prices may be so low then that | 


it would not pay. 

I have seen some strange things 
done to paper with plastics and 
with chemicals. A sheet of ordi- 
nary blotting paper was dipped 
into a liquid. When it dried the 


former blotting paper was like a 


piece of sheet steel. 


We read of clothing made of | 
paper and of paper houses. If | 


waterproof paper is so easily 
made it seems it would be the an- 
swer to the problem of the small 


| 
| 


home of the future—especially | 


the summer bungalow of the city 
worker on the sea shore, lake, 
river, or even in the mountains. 
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Display and Sell, oi 


KELLOGG Qradi/y BRUSHES 


Yes, domestic help is scarce these days, but weary house- 
wives still have available an impressive array of handy 
household helpers in KELLOGG QUALITY Brushes. Each 
KELLOGG QUALITY Brush is scientifically designed and 
shaped to do a particular job of cleaning quicker and more 
efficiently than by ordinary methods. This spring . . . right 
now ... urge your customers to buy not just one but a com- 
plete set to fully equip them to whisk away cleaning cares. 

Remember KELLOGG QUALITY Brushes are obtainable 
only at retail stores! 


Order Chrough your wholesaler 


KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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49c Seller Grabs 
Big Profits 


Catteies SP 
Soar BAY 


Women will buy several of these amazing self- 
sudsing Cellulose Sponge SOAP BANKS at a 
time! Has so many uses they will need more 
than one—and it has a good mark-up on each 
sale. Just fill up inside pocket of Soap Bank 
with soap scraps, moisten in warm 
water—then watch the wonderful foamy lather 
bubble through as it cleans. 


35¢ QUICK PROFIT-MAKER! 


Housewives are waiting to buy this Cellulose 
Sponge dish mop that washes wonderfully clean 
with rich, foamy lather, yet keeps hands dry. 
Gets at hard-to-reach spots easily. A real self- 
seller for everyday washing chores. Useful in 
100 ways for home, office, and factory as a 
cleaner, moistener, dauber. 


Use one yourself! Get a Dish Mop and 
Soap Bank FREE! Send Minute Mop 
Co., Chicago, a carbon of your order 
te your jobber for a dozen or more. 


\ MINUTE MOP (CO. 


— SP ee & Ee 
SOTYRANKE CHICAGO 16 ILL. 





This Firm Keeps Track 
Of All Memorandums 
Made in the Store 


HE average hardware dealer 

makes many notes during the 
course of a day. Some of these notes 
pertain to service, some to merchan- 
dise and some to employees. This 
often means that many small pieces 
of paper are used daily. If any of 
them are lost, the dealer frequentiy 
cannot remember what they con- 
tained and he may suffer a loss as 
a result. 

Tobinson Bros. of Rockford, UL, 
has solved this note-taking problem, 
by making a special note-taking 
shelf at its office counter. An ar- 
rangement, near the telephone per- 
mits the clerks to write notes on a 
roll of paper while talking on the 
phone. In this manner, the records 
for an entire day can be kept on 
one sheet of paper, and torn off and 
inspected at the end of the day. The 
management finds that under this 
plan, store operations move much 
more smoothly. 


CALL ON A BUSINESS MAN 
only at business times, and on busi- 
ness; transact your business, and go 
about your business, in order to give 
him time to finish his business. 

—Wellington 


Local Taxes 





—Taxr Foundation 


The above chart shows where the 
taxpayer's dollars go in the matter 
of local taxes. Property taxes top 
them all with licenses and permits 
@ poor second. The much discussed 
poll taxes are way down in a very 
insignificant position. 














2 WAY CLEANING HARMONY! [E/ 4r 
—" _—_ 


NO OTHER CLOTH 
LIKE IT! 


uke A SPONGE 


Cleans, Dries cad Polishes 


LIKE A 


CHAMOIS 


Used WET, DAMP 
or DRY 


ALSO A SWELL 
DISHCLOTH 


Holds 

amount of water. 

Used like a 

Chamois for 
cleaning, drying, polishing. Dry, 
it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden 
stitch locks each thread. Re- 
sult: dense, long-wearing surface. 
Handsomely put up in red, white 
and blue display bands. Free 
counter folders. 


ORDER INTRODUCTORY ASSORT- 

MENT NO. 273 PACKED IN DISPLAY 

CARTON. IF YOUR WHOLESALER 

DOESN'T HAVE IT SEND US HIS 
NAME. 


T #75 75 -50 
#50 50 30 
3 3.00 


Total Retall Value $10.00 


DUET #100 $1.00 $2.00 
UE ‘ 


ANOTHER PRODUCT OF 


AMERICAN SPONGE & CHAMOIS CO., INC. 
NEW YORK 7 SAN FRANCISCO 5 
47 Ann St. 245 Mission St. 


Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 


National Cellulose 
Distributors Sponges 
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Get SOILAX from your jobber. 
Retail Prices: 25¢, 1% lbs. 
Economics Laboratory, St. Paul, Minn. 
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Myers Water System 
Miniature Presentation 


Shown above is Harold Biddinger, 
one of the pattern makers of the 
new “H” series eject water system, 
being made by The F. E. Myers & 
Bro. Co., Ashland, Ohio, presenting 
Curtiss Ginn, Jr., first vice-president 
of the company, with a perfect mini- 
ature, one-sixth the actual size, of 
the new water system. 





Varieties of Bullets 
Loaded in 30-06 
Sporting Cartridges 


Above are shown the variety of 
bullets loaded by the Western 
Cartridge Co., East Alton, Ill., in 30-06 
sporting cartridges. Left to right: 150- 
grain, open-point expanding; 180- 
grain, soft point; 180-grain, open- 
point, expanding boat-tail; Super-X, 
220-grain, metal case blunt nose; 220- 
grain, soft-point boat-tail; 180-grain 
metal case boat-tail; 180-grain, metal 
case boat-tail match and 180-grain, 
Silvertip controlled expansion in 

30-06 cartridge case. 











Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 160 











HEAD YOUR BUYING LIST 


ZIM CAN OPENER 


Opens any shaped cans, leaving 
edges clean. Strongly made for 
long service. Folds upwafd 
when not in use. 


Removes screw caps, bottle caps, pry-up 
caps and friction caps. Folds flat against 


DELUXE MODEL 
ZIM JAR OPENER 


STANDARD MODEL 


Leaves entire board for ironing. Folds back 
when not in use. 





WHEN THE WAR IS WON... 
we will supply you with the familiar Zim “ 
appliances and new “postwar” ones too. 
Meanwhile, we are apportioning the products 
which regulations permit us to make so each 
customer will get some. 





ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL 
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KESTER 


Médlal Mender 


ON YOUR COUNTER 


Kester Metal Mender sells on sight—because it 
is genuine flux-filled solder, so easy to apply 
that anyone can use it, and just the thing to mend 
a lot of out-of-use items. 

Take irreplaceable metal articles of every 
kind—gutters, tools, kitchenware and machinery 
—things needed by your customers every day; 
things lying idle because they are broken and 
because a little solder isn’t at hand. Kester 
Metal Mender can fix a lot of them. 

Most of your customers know about Kester 
Cored Solders. They read the national ads. 
They know, too, what a handy repair item 
solder is. 

So do them a favor—and do yourself a favor. 
Be,sure Kester Metal Mender is on your counter 
in its handy display carton, to remind them. 
They can fix a lot of things that need fixing; and 
fix them quick and easy because only heat is 
needed to apply Kester Metal Mender. 

You invest little when you stock Kester Metal 
Mender. The handy carton in which it comes 
provides your display. The display takes but lit- 
tle room; and it gets the business. Check your 
stock today; order from your jobber. 


* BUY WAR BONDS x* 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue, Chicago 39, Illinois 
Eastern Plant: Newark, N. J. Canadian Plant: Brantford, Ont. 


KESTER 


METAL MENDER 
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7/7 Always in Season 
jjj7/ Because— EY, 


BLACK LEAF 40 








@ It kills many destructive insects on 
flowers, fruits, vegetables and other types 
of vegetation; or spread on roosts it kills 
poultry lice and feather mites. As a dip 


Poultry 
Gardens 
Drench for Sheep 


ond Goats it is effective for scab on sheep and lice 
aera and ticks on sheep and cattle. Used also 
Fruits to control internal parasites in sheep and 
Shrubs goats. Full directions with every package. 


Tobacco By-Products & Chemical Corp.,Incorporated 
Louisville 2, . ‘ - " Kentucky 





They Look For the Leaf on the Packgge 
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MANUFACTURED BY 


WARNER BROODER AND APPLIANCE CORPORATION | 


NORTH MANCHESTER, INDIANA 
Send inquiries and orders to SALES AND SERVICE DIVISION 


THE NATIONAL IDEAL CO. $06 SUMMIT STREET 





TOLEDO . .. OHIO | 


HARDWARE ACE 


The PIONEER Electric Brooder | 
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‘porated 


In new homes and apartments, in 
commercial and industrial buildings 
and on the farms, one of the big im- 
provements in post-war construc- 
tion will be the increased use of 
sliding doors. Operating with easy, 
trouble-free efficiency, Richards-W il- 
cox’s perfected Sliding DooR-Way 
Hardware provides the vital mech- 
anism for making the most of such 
Sliding (or Vanishing) DooR-Way 
advantages as saving substantial 
space, better looking appearance, 
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FOR TOMORROW'S 
DOOR-WAY HARDWARE 


More doors will slide... 


and greater safety, particularly 
where there are children. 

For many years Richards-Wilcox 
have excelled in perfecting Sliding 
DooR-Way Hardware. Like other 
R-W products, its record of perform- 
ance and durability has been out- 
standing. Builders, dealers and dis- 
tributors planning a sound and prof- 
itable future, can depend with com- 
plete confidence on R-W Quality, 
R-W Engineering Know-how, and 
R-W willing, efficient Service. 


Jis 


Richards-Wilcox Mfg. ©. 











Vanishing House Doors 


The sliding-door pocket is easily 
installed when either R-W Van- 
ishing Door. Hangers No. 19 or 
No. 719 are employed. Specifically 
designed for single or parallel 


doors in closets, built-in ward- 
robes, kitchenettes, living rooms, 
bedrooms, etc. 
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Coleman 
, Floodlight Lanterns 





@ Just as Coleman Floodlight Lanterns have always 
been outstandingly popular on the home front, so 
are they today in great demand on world battle - a 
fronts. These quality-built, high candlepower lan- 4 
terns are providing floodlight brilliance for our 
fighters where power lines are out of the question 
and dependable light is highly essential. 







@ Model 242C 
Coleman 
Lantern 





The number of Coleman Lanterns it has been 
possible to produce for civilian use has been greatly 
limited because of war-time restrictions and the 
heavy demand of the military services. 


Victory comes first at Coleman! We must continue 
to meet the demands of the armed forces. But as 
soon as war production needs are supplied and as 
fast as materials become available, we will have 
more and more genuine pre-war quality Coleman 
Lanterns for civilian use. 


The three Coleman 
Lanterns shown 
here are the recog- 
nized quality lead- 
ers. As war condi- 
tions permit, they 
will be available 
with all of Cole- 
man’s high stand- 
ard of quality con- 
struction and 
performance. 














Model 228C Medel 220C 











Repair Parts Now Available for All Coleman iances— 
Many of your customers have Coleman Lanterns, Lamps, Irons 
and Stoves out of service which they would like — have put 
in good operating condition. Sell them on the idea of servicing 
their old appliances. Parts for all Coleman Appliances, includ- 
ing Mantles and Generators, are available. Keep your stock of 
these parts complete and keep your Coleman Service Program 
producing profits. Order any needed parts 
direct from your jobber. 














Coleman 


| APPLIANCES | 


THE COLEMAN LAMP AND STOVE COMPANY (TJ-5104) 
Wichita 1 « Chicago 11 « Philadelphia 8 « Los Angeles 54 « Hono'ulu, T. H. « Toronto, Can. 
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No. 821—DISPLAY OF POPULAR GRINDING WHEELS 


The attractive display above will hold 12 different, standard size, frequently used 
Aluminum Oxide grinding wheels. Light, but sturdy, it is a real attention-getter. 
Wheels are easily removed. It is 1334” wide, 8” high and 7” deep overall. Shipping 





weight, complete with wheels listed below, is 28 lbs. z 
Grain 
and List Price 
Grade Each 
1 A64-C 6x1x1 36-0 $4.00 
1 A64.F 6x1x1 80-N 4.00 
1 A63-C 6x%x1 46-0 3.50 
1 A63-F 6x%x1 80-N 3.50 
1 A53-C oS.5.:%.9 46-0 3.30 + 
1 A52-C 5x%x1 46-0 2.90 
1 A52-F 5x %x1 80-N 2.90 
1 A45-C Eat S 46-0 2.35 
1 A4.-C 4x%x1 46-0 2.05 
1 A44.F 4x 33 x1 80-N 2.05 
1 A43-C 4x Y%x1 46-0 1.75 
1 A43-M 4.x Yox1 80-N 1.75 
Total list price including display (subject to discount)..... sacs s SO005 


Eighteen sets of Bushings furnished with assortment for following arbors— 


He", %", 4", He” and 34”. 


Write for full particulars on the Macklin Sharpening Stone line and the complete line 
of Grinding Wheels. “Sharpen up with Macklin.” 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS AND OTHER ABRASIVE PRODUCTS 
JACKSON, MICHIGAN 


Sales Offices Chicago New York Detroit Pittsburgh - Cleveland Cincinnati - Milwaukee - Philadelphia 
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Marked to Stay Marked! 


VISIBLE price tag on every 
A item in stock should be the 

goal of every retail hard- 
ware store owner or manager. 
OPA regulations, of course, re- 
quire that some types of mer- 
chandise carry the ceiling price 
right on individual items. Un- 
less the person responsible for 
this work realizes its importance 
the business may be severely pen- 
alized. Salespeople will spend 
more time than necessary on in- 
dividual transactions, customers 
will become discouraged with poor 
service and much merchandise 
may actually be sold at or below 


cost. 


Indicate on Order 


Generally, subject of course to 
price ceilings, the owner or man- 
ager of a store is responsible for 
establishing retail prices on mer- 
chandise. In most instances this 
can be done at the time the mer- 
chandise is purchased. Occasion- 
ally it is best to decide on the 
price after the merchandise has 
been received, especially if the 
goods were purchased from a cat- 
alog illustration or description. 
Therefore, where possible, indicate 
the retail prices on items on the 
store’s copy of the order so the 
person checking and marking the 
goods will have the necessary in- 
formation in order to do a com- 
plete job. 


No Time Wasted 


This does not mean additional 
work for the buyer or proprietor. 
He must sooner or later decide on 
the retail price of the item, re- 
membering items subject to price 
regulations. The time to do this 
is when the item is bought, since 
to buy intelligently he must know 
about what price he must ask for 
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the item. If the pricing job is 
done when the goods are pur- 
chased, it will not be necessary to 
hold badly needed items in the re- 
ceiving room until the busy man- 
ager can find time to establish the 
necessary prices or until an in- 
voice is received. 


Mark It Permanently 


Merchandise should not be 
placed in stock until it is marked 
correctly and in a manner that 
will be permanent. Little is ac- 
complished if the price tag or label 
is improperly attached or if the 
wrong type of pricing device is 


used on the goods. Gummed labels 
are ideal for goods in boxes or 
cartons. They are of little perma- 
nent value in pricing galvanized or 
other metal ware. Select the best 
pricing medium for the item. 
Gummed labels, string tags, grease 
pencils, price cards, price tickets 
and price lists all have their place. 
Be sure the man responsible for 
the marking job understands thor- 
oughly where each should be used. 
If this is followed, the pricing job 
can be accomplished completely 
and accurately the first time it is 
done with the result that plenty 
of time and trouble will be saved. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is 
poor, and 20 very poor. The correct answers to these ques- 
tions will be found on page 139. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A quart of gun grade caulking compound will caulk 
approximately 244 windows. How many quarts of material 
will be needed to caulk all the windows in a house having 


20 windows? 


2—A large retail hardware dealer purchased 100 rolls of 
insect screen cloth direct from a manufacturer last year. How 
should he go about securing his screen cloth requirements 


for 1945? 


3—Mr. Jones wants to purchase enough asbestos asphalt 
roof coating to paint.a metal roof on his shed. The shed type 
roof is 40 ft. long by 15 ft. wide. The coating will cover 
approximately 75 sq. ft. per gallon. How many gallons will 


be needed? 


4—Dealer Smith ordered five cases of 1-in. 2-ply air cell 
pipe covering. Each case contains 36 pieces of covering 3 ft. 
long. Figure the number of feet in the order. 

5—A hammer cost a dealer $8.40 per dozen. He retails the 
number for $1.09 each. Determine the margin in per cent of 


the selling price. 


(Answers on page 139) 
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BUILDERS HARDWARE 





LWAUKEE STAMPING CO. 





2-B South 72nd Street, Mil k 





























Outstanding quality values backed 
by 25 years of soldering iron man- 


wacturing experience, DRAKE 
Soldering Irons have the built-in 
satisfaction you find 


in selling. There is a 
DRAKE Soldering Iron just right 
for every purpose. 


INDUSTRIAL BUSINESS 


The long-lived stamine of DRAKE Sol- 
fering Irons makes them particularly 
taluable for busy wer plants. Yeu can 
a Seldering Irons to those 


s. 
Wustrated here is No. 701—100-watt 


ORAKE Soldering Iron. This same type 
4 irom also comes in 60 and 150-wat' 


tetings. 
ASK YOUR 
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IRAKE ELECTRIC WORKS, INC. 


CROSS 
Sterilized 





AS A NEEDLE ! 


W.W. CROSS &CO. INC. 
East Jaffrey, N.H. 








| | tisk Your Jobber About— 





The Chicago “V’-Belt 
Palley Display 








will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 





the No. 50 Display Board. A 
‘complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in 4%” and 5%” bores. 

The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 
sizes. 

Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe S#., CHGO. 12, ILL. 

















WAY t-— 





BECAUSE . . . No other item you've ever 


handled returns you sc 
much sound, steady profit 


X-ACTO or your customer such 
complete satisfaction. . 
DISPLAYS and that’s why constant 
CATCH repeats make X-ACTO a 
THE EYE © sure way to profits. 


Address Inquiries te Alfred 
Field & Co., sele distributer: 
i ante, 8S Chan- 










TO BOOST YOUR SALES 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUCH 
Our national 
publica 
who buy from you... plus 

rong, e 
Helps’’ will boost your sales. 
X-Acto Knives with 8 inter- 
— blade types offer s 
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Quick =f 
ACCURATE (as 
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Paine Carboloy Tipped 

Drill Bits cut masonry and 

concrete 50 to 75% faster and 
assure clean, round, accurately 

sized holes. Smooth and quiet in 
operation, they prevent fractured walls, 
floors and ceilings and eliminate noisy 
pounding. Can be used in any rotary 
drill (slow speed). Available in sizes 
3/16” through 14%” diams. (graduated 
in 1/16” sizes). 

Ask your Jobber or Write for Catalog 
THE PAINE CO. 
2963 Carroll Ave. Chicago 12, Illinois 


‘PAINE - 
snd wancine DEVICES 



















OFAN 
MICROMETERS 


the importance of using only the 
most reliable precision tools, 
“Careful workmen recommend 
Lufkin Micrometers to one anoth- 
er. They look for the name Luf- 
* kin when they buy. That’s why it 
will pay you to sell Lufkin. 


“@: /uFKIN | 


TAPES « RULES e« PREC 








Post-War Relations 
Between Wholesaler 
And Retailer 


(Continued from page 113) 


must improve the sales ability of 
our organizations. We must make 
our stores so attractive that the 
customer will want to come to us 
to buy. 

Several weeks ago I saw some 
correspondence that a dealer had 
with the Texas Hardware and Im- 
plement Dealers Association with 
reference to passing a law of some 
kind whereby a wholesaler will 
not be permitted to sell to con- 
sumers. I was surprised for if I 
was a dealer and a wholesaler sold 
to my customer there would be no 
more business from me for that 
wholesaler. The best way to deal 
with a wholesaler who competes 
with you is to quit buying from 
him. 

So that you may know the 
thinking of one wholesale trade 
organization let me read a code of 
ethics that will be passed on at the 
next meeting of their board of 
directors. It is headed up “To 
have a friend, be one.” 

1. To act honorably as a whole- 
saler so that my business may be 
worthy of the respect and confi- 
dence of all who trade with me; 

2. To deal fairly and courte- 
ously with my sources of supply 
and my customers, neither mis- 
leading them by false promises 
nor misusing the confidence I 
gain; 

3. To bear no false witness 
against my fellow merchant and 
competitor, nor belittle him, nor 
impugn his honor nor covet his 
business ; 

4. To concern myself not with 
how other men perform their 
duties but concern myself with 
how I do mine; 

5. To be true to myself, true to 
my friends and true to my word; 

6. To realize as a business man, 
ambitious to succeed,.that I am 
subject to the ethics of my in- 
dustry and wish no success that is 
not founded on the highest justice 
and morality; 

7. To guard ‘within myself that 
treasure kindness, know how to 
give without hesitation, how to 
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This colorful, three-dimensional 
display (15” x 16”) on your 
counter attracts, amuses, and 
sells. 


It gets across vividly the 
“more shock” idea of Prime Hi- 
line Controllers, and provides. 
a brief but convincing 6- point 
sales story that makes sense to- 
farmers, and sales for you. 


Here is one more way in 
which Prime, the leader for 
eleven years, helps you to make 
more sales and win leadership- 
in this growing business. 


Prime sells only through job-- 
bers. Ask your jobber about 
safe, saleable Prime controllers 
—hi-line and battery—and ask 
him for your counter display. 


Or write to... 
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FINE TOOLS 
INVITE SALES 


Bh 
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TOOL MASSORTMENT 


--. and repeat business 


Vaughan Quality and Relia- 
bility invite inspection, and 
quick sales. More than that, 
Vaughan Fine Tools bring 
repeat business—the kind 
that paves the way 

for the sale of 

many other 


hardware items. 


No. 700 ASSORTMENT 
shown above is specially 
designed for counter and 
store window display. These 
assorted tools sell on sight— 
the result of 75 years of 
quality reputation. 











It always pays 
to buy a good tool 


VAUGHAN & BUSHNELL 
Manufacturing Company 
CHICAGO 
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lose without regret, how to ac- 
quire without meanness; 

8. To never esteem anything as 
of advantage that will cause me to 
break my word or lose my self re- 
spect; 

9. To be just as to my em- 
ployees, seeking at all times to 
gain and hold their respect and 
loyalty and to inspire them with 
the right principles of business 
conduct; 

10. To conform to trade cus- 
toms that are honorable and keep 
faith with all those constructive 
principles of this association 


which tend to the advancement of | 


the industry. 
So you can see that all whole- 


| salers are not mean, thoughtless 
| fellows. 


They have their heads 


| up—they are thinking high and 











lofty thoughts. 

What, then, should be the rela- 
tionship of wholesaler and deal- 
er? I would like to say: 

1. Get acquainted. 

2. Believe in each other; 

3. Learn one another’s prob- 


| lems; 


4. Dealers call on your whole- 
saler, at least once a year and dis- 
cuss your problems. And whole- 
salers call on your dealers and see 
with your own eyes what the 
dealer, your customer, wants and 
needs; 

5. Plan together, work together 
and play together. 

A great day lies ahead for the 
business of selling hardware and 
allied lines. Will we be ready to 
accept our responsibility and get 
the job done? 





Correct Answers to 
Test Your Hardware Sense 


(Questions on page 136) 


1—Answer. Eight quarts of com- 
pound will be needed. 

















2—Answer. Dealer should file 
WPB-547 application with the War | 
Production Board to cover each 
quarter’s screen cloth requirements. | 
Application will be considered and 
ratings assigned for the allotment | 
given. In filing these applications 
the dealer is to indicate all quan- | 
tities on a square foot basis. 

3—Answer. Eight gallons will be 
required to do the job. | 

4—Answer. 540 ft. of pipe cover- 
ing in the order. 

5—Answer. Margin 36 per cent. 











SINCE 1869 


HOISTING 
EQUIPMENT 


For steadily increasing sales vol- 
ume when normal times return, 
consider the profitable market for 
Round Hoisting Equipment. War 
orders still govern David Round 
production, but reasonable deliv- 
ery on satisfactory priority may 
be had on the items shown below. 
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DAVID ROUND & SON . 





139 











JESSE DUDLEY SEX- 
TON, recently retired from 
the Sexton-Douglass Hard- 
ware Co., Murray, Ky., after 
rounding out a half century in 
the hardware business, en- 
tered the field in January, 
1895 at the age of 23. Mr. 
Sexton began his business in 
the horse and buggy days and 
traveled in this manner in 
making his calls upon farm- 
ers in his area, sometimes even 
making his trips on horseback. 
In this way he succeeded in 
obtaining many orders for 
farm machinery, mowers, 

JESSE D. BEXTON rakes, etc. During his 50 

years in business he was rare- 
ly absent from his work and was continually “on the job.” 
Retiring a short time ago, he sold the business to two of 
his nephews, I. E. and Harold Douglass. As he says, 
“They will carry on and it is still in the family.” Mr. 
Sexton is a director in the Bank of Murray, Ky., for the 
past 37 years, is a member of numerous other local 
boards, has held the offices of city treasurer and county 
treasurer and has been a steward in the Methodist Church 
for 42 consecutive years. His principal hobbies are poul- 
try and gardening. 








WM. H. FITCH, president 

and general manager of the 
Richards-Wilcox Manufactur- 
ing Co., Aurora, Ill, cele- 
brated his 52nd anniversary 
in the hardware business on 
Sept. 30, 1944. His entire 
hardware life has been spent 
with same firm and with its 
predecessors. He entered the 
hardware field September 30, 
1892, as a member of the of- 
fice force of the Wilcox Mfg. 
Co. Even then he began to 
assume responsibilities. He 
made it his business to follow 
orders through the plant and 
see that they were shipped 
when promised. He progressed 
in business and in 1903 when the Richards Mfg. Co. was 
organized to market the products of Richards & Sencen- 
baugh Co., he became its secretary and manager. Within 
a year after the organization of the Richards Mfg. Co. 
it had purchased the stock of Richards & Sencenbaugh, 
and completed a new factory. In November, 1910, the 
company purchased the Wilcox Mfg. Co., the two firms 
were consolidated under the name of the Richards-Wilcox 
Manufacturing Co., and Mr. Fitch became president and 
general manager—the position he occupies today. Mr. 
Fitch is a member of the Wesley Methodist Episcopal 
Church, a director of the YMCA, member of the West 
Side board of education and has been an Aurora City 
alderman. He is a past president of the Fox Valley 
Manufacturers Association and a past president of the 
Aurora Rotary Club and has been identified with numer- 
ous other civic and business activities. He plays golf for 
fun and exercise but his particular pride and recreation 
is Fitchome Farms, a model dairy enterprise in north- 
western Illinois. 


WM. H. FITCH 


JAMES J. RIMSTIDT, 
president of the  Rimstidt 
Hardware Co., Rockport, Ind., 
is 75 years of age and has been 
in the hardware business for 
57 years. Mr. Rimstidt en- 
tered the business on Jan. 1, 
1888, in Dale, Ind., and seven 
years later moved to Rockport 
where he has been ever since. 
Recently he celebrated his 
75th birthday and his 50th 
year in business in Rockport. 
In response to an invitation to 
the public to help celebrate 
the dual events, more than 
1000 persons called at his 
store that day. He received 
many congratulatory messages, 
flowers, letters and telephone calls from customers and 
old friends. Incidentally, he still remains active and is 
on the job every day. Mr. Rimstidt was mayor of Rock- 
port for four years and also served three years as Spencer 
County commissioner. When he can obtain the gasoline, 
his hobby is driving out in the country and talking to 
the farmers. 





JAMES J. RIMSTIDT 
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Research indicates that, while 
builders hardware postwar may 
be novel to a degree and new 
materials utilized, by far the 
greatest emphasis will be placed 
on high quality, highly functional 
designs executed in the time- 
tested, traditional metals — brass 
and bronze. 

Warm, mellow and enduring 
... these materials need only the 
hand of appreciative craftsman- 


P. & F. Corbin 


oe 






ship to adapt them to the best in 
homes... commercial buildings 
... Civic structures ... hospitals 
. . . educational institutions ... 
or any other type of structure. 
Keeping abreast of trends in 
design, construction and instal- 
lation, and evaluating them in 
terms of life-time user satisfaction, 
P, & F. Corbin is serving the best 
interests of all who specify, buy- 
or sell good builders hardware. 
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No Triple Mill Supplies 
Convention During 1945 


Officers of the three associa- 
tions which normally hold the 
annual Triple Mill Supplies con- 
vention have announced that 
there will, because of convention 
and travel restrictions, be no 
regular convention this year. 
However, because of problems of 
each group that must come up 
for discussion executive com- 





mittees and officers of the three 
associations will meet at the 
Hotel Statler, Buffalo, N. Y., May 
21 and 22, 1945. The three asso- 
ciations are American Supply & 
Machinery Manufacturers’ Asso- 
ciation, National Supply & Ma- 
chinery Distributors’ Association 
and the Southern Supply & Ma- 
chinery Distributors’ Association. 








LAMPMAN, SALES MGR. 
PACIFIC COAST AREA 
FOR GLIDDEN CO. 


The Glidden Co., Cleveland, 
Ohio, recently announced the ap- 
pointment of George L. Lamp- 
man as sales manager of the Pa- 





GEORGE L. LAMPMAN 


cific coast division. Mr. Lamp- 
man joined the company as as- 
sistant sales manager of the 
company’s north central sales di- 
vision. Later he was named a 
trade salesmanager for a division 
in St. Louis. 


EAGLE PICHER LEAD 
NOW EAGLE-PICHER CO. 
The Eagle-Picher Lead Co., 
Cincinnati, Ohio has recently 


changed its name to the Eagle- 
Picher Co. J. M. Bowlby, presi- 
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dent, said the reason for this 
change is that for many years, 
the concern has produced numet- 
ous products not made of lead. 
AMERICAN HDWE. CORP. 
ELECTS OFFICERS 


As was announced in the April 
12th issue of Harpware AGE, 
The American Hardware Corp., 
New Britain, Conn., elected 


officers at the annual stock- 
holders meeting held recently. 
Other officers elected but not 
listed in the previous news item 
are as follows: George Hilde- 
brandt, vice-president and secre- 
tary, Joseph C. Andrews, vice- 
president and purchasing agent, 
Walter J. Bunce, treasurer, Mark 
C. Allen, assistant treasurer, and 
Clara E. Larson, assistant secre- 
tary. 


BARLOW & SEELIG 
OFFICERS RE-ELECTED 


R. C. Stuart was re-elected 
chairman of the board of direc- 
tors at the recent organization 
meeting of the board of the Bar- 
low & Seelig Mfg. Co., Ripon, 
Wis. Other officers re-elected 
include: H. A. Bumby, presi- 
dent; H. R. Scott, vice-president ; 
M. A. Toussaint, vice-president 
and general manager; H. G. 
Carles, treasurer; W. A. Royce, 
secretary; J. B. Murray, assistant 
secretary, and R. C. Labisky, 
treasurer. Directors include the 





above officers and D. W. Geer. 








Reelect Remington Board—Carpenter 
Now Vice-Pres., Ass’t. Gen. Manager 


Donald F. Carpenter, formesly 
vice-president and director of 
manufacture for Remington Arms 
Co., Inc., Bridgeport, Conn., 
was recently elected vice-presi- 
dent and assistant general mana- 
ger at a meeting of the board of 
the company. He joined the 
company in 1933, when he was 
appointed director of manufac- 
ture. Prior to that he had served 
in several executive capacities 
with E. I. du Pont de Nemours 
& Co., Inc., Wilmington, Del. In 
World War I, he was a second 
lieutenant in the U. S. coast ar- 
tillery, and during the present 
war, he served as assistant chair- 
man, civilian head, of the Small 
Arms Ammunition Industry In- 
tegrating Committee. 

The following directors were 
re-elected: M. Hartley Dodge, J. 
Thompson Brown, C. K. Davis, 
J. B. Eliason, Albert H..Holland, 
J. W. McCoy, and Granville M. 





Read. Other officers are: Mr. 


Dodge, chairman of the board; 
Mr. Davis, president and general 
manager; E. L. Bergland, vice- 
president in charge of engineer- 
ing surveys; W. H. Reisinger, 
vice-president and treasurer; B. 
E. Strader, vice-president and 
director of sales, and R. D. Jack, 
secretary. 











E. S. PHILLIPS 


who marks his 20th year us 
president of Devoe & Raynolds 
Co., Inc. manufacturers otf 
paints and finishes, 787 ' First 
St., New York City 17. Mr. 
Phillips in his annual report 
mentioned that the company 
received the second star for its 
- flag from the Maritime 
Commission, for its contribu- 
tion to the production of war 
materiel. He also revealed the 
fact that 535 Devoe employees 
are now in the armed services 
Mr. Phillips emphasized that 
the company has no reconver- 
sion problems. 








LINTON REPRESENTS 
CORBIN SCREW CORP. 
IN NEW ENGLAND 


Howard F. Linton, affiliated 
for several years with the whole- 
sale and retail hardware and mil! 
supply sales field, has been 
named sales representative for 
The Corbin Screw Corp., New 
Britain, Conn., in Connecticut 
and western Massachusetts. Mr. 
Linton has spent six months ip 
the Corbin factory preparing for 
this new assignment. 





U. S. PLYWOOD MOVES 
EXECUTIVE OFFICES 


The United States Plywood 
Corp. has recently announced 
that its executive offices have 
been moved from 616 W. 46th 
St., New York City 19, to the 
Weldwood Bldg. 55 W. 44th 
St., New York City 18. The new 
telephone number is Murray 
Hill 2-1900. 





DONALD F. CARPENTER 
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Fay F. Thomson and 
A. E. Goddard Die 


President and Vice-president, Thomson-Diggs Co., 
Sacramento, Calif., wholesalers, pass on within four 
days of each other following long time business asso- 
ciation together. Mr. Thomson most recent past 


president of N.W.H.A. 





FAY F. THOMSON 


At press time we learn the 
shocking news that, within a brief 
four-day span, death has claimed 
both Fay F. Thomson, president, 
and A. E. Goddard, vice-president 
and sales manager of The Thom- 
son-Diggs Co., Sacramento, Calif., 
hardware wholesalers. Mr. Thom- 
son passed away Sunday, April 
15 and Mr. Goddard’s end came 
the previous Wednesday, April 
11. 

These two men had long been 
associated in business and in 
civic pursuits together and were 
well known and beloved through- 
out the hardware industry. Mr. 
Thomson is the most recent past 
president of the National Whole- 





sale Hardware Association and 


his late associate had served as 
mayor of Sacramento. As we go 











A. E. GODDARD 


to press no further details are 
known. 

Mr. Thomson had been taken 
ill en route to the October 1944 
Atlantic City convention and 
hospitalized in Philadelphia for 
several weeks before returning 
home, apparently in good health. 








H. C. ATKINS V.P. 
E. C. ATKINS & CO. 


Henry C. Atkins has recently 
been elected vice-president in 
charge of manufacturing for the 
E. C. Atkins & Co., 402 S. Illi- 
nois St., Indianapolis 9, Ind. The 
1945 
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appointment of William Ed Mc- 
Cartney as superintendent was 
announced at the same time. 
Mr. Atkins has been with the 
company for 23 years, starting in 
the manufacturing division. He 
served as production manager for 











H. C. ATKINS 


six years and for nine years as 
superintendent. He was in Wash- 
ington for three years as con- 
sultant for the Technical Awards 
Committee, War _ Production 
Drive, and advisor to Indiana 
State WPB Panel for Training 
Within Industry. Mr. Atkins is 
the third generation of the family 
actively engaged in the manage- 
ment of the company. Mr. Mc- 
Cartney has served the company 
14 years, and is the second gen- 


| eration of his family employed 


by the company. 





PENDER HEADS AM. 
STOVE MARKET-SALES 
RESEARCH DEPT. 


Stanley E. Little, vice-presi- 
dent in charge of sales, Amer- 
ican Stove Co., Cleveland, Ohio, 
has recently organized a market 
and sales research department 
under the management of Marc 
W. Pender. Mr. Pender has been 
with the company since 1929, 
and was in the production de- 
partment of the Cleveland office 
until 1932. He then was named 
head of sales of Magic Chef do- 
mestic and heavy duty cooking 
ranges in the Atlantic sales di- 
vision of the company. After 
Pearl Harbor he was sent to 
Washington to handle the com- 
pany’s relations with the services 
and government agencies in con- 
nection with its production of 
war materiel. He will direct the 
department from Washington 
until the end of the war. 





C. MEIER RESIGNS 
FROM WESTINGHOUSE 
FORMS OWN COMPANY 


Charles A. Meier, who had 
been connected with the Westing- 
house Electric & Mfg. Co., ap- 
‘pliance division for 31 years, 
recently announced his resigna- 
tion from the company, and the 
formation of a new company to 
represent nationally known elec- 
tric appliance and commercial 
and industrial supplies manufac- 
turers. His company, called the 
M. & M. Sales Co., is located in 
space 467, Western Merchandise 
Mart, San Francisco 3, Cal. 

He joined the St. Louis, Mo., 
sales staff of the Westinghouse 
Electric & Mfg. Co., in 1913, and 
in 1918 transferred to the mer- 
chandising division, and _ in 
1924 was named merchandising 
manager. He served as district 
merchandise manager in San 
Francisco, and then became dis- 
trict utility sales manager. 





R. M. PARSONS MADE 
GEN. SALES MANAGER 
OF STANLEY TOOLS 


Robert M. Parsons was re- 
cently promoted to general sales 
manager of Stanley Tools, New 
Britain, Conn. At the same time 
Girard H. Story was named as- 
sistant general sales manager. 
Kenneth C. Freedell, whose ap- 
pointment as assistant sales man- 
ager was announced in the April 
12 issue of Harpware AcE has 
since been appointed as sales 
manager. 





ROBERT M. PARSONS 
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HARLEY SMITH RETIRES 
AS CLEVELAND DRILL 
SALES REPRESENTATIVE 
Harley G. Smith, veteran sales 


representative for The Cleveland 
Twist Drill Co., 1242 E. 49th St., 





HARLEY G. SMITH 


Cleveland 14, Ohio, for 50 years, 
has recently retired. He had been 


identified with the Pittsburgh, 
Pa., territory for the past 47 
years. 


YALE & TOWNE MFG. 
RE-ELECTS DIRECTORS 


At the 76th annual meeting of 
the stockholders of The Yale & 
Towne Mfg. Co., Stamford, 
Conn., 11 directors were re-elect- 
ed for a year’s term. Directors 
re-elected Schuyler Mer- 
ritt, chairman of the board, The 
First-Stamford National Bank & 
Trust Co.; Louis H. 


were: 


inforcing division. His last posi- 
tion was that of assistant mana- 
ger of the electrical and wire 
rope department, in Chicago. 


York City; Joseph A. Horne, 
chairman of the board of direc- 
tors, Stamford; Robert Struthers, 
senior partner in the New York 
stock exchange firm of Wood- 








Struthers & Co.; Gabriel S. MILLMAN PRESIDENT 
Brown, chairman of the board, GEUDER PAESCHKE 
Alpha Portland Cement Co.; W. ; d 
| Gibson Carey, Jr., president,| H. F. Millmann was recently 
| Greenwich, Conn.; Herbert G.| clected president of the Geuder, 


Paeschke & Frey Co., Milwaukee, 
Wis., at a meeting of the board. 
Other officers elected are: . Capt. 
A. K. Paeschke, vice-president; 


| Wellington, senior partner in the 
New York stock exchange firm of 
| Wellington & Co.; Fred Dunning, 
| secretary-treasurer, Stamford, 
Conn.; William H. Mitchell,|¥- T. Frey, vice-president and 
president, Mitchell Steel Co.; S.| treasurer, and A. J. Lehmkuhl, 
Bayard Colgate, chairman of the | S¢cTetary and assistant treasurer. 
board, Colgate - Palmolive - Peet | ©: H. Voss and H. N. Forsberg 
Co.; Calvert Carey, vice-presi- | continue as vice-presidents. Mr. 
dent in charge of production, | Millman, who succeeded the late 
Greenwich, Conn. | Frank A. Frey as president, 
| joined the company as an office 











PEASE RETIRES AS | boy, 54 years ago, and has 
ASST. MGR. DIVISION worked in practically every 
OF AM. STEEL & WIRE branch of the business. He was 


appointed purchasing agent in 
1908 and made vice-president in 
1935. 


B. S. Pease, veteran sales 
| executive of the American Steel 
| & Wire Co., Cleveland, Ohio, has 
recently retired as assistant man- 
ager of the wire rope and con- 
struction materials division of the 
company. He is succeeded by 
Myron E. Capouch. He started 
with the company as a salesman 
| in the Chicago, IIl., office in 1909. 


| He was successively, assistant 
manager, manager of the con- 
crete reinforcing division, and 


manager of the construction ma- 
terials sales division in 1929. In 
Dec., 1937, he was moved to the 
main office in Cleveland as as- 
sistant manager of the wire rope 





Porter, | ciated 
senior partner in the law firm of | Wire Co., in 1926, when he began 
Messrs. Porter & Taylor, New| as a salesman in the concrete re- 


and construction materials divi- 
Mr. Capouch became asso- 
American Steel & 


sion. 
with 





H. F. MILLMANN 








PRESIDENT TRUMAN ATTENDED MEMPHIS HARDWARE CONVENTION IN 1943 








The arrow points to President Harry S. Truman, then Senator Truman: attending the X-Club 
luncheon held in connection with the joint convention of the Southern Hardwure Jobbers’ 
Association and the American Hardware Manufacturers’ Association, Memphis, Tenn., Aprii 
13, 1943. Mr. Truman had been a featured speaker at the convention as reported in the April 


29, 1943 issue of Hanpware Acer. 
one day over the date he became President of the United States. 
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The date of his appearance on this hardware program was 





GENERAL MILLS MAKES 
THREE MECHANICAL 
DIV. APPOINTMENTS 

Harry A. Bullis, president of 

General Mills, Inc., Minneapolis, 
Minn., announced recently three 





ROSCOE E. IMHOFF 


appointments in the company’s 


mechanical division. Fred 
Blumers was named executive 
vice-president of the division, 


Roscoe E. Imhoff, vice-president 
in charge of appliance sales, and 
Arthur H. Smith, vice-president. 
Arthur D. Hyde is division presi- 
dent of the Mechanical Division. 
| Mr. Imhoff joined the com- 
pany in 1944 as sales manager in 
| 





charge of home appliance activi- 
| ties. His career started in 1919 
| with Westinghouse Electric & 
Mfg. Co., with whom he was 
associated for 21 years, serving as 
sales manager of the merchandis- 
ing division for eight years. He 
joined Proctor Electric Co., in 
1940 as vice-president and gen- 
eral sales manager, resigning last 
summer to accept his responsi- 
bilities with General Mills. 

Mr. Blumers has been plant 
manager of that division’s ord- 
nance plant in Minneapolis, and 
Mr. Smith has been secretary 





and comptroller of the division 


since 1941. 


MARTIN CO. REOPENS 
IN CHICAGO, ILL. 


The Martin Co., manufacturers 
agents, Room 14-103, Merchan- 
dise Mart, Chicago 54, IIl., has 
recently been reopened. by Mrs. 
Will Martin. The company was 
closed when her husband, Will 
Martin, entered the service in 
1943, but although he is still 
overseas, Mrs. Martin has made 
the business active again. The 
company will represent the Sam- 
son-United Corp., Rochester, N. 
Y., and the Artmoore Co., Mil- 
waukee, Wis. 
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Natienal 


Hardware 


LANS which architects and 

builders are preparing now 
for postwar homes and building 
projects accentuate comfort and 
livability. Here is where National 
Hardware will play an important 
role because of the wide diver- 
sity of this extensive line with spe- 
cially designed products to serve 
specific types of construction. 


The wide variety of basic mate- 
rials, the assortment of protective 
finishes and the different sizes 
of hinges, hangers, etc., enable 
builders to select hardware that 
will fit various jobs with almost 


custom-built accuracy. 


You can plan now and specify 
genuine National Hardware for 
your postwar building. Your 
present requirements may be 
supplied on priority order from 
the limited list of products we 
are privileged to manufacture 
under government regulations 
while we look hopefully forward 
to the day when all your hardware 


requests can be supplied. 








National Manufacturing Co. 


STERLING 
ILLINOIS 











APRIL 26, 1945 
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HASS, ASST. PRES. 
WILSON ASST. SALES 
MGR., ADEL PRODUCTS 


Melvin H. Hass has recently 
been appointed administrative 
assistant to the president of the 


MELVIN H. HASS 


Adel Precision Products Co., 
Burbank, Cal. He is a director 
of Lane Wells Co., Los Angeles, 
Cal. A veteran of World War I 
and II, he served as a captain in 
the Marines for three years, prior 
to joining Adel. 

C. H. Wilson has been named 
assistant sales manager, con- 





| sumer products division of the 


company. Mr. Wilson has spent 
over 25 years in the distribution 
and sales of household appli- 
ances. He was formerly asso- 
ciated with Leo J. Meyberg, San 
Francisco, Cal., and Strong, Car- 
liske & Hammond, Cleveland, 
Ohio. For three years he was 
manager of the Cleveland, Ohio, 
district for General Electric Sup- 
ply Corp. Items to be offered by 
the company under recent WPB 
spot authorizations will include 
household and_ photographic 
equipment, and a new line of 
stainless steel kitchen tools. 








JOHNSON, VICE-PRES. 
REYNOLDS METALS CO. 


Keen Johnson, formerly gov- 
ernor of Kentucky, who has been 
associated with the Reynolds 
Metals Co., Louisville, Ky., as 
assistant to the president, has 
been named vice-president of the 
company. 

DIXON DIRECTS 
CONLON EXPORTS 


Donald Dixon has been named 
export director of the Conlon 
Corp., Chicago, Ill., peacetime 
maker of household washers and 
ironers. Mr. Dixon stated that 
South America, South Africa, 
and the Scandinavian countries 
will be good markets for Ameri- 
can-made washers and ironers, 
when manufacturing is resumed. 


COL. HOWSE SURPLUS 
PROPERTY BOARD 
ADMINISTRATOR 


Col. Alfred E. Howse has re- 
cently been appointed adminis- 
trator of the Surplus Property 
Board. He is chairman of the 
Wichita Wholesale Furniture Co., 
and affiliated companies, presi- 
dent of the Forest Hill Co.’s., 
and partner in the Howse Invest- 
ment Co."s. While in the Army 
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he served as executive for pro- 
curement on the staff of Lt. Gen. 
G. C. Kenney, then Commanding 
General of the Materiel Com- 
mand, and was Acting Chief of 
Staff for the 13th Air Force 
Supply in the South Pacific. In- 
juries sustained in that area re- 
sulted in his retirement in 1945 





from the Army. He also de- 
veloped the China Aircraft Co., 
in San Francisco, which is a 
Chinese alien-owned manufactur- 
ing company organized to pro- 
duce military aircraft in this 
country for use in China. 


PLOMB TOOL CO. 
WINS THIRD STAR 


The Plomb Tool Co., Los An- 
geles, Cal., has recently been 
given the “E” award for the 
fourth time in the form of a 
third white star to add to its 
pennant. The company sup- 
plies mechanics’ hand tools for 
the armed services. 


BITUCOTE PRODUCTS 
BUYS PLANT IN N. J. 


The Bitucote Products Co., St. 
Louis, Mo., has recently pur- 
chased a new manufacturing 
plant and shipping facilities at 
16 Old White Horse Pike, Cam- 
den, N. J. This plant is manu- 
facturing the company’s line of 
industrial asphalt products. L. P. 
Shropshire, head of the plant, is 
now eastern manager for the 
company. He was formerly asso- 
ciated with the Headley Co., and 
the Asphalt Process Corp. 


PHILCO INTERNAT. 
TO HANDLE EXPORT, 
DOMINION APPLIANCES 


The Dominion Electrical Mfg. 
Inc., Mansfield, Ohio, has re- 
cently appointed the Philco In- 
ternational Corp., 230 Park Ave., 
New York City, exclusive export 
representatives for the sales of 
its products in al! countries ex- 
cept continental United States 
and Canada. 





J. TRUSLOW, PARTNER 

TOXITE LABORATORIES 

John Truslow has _ recently 
been made a partner of his uncle 
Claude Truslow in the Toxite 
Laboratories, Chestertown, Md 


JOHN TRUSLOW 


John Truslow is general manages 
in charge of sales and advertis- 


‘ing and will supervise the gen. 


eral business details of the com- 
pany. The company makes Toxite. 
a disinfectant for destroying dis- 
ease germs, bacteria and insect 
pests. 


DEARBORN STOVE 
BUYS FACTORY IN 
DALLAS, TEXAS 


The Dearborn Stove Co., Chi- 
cago, Ill., has recently purchased 
a factory at Dallas, Tex. This 
plant will be operated as a 
branch of the company, and it 
will manufacture gas heaters 
when restrictions on the neces- 
sary material are lifted. 





+ 











CONGOLEUM-NAIRN AIDS NEWARK RED CROSS EXCEED QUOTA: The industrial 
and commercial divisions of the Newark, N. J., Red Cross Chapter, recently exceeded 
their quotas in the War Fund Drive, through a plan of solicitation developed by Congo- 


leum-Nairn, Inc., Kearny, N. J 


Feature of the plan included a five-day intensive cam- 


paign of solicitation promoting competition among the factories and offices in the Newark 


area to achieve 100 per cent participation. ne 
of over $6.00 per person, while achieving the 100 per cent participation. 


Congoleum-Nairn, Inc., donated an average 


Left to right: 


William Lohmann, Hugh McCann, James Whyte, Thomas Conlan, representatives of the 
Kearny plant; Theodore L. Shaffer, company vice-president; Henry S. Puder, Red Cross 
area chairman; Joseph A. Hurley, industrial division chairman; and John C. Gilfillan. 
representing the company’s general office. 
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CLARION RADIO “E” PRESENTATION: Shown left to 
right: Col. N. Boruszak, John Holmes, president of the com- 


pany, and Commander George C. Norwood, USNR. 


the floor selling areas so that all 
stores will have 3,000 to 4,000 
sq. ft. of space for adequate dis- 
play of the expanded lines. Also 
announced was the purchase of a 
large corner location at 34th St., 


| and Bunker Hill Rd., Mt. Rai- 


nier, Md. The present three 
store buildings and parking lot 
housed on the property will be 
remodeled into a store and paved 
parking space for customers. 


MILCOR STEEL MOVES 
CANTON OPERATIONS 
JOINS OSBORN CO. 


The Milcor Steel Co., Milwau- 
kee 4, Wis., has recently an- 
nounced that the entire Milcor 
operation at Canton, Ohio, has 
been moved to Cleveland, where 
the manufacturing and sales will 





EXPAND WESTINGHOUSE 
CONSERVICE SCHOOLS 


Westinghouse Electric & Mfg. 
Co., “conservice” schools for 
1945 wiil be expanded through- 
out the United “States to include 
half-day sessions on commercial 
refrigeration and the Laundro- 
mat, automatic washer, stated 
L. K. Baxter, manager of the 
service department of the com- 
pany’s appliance division, Mans- 





field, Ohio. Other school fea- 
| tures include a full color talking 
| movie, entitled, “It All Adds Up,” 
| which shows that good service 
| builds good will, and illustrates 
| the steps in training new service 
| men, and a sound slide film on 
'“The Refrigerator Temperature 
Control.” 

The schools will be sponsored 


“E” PRESENTED TO 
CLARION RADIO 


A noiseless hand generator, 
designed for use by American 
paratroopers by the Clarion 
Radio factory, Warwick Mfg. 
Corp., Chicago, Ill., has won the 
factory Army-Navy “E”. Lt. Col. 
Nathan Boruszak, director of 
equipment division, Philadelphia 
District, made the presentation. 
This lightweight generator is 
carried by paratroopers to furnish 
electric current for communica- 
tions equipment established and 
operated behind enemy lines. 

Gordon G. Brittan, vice-presi 
dent of Warwick Mfg. Corp. 
acted as master of ceremonies, 
and John S. Holmes, president, 
accepted the award on behalf of 
the employees. The event, held 
in the LaFollette Park audito- 
rium, was attended by 1200 em- 


named manager of the company’s 
refrigeration division. Mr. Hoh- 
meyer has been with the com- 
pany for 18 years, thé past three 
of which he had been advertising 
manager. 


PEOPLES HDWE. PLANS 
FOUR NEW STORES 


Peoples Hardware, Washington, 
D. C., has recently announced 
plans for four new stores, within 
the greater Washington trading 
area. The stores will be located 
in the District of Columbia, and 
nearby Maryland and Virginia 
counties. Samuel Del Vecchio, 
president and general manager, 
stated that his company’s post- 
war plans are to install new 
modern display fixtures in the 
14 existent branches, re-model al] 
store interiors, and to increase 





be coordinated with those of The | by local distributors for dealers 
J. M. & L. A. Osborn Co. This | and their appliance service men, 
combined organization will great- with Westinghouse service super- 
ly facilitate service to both Mil- | visors conducting the sessions. 
cor and Osborn customers, who | The program consists of two 
will be able to obtain both the | separate one-day schools, the first 
sheet metal and building material | covering domestic refrigerators 
lines from one company. The re- | and refrigeration specialties, and 
vised name of the company is | the second; electric ranges, water 
The J. M. & L. A. Osborn Co.,| heaters, and both the Laundro- 
division of Milcor Steel Co., 1541 mat and conventional types of 
E. 38th St., Cleveland 14, Ohio. | washers and also of ironers. 


George Climo and Clayton Caddy | 

will remain as president and LUEKENS MEMBER OF 
vice-president, respectively of the BOARD—SECRETARY 
Osborn Co. The new officers are:| GEO. WORTHINGTON CO. 


E. A. Tanner, chairman of the! Norman F. Luekens was re- 





board; G. W. Hillibish, vice-| cently elected to the board of 


president; E. L. Lipman, secre- | directors and to the office of sec- 
tary and treasurer, and C. C. retary of The Geo. Worthington 
Bolus, assistant secretary and as-| Co Cleveland, Ohio, hardware 
sistant treasurer. Don L. Ros-| wholesalers. He formerly was 
siter, formerly district sales man- | accictant secretary and controller 
ager for Milcor in Canton, is| of the company. L. D. Collar, 


ployees and their families. 





E. C. LEACH HEADS 
DISTILLATE BURNER 
ASSOCIATION 


E. C. Leach, general manager, 
Lynn Products Co., was elected 
president of the Distillate Burner 
Manufacturers Association at its 
recent annual meeting in Boston, 
Mass. Other officers are: J. W. 
Meyer, Jr., Alaska Freezer Co., 
Winchenden, Mass., first vice- 
president; George Brumm, Oil 
Burner Products, Worcester, 
Mass., second vice-president, and 
Henry H. Morse, Florence Stove 
Co., Gardner, Mass., secretary. 
E. T. Isaac, Cronin Supply Co., 
Cambridge, Mass., is treasurer. 





FRANK KENNA 





general manager of sales of the! formerly secretary and treasurer 


Osborn Co. Jos. T. Hagan is 
district sales manager for the 
Cleveland, territory. 





BRITTON, SURPLUS 
PROPERTY BOARD 
DIRECTOR, RESIGNS 


Mason Britton, administrator 
for the Surplus Property Board, 
has recently resigned to under- 
take an important confidentia! 
government assignment. 


of the company was reelected 
treasurer by the board. 


REGAL LIGHT, SUPPLY 
FIRM NAME CHANGED 


D. Regal has announced that 
the Regal Light & Supply Co., 26 
Landsdowne St., Cambridge 39, 
Mass., has changed its name to 
John S. Regal & Son, Inc. No 
changes in ownership, personnel 
or policy are involved. 














E. C. Stearns & Co. Gatted by Fire— 
Plan Quickest Possible Resumption 


The entire foundry, machine | ware, power lawn mowers, in- 
shop and general office buildings | cinerators and automotive lines, 


of the E. C. Stearns & Co., Syra- 
cuse, N. Y., were gutted by fire 


and operates a grey iron casting 
foundry. 


DETROIT LUBRICATOR 
ADVANCES TWO MEN 


W. H. Hohmeyer has been ap- 
pointed manager of the oil burner 
controls division of the Detroit 
Lubricator Co., 5900 Trumbull 
Ave., Detroit 8, Mich., to succeed 
F. G. Coggin, who has been 
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president of Marlin Firearms 
Co., New Haven, Conn., man- 
ufacturers of sporting guns and 
razor blades, has been appoint- 
ed a member of a commission 
planning the celebration of the 
100th anniversary of the birth 
of Col. William F. “Buffalo 
Bill” Cody next year. 





F : Of such severity that it threat- 
carly the a oe of April 6. The | ened eight other blocks of build- 
company immediately anhounens | ings in the vicinity, the fire 

“ . . : ’ 
that “It is = cesswe: to Fe | necessitated calling fire equip- 
sume operation as quickly as) ment from communities adjacent 
possible, at which time the trade to Syracuse. The cause of the 
will be ‘notified.” The company | fire was not immediately deter- 
manufactures, in peacetime, hard- mined. 
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i the professional user every K&E 
product has great attraction. It 
looks right, feels right, makes people 
want to own it. Why? Because K&E 
make things not to please just them- 
selves, but also to meet the desires of 
customers. Precision manufacture and 
quality control are vital to K&E, 
but there is something else that is 
just as important. That is design for 


daily use. 


KEUFFEL & 


NEW YORK + HOBOKEN 


Take FAVORITE* WYTEFACE 
Steel Tape, for instance. It has black 





graduations on white, because every- 
body reads black on white best. The 
white surface is easy to clean, and 
being firmly bonded to the steel, affords 
protection against rust. In addition, it 
is easy to read when the light is dim. 
No wonder anyone who picks up one 
of these tapes wants to own it. To SELL 
it—-SHOW it! 


ESSER CO. 


CHICAGO «+ ST. LOUIS 


DETROIT + SAN FRANCISCO + LOS ANGELES « MONTREAL 





FAVORITE* WYTEFACE STEEL TAPES are 34" wide, and come with either 
plain end ring, or K&E end fastener. Graduated in feet, inches, eighths. Lengths, 
25’, 50’, 75’ and 100’. Ask your jobber or write us for illustrated folder, prices 


name to 
Inc. No 


personnel 
and discounts. 











DISPLAY CARD. Has proved effective in stores 
all over the country. Sent free on request. 
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Drafting, Reproduction, Surveying 
Equipment and Materials. 
Slide Rules. Measuring Tapes. 


STEEL MEASURING TAPES 


* TRADE MARK REG. U. 8. PAT. OFF. 
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-the same age.. 
note the difference! 






Even the most unobserving will 





readily grasp our inference. One 





of the young ladies is in “good 
One 
apparently watches her calorie 
One is 





shape,” the other is not. 






intake, the cther doesn’t. 
admired by the passing throngs. 
the other is lost in the crowd. 







A quality product can be spotted 
with the same ease. That is why 
ATLAS products are receiving 
such outstanding consumer ac- 
ceptance. ATLAS products have 
that “certain something”. .they’re 












standouts in their particular field. 


We don't want to keep 
blering the same tune 
but please order only for 
your immediate needs— 


ATLAS TACK 


CORPORATION 


FAIRHAVEN, HENDERSON, 
MASS. KY. 















| vice-president in charge of ser- 
| vice. The service expects to have 


| ance servicemen who will be 
| qualified to repair all types of 
| radio receivers, refrigerators, and 
| air conditioners within the next 


| Form Philco Service to Establish 


Appliance Servicemen Standards 


The formation of Philco Ser- 
vice, a world-wide organization 
of appliance servicemen, to 
establish new high standards in 
that field, was recently an- 
nounced by Robert F. Herr, 
Philco Corp., Philadelphia, Pa., 


a membership of 25,000 appli- 





two years. 


Membership in the service is 
open to individual servicemen, 
dealers’ servicemen, and dealer 
organizations both in the U. S., 
and other countries which have 
and maintain facilities adequate 
to carry on high quality work. 
Members will be informed as to 
the latest technical developments 
and will be instructed in main- 
tenance and repair work. They 
will also be furnished with 
credentials to show they are 
fully qualified to render service 
on Philco and other products. 








KELVINATOR NAMES 
THREE FOR POST-WAR 
SALES OPERATIONS 

Three staff members of the 
Nash-Kelvinator Corp., Detroit 
32, Mich., still engaged in war 





8. R. SELLERS 


work, have been designated to 
handle the company’s three re- 
gional territories in its national 
post-war sales activities. 

The country has been divided 
into three wide territories, east, 








H. C. PATTERSON 


west and Pacific, assigned re- 
spectively to S. R. Sellers, H. C. 
Patterson, and C. J. Bachman. 
Their activities will be directly 
under T. A. Farrell, assistant 
general sales manager in charge 
of the operations divisions, Mr. 
Sellers was range sales manage 
before his war assignment as 
assistant to the vice-president in 
charge of Detroit plant opera 
tions. Mr. Patterson was Cincin- 
nati zone manager before the 
war, when he became assistant to 
the president, assuming charge of 
the Washington government office 
C. J. Bachman continues a+ 





Cc. J. BACHMAN 


Pacific coast manager, a post he 
was appointed to just prior te 
the war. 


U. S. PLYWOOD SALES 
DISTRIBUTORS FOR 
GOODYEAR’S PLIOBOND 


The Goodyear Tire & Rubbe: 
Co., Akron, Ohio, has recently 
appointed the United States Ply 
wood Corp., as exclusive nation 
wide sales distributor for Plio 
bond, universal synthetic adhe 
sive cement, which is manufac 
tured by Goodyear. 
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Nationally advertised in 
“HOUSE BEAUTIFUL’’—"‘HOUSE & GARDEN” 


POT OF GOLD for retailers! Silex coffee makers are 
profit-makers, because Silex is ‘‘24K’’—the standard 
by which all coffee makers are judged. 


GOLDEN PRESTIGE for your store! Silex adds to your’ 
reputation for carrying the top brand in every line. 


THE REAL THING! No need to apologize “As good as 
Silex.’”” People already know that only coffee makers 
plainly marked “Silex” can make coffee so clear and 
full flavored . . . that only the Silex coffee maker has 
the patented FLAVOR-GUARD filter. And millions 
more are learning, from Silex advertising. 


GOOD AS GOLD on your shelves! Silex turnover is 
another exclusive Silex feature that can’t be copied. 


post he GOLDEN TOUCH in advertising! Silex national ads are 

© telling more people, more times, about the mouth- 
watering goodness of coffee obtainable from coffee THE 
makers marked Silex. 


GOLDEN OUTLOOK ahead for you—with sensational KROMEX 


new coffee maker developments and the already ‘ 
proven Silex Steam Iron, ready to launch the minute CORPORATION 
peacetime production can be resumed. 118 St. Clair Avenue, N. E. 


Cleveland 14, Ohio 


nation *k 5 
r Plio JS ti LEX New York Office: 

adhe THE co. 1150 Broadway 
anufac HARTFORD 1, CONN. « ST. JOHNS, P. Q., CANADA | 


@TRADE MARK REGISTERED U: S. PAT. OFF. 
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Bendix Predicts Post-War Annual 
Radio Sales Exceed 15,000,000 Units 


Leonard C. Truesdell, general | dio and electronics technology 


home radio sales manager the 
Bendix Radio division, Bendix 
Aviation Corp., Towson, Md., 
predicted recently that Ameri- 
can families will buy more than 
15 million radios and radio- 
phonograph combinations during 
the first year after the resump- 
tion of unrestricted manufacture. 
Mr. Truesdell in addressing a re- 
gional meeting of the company’s 
radio distributors, who will 
handle marketing in the south, 
said that the American public 
will demand the quality features 


will be able to provide. He said 

that many of the nation’s home 
radio sets will have outlived 
their efficiency and usefulness in 
homes by the end of the present 





war. 

Horace W. Royer, product | 
manager, presented previews of 
certain basic cabinet, chassis and | 
tone features to be incorporated | 
in the company’s complete line 
of AM and FM radios and radio- | 
phonographs. Many features of | 
the company’s sales promotion | 


program were outlined by Ear! | 





which the nation’s advanced ra-| Hadley, and Paul J. Read. 








CHARLES DORRELL 
h appointment as 


vice- 








DON WOODS JOINS 
EVANAIR SALES STAFF 
Donald S. Woods has recently 

been appointed head of sales of 
the Evanair furnace and water 





DONALD 8. WOODS 


heater section for the Evanair Di- 
vision of the Evans Products Co., 
Detroit, Mich. Mr. Woods was 
formerly Chief of the Plumbing 
& Heating Branch of the OCR, 
WPB. Before that he was tech- 
nical advisor on plumbing and 
heating for the National Housing 
Agency. Mr. Woods was con- 
nected for 22 years with the 
American Radiator & Standard 
Sanitary Corp., the last 12 of 
which he was sales manager of 
its Detroit branch, before the 
war. 

SCHAFER SAYS RESEARCH 
IS KEY TO APPLIANCE 
EXPANDED MARKET 
OUTLOOK 


Ward R. Schafer, vice-presi- 
dent in charge of sales, Edison 
General Electric Appliance Co., 
5600 W. Taylor St., Chicago 44, 
Ill., said recently in opening a 
meeting of regional and district 


with quality appliances backed 
by sound thorough merchandis- 
ing programs, and market re- 
search, will have their choice of 
dealers. He asserted that research 
is the key to the new expanded 
marketing outlook, and the pres- 
ent task is to take advantage of 
the opportunity to choose the out- 
standing retailers of America. 

Harry E. Warren, advertising 
manager, discussed the com- 
pany’s advertising objectives, 
placing knowledge of customers 
at the top. G. A. Rebensburg, 
manager, spoke of what he 
termed the “heart” of the post- 
war marketing organization, mar- 
ket research. He said mistakes 
in planning for the post-war era 
will not be apparent until com- 
petition is strong, then the need 
for market research and strong 
organization will become obvious, 
but it may be too late. 





SOIL-OFF MFG. OPENS, 
BRANCH FACTORY 


The Soil-Off Mfg. Co., makers 
of Soil-Off liquid paint cleaner, 
Glendale, Cal., has recently an- 
nounced the acquisition of -a fac- 
tory in Decatur, Ill. Fred See- 
burg, was appointed sales man- 
ager of the company recently. 








O’BRIEN, MGR. NAVAL 
STORE DEPT. HERCULES 
POWDER RETIRES 


George C. O’Brien, manager 
of the naval stores department 
office, Hercules Powder Co., 
Wilmington, Del., has retired 
after 50 years of service, 32 of 
which were with the Hercules 
company. He is a member of 
the Merchants Association of 
New York, the New York Paint, 
Varnish Lacquer Association and | 
the Masons. He will be suc- 
ceeded by Herbert M. Wendle of 








managers that manufacturers 


152 


the Wilmington, Del., office. 


president and general manager 
of the Russell Harrington Cut- 
lery Co., Southbridge, Mass.. 
was announced in the March 
15th issue of Harpwarr Ace. 








CROUCH GEN. MGR. 
COMMERCIAL-IND. DIV. 
ROBERTSHAW COMPANY 


W. D. Crouch has recently 
been appointed general manager 
of the commercial and industrial 
division of the Robertshaw Ther- 
mostat Co. He has been with the 
company since 1918, and was 
formerly sales manager of that 
division. It was also announced 
that Joseph L. Gabris, formerly 
of the St. Louis, Mo., division of 
the company, has been named 
district manager with head- 





quarters at 30 Church St., New 

York City. He will head domes- 

tic as well as commercial and 

industrial thermostat sales in the | 
eastern district. 


MCALEER RECEIVES 
HONOR FROM NAVY 


E. J. McAleer & Co., Inc, 
Philadelphia, Pa., manufacturers 
of McAleer metal kitchen cabi- 
nets and wardrobes and hardware 
wholesalers, received the U. S. 
Navy “Salute to Uncle Sam’s In- 
dustries” on a_ special recent 
broadcast over Philadelphia’s 
Columbia network station WCAU. 
The salute was given in recog- 
nition of the company’s outstand- 
ing record of war materiel pro- 
duction for the Navy, and was 
received by the vice-president, 
Charlotte McAleer Link, grand- 
daughter of the founder of the 
company, Eugene J. McAleer. 
Participating with Mrs. Link on 
the program were Henry F. Kae- 
ser, who has been connected with 
the company for 42 years, and 
Charles Benzenhofer, foreman of 
the press department. The men 
told of some specific items that 
McAleer is making for the Navy 
today, namely, bomb rack parts 
for the Navy’s Avenger Torpedo 
Bomber, rocket fins, brackets for 
inter-ship communication _ tele- 
phones, and containers for in- 
cendiary bomb clusters. 





HAYS CONSULTANT 
TO SERVICE TRADES 
PRICE BRANCH, OPA 


Herman S. Hays, manager of 
field service engineering, Philco 
Radio & Television Corp., Phila- 
delphia, Pa., has recently been 
appointed a consultant to the 
Service Trades Price Branch of 
the OPA. Mr. Hays, who will 
serve on a part time basis, will 
advise OPA’s national office 
chiefly on matters relating to 
radio and household appliance 


| repairs. 











SCHLAGE LOCK CO. MERITS “E” PENNANT: Schlage 
Lock Co.'s, San Francisco, Cal., employees, their families and 
guests assembled at the No. 2 plant to witness the presenta- 
tion of the Army-Navy “E” pennant for excellence in the 
production of vital war materiel. The presentation was made 
by Commdr. James H. Ward, USN, and Eustace Cullinan, San: 


Francisco, attorney, was chairman of the day. 
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PUT EM UNDER OWE ROOF - 
_ ANNO PROHT TWICE / 




















Here’s perfect appliance harmony! 


Yes, an ideal pair for you to sell 
together, because any automatic 
washer needs the good supply of 
hot water that a Duo-Therm 
Automatic Fuel Oil Water Heater 
provides so economically. 


So when you're getting set with 
an automatic washer franchise, 
it’s wise to sign up for a Duo- 
Therm Automatic Water Heater 
franchise, too, as thousands of 
appliance dealers are now doing. 


Both automatic washer and Duo- 
Therm Water Heater can be sold 
to the same prospects, and both 
can be installed by the same per- 
sonnel at the same time. So it 
makes sense to put ’em under one 
roof —and profit twice! 


That’s a tremendous opportunity in 
itself — selling Duo-Therms in 
combination with your automatic 
washers. 


But it is only a small part of 
the whole market! 


Duo-THERM 











According to the most reliable 
sources available*, 2 out of 3 
homes do not have automatic hot 
water! That’s the national aver- 
age, and chances are the oppor- 
tunity in your own market is 
pretty close to that tremendous 
potential! Maybe even bigger! 


Let us give you the complete story. 
Send the Goupon now! 


*Most recent available surveys made 
by leading trade journals in the house- 
hold appliance and fuel industries field, 
combined with the latest applicable 
U. S. Census figures. 


DIVISION OF MOTOR WHEEL CORPORATION | = LANSING 3, MICHIGAN 
WHEEL CORPORATION ws LANSING 3, MIC 


America’s Largest Manufacturer of Fuel Oil Heating Appliances and Pioneer in Fuel Oii Water Heating 








Dvuo-THERM Automatic Water Heaters are now in 
limited production for essential civilian needs. 


e Less than 4 cents a day gives the average fam- 


ily plenty of hot water. 


e No gas, electric or furnace connections .. . 


can be installed anywhere. 


Duo-THERM—America’s Leading Fuel Oil Water 
Heater—18 years of proven performance in the home. 
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DUO-THERM Division of Motor Wheel Corporation 
Department L-9, Lansing 3, Michigan 

1 would like to have your new, illustrated booklet, “24,000,000 
PROSPECTS”, and additional information on the water heater 
market and dealer franchise. 


P. O. ZONE 





® 1945, Motor Whee! Corp. 
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AVAILABLE NOW! 


A BIG S¢ VALUE! 
IMMEDIATE DELIVERIES! 


ORDER FROM YOUR JOBBER! 
WRITE FOR ILLUSTRATED CIRCULAR! 


BALLONOFF metai probucts co. 


1820 EAST 37th ST . CLEVELAND 14, OHIO 














New comfort and bare-hand efficiency in 


oe 
< boncttes 


The Improved Housekeeping Gloves of Neoprene 


@~e believe your sales of new Ebonettes will much 
exceed those of any household glove you've ever 
handled — if there’s anything in the enthusiasm of 


WILLIAM J. BROWNE 


who is now co-ordinating Gib- 
son Refrigerator Co.'s, Green- 
ville, Mich., prime contract for 
CG-4A troop-carrying gliders 
with various subcontractors, has 
been given a post-war sales ter- 
ritory including the northern 
half of Illinois, most of Iowa 
and Wisconsin and the upper 
peninsula of Michigan. 








RIVAL MFG. CO. 
NOW FLYS “E” 


The Rival Mfg. Co., Kansas 
City, Mo., has recently been 
given the Army-Navy “E” pen- 
nant for excellence in the pro- 
duction of war materiel. The 
company operates three plants in 





Kansas City, and the Navy de- 
partment stated that it will be 
given three “E” pennants one to 
be flown over each plant. Peace- 
time manufacturers of housewares 
items including electrical broil- 
ers, and the juice extractor, 
Juice-O-Mat, the company is now 
making several models of high 
shock contractors, solonoids, 
rocket heads, bombs, 20 MM fuse 
bodies, and is now starting on 
parts for five-inch rockets. 


INTERNAT. SILVER 
WINS “E” PENNANT 


Col. Lowell A. Elliott, deputy 
chief, Chemical Warfare Service, 
recently presented the employees 
of the International Silver Co.. 
Florence, Mass., with the Army- 
Navy “E” signifying excellence 
in the production of war materiel. 
This plant makes M50-type 
bombs. 


PHILCO CORP. LEASES 
HUNTER CO. PROPERTY 


To provide for the export pack 
ing of spare parts for radio and 
electronic equipment made in its 
Philadelphia, Pa., plants for the 
Army and Navy, the Philco Corp. 
has leased the facilities formerly 
occupied by the Hunter Mfg. Co., 
Croydon, Pa. The employees at 
Croydon will be under the super- 
vision of Thomas Brown. 








for BETTER 











women who've tried them. For they like the amazingly 
easy-on, without talc; the short fingers that fit every 
hand snug to the tips; the extra comfort of curved 
fingers and roomier palm; the new non-slip finish that 
holds slippery objects more safely than bare hands. 

You'll like the full profit, only 3 sizes to stock 
(small, medium and large, fit all hands), the national 
advertising support we're giving Ebonettes. Supply 
is increasing — keep after your jobber. 


THE PIONEER RUBBER COMPANY 
Over Twenty-five Years of Quality Glove Making 
New York 306 Tiffin Rd., Willard, Ohio Los Angeles 











1945 NATIONAL CLEAN UP & PAINT UP DISPLAY: 
Shown above is the 1945 National Clean Up & Paint Up Cam- 
paign window display to inspire the American public to clean 
up—paint up—and fix up, as the most logical manner to con- 
serve property and promote morale under wartime conditions. 
Each display is packed in chipboard and wrapped in kraft 
paper. Window display is die cut with two wings, litho- 
graphed and paint styled in bright colors. Size of display set 
up is 45 by 33 in. high. Space for imprint above the house is 
18 by 714 in. Display is sold on a cooperative price basis, to 
cover only cost and handling, by the National Clean Up & 
Paint Up Campaign Bureau, 1500 Rhode Island Ave., N.W.. 
Washington 5, D. C. 
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tests prove 
this low-cost floor runner anit 
yo 
swears .-- and wears - - - 
and wears” 


nited States Test- 
after subject 








institution 
schools, summer camps, 20 
everywhere have already discovered. 
Rubberlike wears and wears even un- 
der the hardest wt nditions, be- 
cause Rubberlike ws scientifically Pro 
duced to provide modern if 
all heavy traffic floors - - - f° 
ge n floors, tO make slippety 
oors safe, to save wear and tear of 
type floors, to make any floor easier tO 
walk on, quicker to clean. 
But there’s more 
the best of wear-qualities- 
low-cost runner is actually slip-proots 
skid- roof, and waterproof. 
tion 1s necessary; 2° special care. Avail- 
able today in tne ‘cal 36” width. 
Order it from your local suppres. no pri- 
ority nee ed. Or write Bird & Son, inc-, 
East Walpole, Mass., for a free sample. 


THE 10-SECOND sToRY OF 


RUBBERLIKE 


- NO SPECIAL UPKEEP - WATER-PROOF 
$kiD-PROOF ° ROT-PROOF - LONG-LIFE - HEAVY DU 

. HUGS ANY FLOOR * EXTRA RESILIENT 
QuiETS TRAFFIC * PRESERVES FLOORS 
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@ CLEAR GLASS HAND PAINTED CANISTERS 
are back again—ready for immediate delivery. 
Made in 1 quart and 2 quart sizes with glass 
tops and hand painted in our famous “COUNTY 
FAIR” and “DOGWOOD" designs. Our regularly 
featured 1 gallon canister also illustrated 
above is still available. They can be had indi- 


vidually or in sets. 
kK JAG | 





















Koao «koa 
JOBBERS — For Immiediate Deliveries! 


Write for Information and Literature 






















JERY WIL 
PRODUCTS 


Plt & LIPPE, INC. 


1166 BROADWAY, NEW YORK 


LOS ANGELES 
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JOHN R. DENNIS 


John R. Dennis, 67, treasurer, 


International Braid Co., Provi- 
dence, R. L., died recently after | 
a prolonged illness. At 17, he| 





JOHN R. DENNIS 


began his business career as an 
| employee of his father, who then 


owned the Elmwood Mills, Provi- 
dence. Later this company was 
merged with the Fletcher mills 
and other New England textile 
mills to form the present Inter- 
national Braid Co. Mr. Dennis 
was fire commissioner for many 
years in Providence, president of 
the Board of Aldermen of Provi- 


| dence, and treasurer and presi- 


dent of the H. M. Howe Coa., 
makers of automotive bodies, 
He was a 32nd degree Mason, 
past master of St. John’s Lodge, 
and past Potentate of Palestine 


| Temple of the Order of the Mys- 
| tic Shrine. 


He is survived by his widow, 
and two children, a son and a 
daughter. 


GEORGE BINGHAM 


George Bingham, 77, a member 
of the board of directors of the 
Remington Arms Co., Bridge- 
port, Conn., died recently in 
East Orange, N. J., after a short 
illness. He was connected with 
the New York City office of the 
company when he retired as 


| vice-president several years ago. 


He joined Remington Arms at 
the age of 15, being for a time 
secretary to the late Marcellus 
Hartley, former president and 


| owner of the company. He later 
| became secretary and treasurer 


of the company, and finally vice- 
president and a director. Mr. 
Bingham was also a director of 


| the Plainfield Trust Co., and a 
member of the Bankers Club, 
and the Empire State Club, both 
of New York. 

He is survived by his widow, a 
| son and a grandchild. 








WALTER J. CGNLON 


Walter J. Conlon, 57, founder 
and former president of the Con- 
lon Corp., Chicago, Hl., peace- 
time maker ef household wash- 


ers, and ironers, passed away 
recently. Mr. Conlon, who re- 
tired in 1940, maintained a 


summer home in Michigan and 
spent the winters in Florida. He 
is survived by his widow, four 
sons, and a daughter. One son, 
Tom, is vice-president of the Con- 
lon Corp., two others were given 
| medical discharges after serving 
in the armed forces, and Walter 
J. Conlon, Jr., is an electrical en- 
gineer with the Norge Co., Mus- 
kegon, Mich. 


RUDOLPH H. PRITZLAFF 


Rudolph H. Pritzlaff, 72, for 
many years a buyer for the John 
Pritzlaff Hardware Co., whole- 
salers, Milwaukee, Wis., passed 
away at a Milwaukee hospital re- 
cently after a short illness. Hé 
had been connected with the 
hardware company for 53 years. 
He was a member of the Evan- 
gelical Lutheran Church for 
more than 50 years. Mr. Pritz- 
laff is survived by his widow and 
a daughter. 


LEVI B. PHILLIPS 
Levi B. Phillips, 76, Phillips 


Hardware Co., wholesalers, Cam- 
bridge, Md. died in Baltimore, 
April 7th, after a lingering ill- 
ness. He was president of the 
National Bank of Cambridge 
from 1909-1942, and a director of 
the Baltimore branch of the Fed- 
eral Reserve Bank of Richmond. 
Mr. Phillips was also a former 
vice-president of the American 
Bankers Association. He is sur- 
vived by his widow, a son and 
two daughters. 


MILLARD W. NEHF 


Millard W. Nehf, president of 
the Nehf Hardware & Electric 
Co., Terre Haute, Ind., passed 
away recently in his home. Mr. 
Nehf was a Republican member 
of the County Board of Election 
Commissioners, past commander 
of Fort Harrison Post, American 
Legion, a Mason and a member of 





Zorah Temple Shrine. 
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WILLIAM H. GRENELL 


William H. Grenell, 
known and well liked sales man- 


well 


ager, Hall Hardware Co., Minne- 
apolis, Minn., dealer owned job- 





WILLIAM H. GRENELL 


bers, died suddenly March 29, 
at the age of 38, from a heart 
attack from which he never re- 
gained consciousness. He had 
been associated with Hall Hard- 
ware Co. for more than 22 years 
having started as a price clerk, 
later becoming a traveling sales- 
han and subsequently manager of 
the paint department, from which 
position he was appointed sales 
manager. 


WALTER E. MILLER 


Walter Ewing Miller, 81, for- 
merly vice-president, treasurer 
and director of Fairbanks Morse 
Co., Chicago, IIll., and a director 
of Canadian-Fairbanks-Morse Co., 
Ltd., Montreal, passed away re- 
cently, after a brief illness. Mr. 
Miller joined the company in 
1887, when the company was a 
partnership. In 1891 he became 
one of the original incorporators 
with Charles H. Morse. He served 
the company in various executive 
capacities for nearly 43 years, re- 
tiring from active participation 
in 1929. A member of the Union 
League Club of Chicago, he took 
an interest in the club’s founda- 
tion for boys. 


NELSON B. WILLIAMS 


Nelson B. Williams, Bedford 
Hills, N. Y., and New York City, 
retired hardware and steel exec- 
utive, died recently at the age of 
90. His business career began 
with Hibbard, Spencer, Bartlett 
& Co., Chicago, IIl., wholesale 
hardware distributors, with 
whom he started as an office 
boy, later becoming a_ high 
executive. Later he joined the 
Phipps-Carnegie Steel Co., which 


with headquarters in Colorado 
Springs, Col. 

Mrs. Williams, a son, a daugh- 
ter, a sister and four grandsons 
survive. 


FRANK D. LEE 


Frank D. Lee, 75, president of 
the Lee Hardware Co., Ltd., 
wholesalers, Shreveport, La., died 
recently after suffering a heart 
attack in his office. He had been 
in poor health for three years. 
Mr. Lee organized the wholesale 
hardware firm in 1898; and has 
been a prominent man in the 
Shreveport business circles for 
47 years. He was chairman of 
the board of the Commercial Na- 
tional Bank, and also of the Con- 
tinental-American Bank & Trust 
Co. He also served as president 
of the Shreveport Chamber of 
Commerce and as head of the 
community chest. Mr. 
survived by his widow, a son, a 
brother and two sisters. 





BERT H. WILSON 


Bert H. Wilson, 72, hardware 
salesman, who traveled the Mid- 
west and the South for 50 years, 
died recently at his home at the 
Lake of the Forest Club, Ed- 
wardsville, Kan. He was at one 
time a sales representative for 
the Underwood Whip Co., who 
manufactured whips for the farm 
use and for wagons in the Nine- 
ties. Prior to 1920, Mr. Wilson 
became a sales representative 
for the Eberhard Mfg. Co., 
Cleveland, Ohio, makers of re- 
placement parts for motor cars 
and trucks, later tractors. He 
traveled through Minnesota to 
the Gulf of Mexico, and to the 
Atlantic Coast, South of the Ohio 
River, calling on wholesalers. 
Mr. Wilson served as a school 
board member for Bonner 
Springs, Kan., and was a 32nd 
degree Mason. He is survived by 
his widow and a son in the army. 





MRS. ANTHONY DOHERTY 


Mrs. Anthony Doherty, vice- 
president of Doherty Hardware 
Co., Ltd., Baton Rouge, La., 
wholesalers, and widow of An- 
thony Doherty, who was presi- 
dent of the company until his 
death in 1932, died recently in 
New Orleans, La. Well known 
in southern hardware circles, she 
attended joint conventions of the 
Southern Hardware Jobbers As- 
sociation, and the American 
Hardware Manufacturers Associa- 
tion for many years. A member 
of the St. James Episcopal 
church, she was also a member 


of the board of directors of the 
Protestant Orphans’ Home. She 
is survived by two sisters, two 
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nieces, and two nephews. 





DEVOE PAINT 


BRUSH DIVISION 
CAMPAIGN for 1945 


Aimed at the Nation’s 
mighty FARM MARKET! 





 F 47 4, 97 5 advertising messages 
featuring “FARM & HOME” BRUSHES 


PLUS 


Ads to the 
PAINTING CRAFT in 


e National Painters Magazine 





e American Painter and Decorator 


COUNTER 
ATTACK! 


THIS BEAUTIFUL 
COUNTER 
DISPLAY 


FREE To DEALERS! 


WRITE TODAY 
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E. T. FRAIM LOCK CO. MERITS “E” PENNANT: Lt. Col. 
James V. Demarest, Jersey City Quartermaster Depot Inspec- 


tor recently presented the Army-Navy “E” for meritorious 
service on the production front to The E. T. Fraim Lock Co., 
Lancaster, Pa., at ceremonies held at Hensel Hall. Capt. 
Samuel E. Fraim, commander of the Third Group Area of 
Pennsylvania Wing Civil Air Patrol, accepted the manage- 
ment “E”’ pin, and Lt. Edward S. Harvey, USNR, and Samuel 
R. Fraim, general manager, received the “E’’ pennant. The 
color guard of Squadron 34 CAP with Lt. E. George Seidle 
and Lt. Paul Hoffer, officiating, raised the pennant on the 
flag pole. Dr. Theodore A. Distler, president of Franklin & 
Marshall College presided. Lt. Harvey, a former commander 
of a sub-chaser in the Mediterranean Sea, assisted by Pvt. Lee 
Argadine, who was partially blinded while fighting in Italy, 
presented the “E”’ pins to representatives of the employees. 
Left to right: Lt. Col. James V. Demarest, Lt. Edward T. 
Fraim II, USNR, formerly company sales manager and part- 
ner, Capt. Samuel E. Fraim, Lt. Edward S. Harvey, USNR, 


and Samuel R. Fraim, general manager. 








ARMY NON-COM WINS tral States Championship Bicycle 


Backer, Stevens Institute of Tech- 
nology, the committee will test 
any device submitted by equip- 
ment manufacturers applying for 
the seal. When the seal is 
awarded to a coffee making de- 
vice, it may be displayed on the 
item and in all advertising and 
promotion material referring to 
it. Items failing to pass initial 
test may be resubmitted for fur- 
ther checking at any time. The 
four qualities taken into con- 
sideration in testing the efficiency 
of a coffee brewing item are: 
flavor, aroma, strength, and clar- 
-ity. The device itself must be 
practical, the length of time re- 
quired to complete operation 
reasonable, and it must be easy 
to operate and clean. 





CROSS, CHAIRMAN 
KY. TAX COMMISSION 


D. E. Cross, Sr., vice-president 
and treasurer, Belknap Hardware 
& Mfg. Co., wholesalers, Louis- 
ville, Ky., is chairman of the 
tax commission named by Gov. 
Willis of Kentucky to work on 
a new state tax plan, which will 
be reported for action of the next 
general assembly. 


CORRECTION 


In the March 15th issue of 
Harpwake AGE, it was announced 
in the caption of a news item, 
that R. A. Adams represents 
























BROWER MURPHY 


has been appointed divisional 

manager in the south. 
eastern territory for the Gibson 
Refrigerator Co., Greenville, 
Mich. 








NAT. CARBON CO. 
CHARLOTTE PLANT 
WINS E PENNANT 


Maj. Gen. Harry C. Ingles, 
the nation’s Chief Signal Officer, 
recently awarded the Army-Navy 
“E” for excellence in the pro- 
duction of war materiel, to the 
Charlotte, N. C., plant of the 
National Carbon Co., Inc., 30 E. 
42nd St., New York City. Comdr. 
James H. Ward, Navy, presented 
“E” pins to the employees, and 
Paul P. Huffard, National Car- 


DELTA HOME WORKSHOP 
DESIGN CONTEST 


T/5 Paul R. Leonard, Trans- 
portation Corps Detachment, 
Brooklyn Army Base, Brooklyn, 
N. Y., won the $1,000 first prize 
in the Delta Mfg. Co., Mil- 
waukee, Wis., Home Workshop 
Contest held recently, to de- 
termine the best design for home 
workshops. Winners of the sec- 
ond and third awards are: Ted 
Kostew, Ozone Park, N. Y., $500, 
and Felder S. Weeks, Milan, 
Tenn., $250. Commenting on the 
contest, which attracted entries 
from architects, engineers, indus- 
trial designers, and hobbyists, 
H. Campbell Stuckeman, Delta 
executive in charge of the con- 
test, said, “It is no accident, that 
recent surveys have shown that 
at least 60 per cent of the new 
homes being designed will have 
hobby rooms” 





PHARIS RUBBER 
SPONSORS BICYCLE 
RACING PROGRAM 

The Pharis Tire & Rubber 
Co., Newark, Ohio, in coopera- 
tion with The Newark Advocate 
is sponsoring a triple bicycle 
racing program, scheduled for 
May 20, in Newark, Ohio. The 


Races, the Second Annual Pharis 
Cyclecade, and the Newark City 
Stock Bicycle Championship 
Races. The Newark boy who 
wins in the stock bike race will 
be sent to Chicago, in August, 
to ride in the National Bicycle 
Races. The first Pharis Cyclecade 
was held last year in Newark 
under the direction of the com- 
pany’s vice-president and sales 
manager, Hynes Pitner. More 
than 50 Newark youngsters, from 
three to 15 years of age partici- 
pated, the youngsters riding tri- 
cycles, and the older children 
riding bicycles. Activities of this 
year’s program are under the 
management of August Husse, 
vice-president and state repre- 
sentative of the Amateur Bicycle 
League of America. 











program will include the Cen- 
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NAT. COFFEE ASSN. 
INSTITUTES SEAL 
OF RECOMMENDATION 


The National Coffee Associa- 
tion has established a Seal of 
Recommendation for certified 
coffee brewing devices manufac- 
tured for home use. The seal 
will be awarded to devices which 
prove by accurate and impartial 
tests, their ability to meet the 
standards set up by the associa- 
tion’s brewing committee. Under 
the direction of Prof. Leslie H. 


Admiral Corp., in Michigan. Mr.| bon’s board chairman, accepted 
Adams actually represents the|the pennant for the company. 
Sentinel Radio Corp., Evanston,| The plant produces “Eveready,” 
Ill., in Michigan and the Toledo, | “Mini-Max” “B” batteries for the 
Ohio area. Army and the Navy. 
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WINS BOND WINDOW DISPLAY CONTEST PRIZE: This 
window display used by The G. M. Williams Co., New London, 
Conn., hardware dealers, won the first prize for the State of 
Connecticut in the Sixth War Loan Drive Display Contest 
sponsored for the retail hardware trade by Henry Disston & 
Sons, Inc., Philadelphia, Pa. The Williams display was on 
view from Nov. 11, 1944, to New Year's Day, 1945. The dis- 
play was made by a former employee of The G. M. Williams 
Co., Edgar G. Brace, United States Navy, then on furlough, to 
whom the $25.00 war bond received for the display was 
assigned. The giant reproduction of a war bond was mounted 
in a gold leaf frame resting on a gold cloth with a red, white 
and blue satin and taffeta back-drop displayed in a window 
about 20 feet wide. A spotlight was focused directly on the 





War Bond. 
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HOLLOW SCREW 
ASSORTMENTS 


Fast-selling, over-the-counter Assortments for 
mechanics, repairmen and service establishments. These 
| handy and attractive outfits “sample” the screws to your 
customers — start mew users coming in for regular quan- 


| tity purchases. Sales extend to household users of 
domestic appliances and carry a nice profit at retail. PARKER , 
e ge 
are worth their 
co. 


JUNIOR Key KIT is 
e e 
Seven short -arm Allen Keys 
are included in this strong wail —_— MA 
leatherette envelope. They 
fic che hexholes of sizes Nos. 
ANT 8, 10, %", 56”, 34”, *Ae” and , / 
, , 2 = ; 


\NT s 14” set screws and Nos. 4, 5, 
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6, 8, 10, also %” and 5A.” 
BOXED ASSORTMENT cap screws. No. 604; list 


. Ingles. 
a 2 Metal compartment box; : 
al Officer, cqueeins S9ogtecenys.from price $0.50. 
o. 10 to 54” with keys to 
rmy-Navy fit. Diagram inside of cover 
the pro- lists sizes of screws and 
J. to the wrenches contained in box. 
m © No. 602; list price $33.80. 
t of the 
ic., 30 E. 
y. Comdr. 
presented 
yees, ant 
mal Car- 
accepted 
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es for the KEY SET 


This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 










eet — 








screws from and including SET SCREW 
No. 10 up to and including . 
14” diameter set screws. ASSORTMENT 


No. 603; list price $1.75. WITH KEYS 


Used in tool cribs, shops, 
service stations, garages and 
for domestic appliances. 
Popular sizes up to 54”. No. 
608; list price $8.18. 


War commitments continue to control much 


of our production. Of the Parker Small Hand 
Tools which you have requested, only a few are 
again available. We wish there were more and 
that deliveries could be speeded. Every effort 
is being made in that direction, and to offer 


KEY ISLAND : ‘. ee ! 
This handy key set (lof) the any quality tools in greater variety 
contains 14 keys fitting all which will bear the Parker name postwar. 


sizes of set screws up to and 
including 14%"; cap screws 
up to 1"; shoulder screws , 














to 1” and pipe plugs to 1”. F shale as . 
. The container is plainly j 
E: This labeled to show the correct t 
London, size key to use with each 
State of screw. No. 615; list price & za & 
Contest $2.35. | ~ 
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was oS The above Sets and Assortments are made up primarily 7 
The dis- and especially for the hardware trade, to be ordered 
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Dealers Must Keep Records 
On Resales of Government 
Surplus Goods They Sell 


Retailers are required to keep 
their customary records, and all 
other resellers must keep speci- 
fied records, on any sales they 
make of Government surplus 
property for which ceiling prices 
have been established in special 
orders, the Office of Price Ad- 
ministration announced effective 
April 5, 1945. Heretofore, no 
record-keeping was required in 
many special orders setting ceil- 





ings on different items of Gov- 
ernment surplus property sold 
for civilian use. 

The specific records required 
to be kept by resellers other than 
retailers are date of sale, name 
and address of buyer, description 
of commodity, quantity of sale, 
and price charged. 

On resales of Government sur- 
plus property for which ceilings 
are not established by special or- 


ders, the existing regulations | 
providing the applicable ceiling 
prices contain their own record- 
keeping provisions. 

Other changes in the general 
supplementary order establishing 
ceilings on sales by Government 
agencies and certain resales in- 
clude: 

1. Sales by the Government of 
second-hand electric motors of 
% horsepower or less will be 
subject to price control. The 
motors will be subject to a ceil- 
ing of 75 per cent of the cost 
of the same or equivalent motor 
when new. 

2. On Government sales of pri- 
mary chromium chemicals, dry 
batteries, and wire, cable and 
cable accessories, the ceilings in 





regulations governing sales of 


these items by other sellers will 
apply. The three regulations pro- 
viding these ceilings are Maxi- 
mum Price Regulation 575 (Pri- 
mary Chromium Chemicals), 
Maximum Price Regulation 576 


(Dry Batteries), and Revised 
Price Schedule 82 (Wire, Cable 
and Cable Accessories) . 

3. To increase the effective- 
ness of special orders establish- 
ing ceiling prices on particular 
commodities, OPA has specifi- 
cally stipulated that such special 
orders supersede any other pric- 
ing or exemption provision. 

Amendment No. 4 to Supple- 
mentary Order 94, Sales by Gov- 
ernment Agencies and Resales by 
Certain Buyers, effective April 5, 
1945, made these provisions. 








Procedure for Seeking 
All Cordage Products 
On WPB-547 Application 


Procedure to be used by ap- 
plicants filing WPB-547 (former 
PD-1X) for priority assistance to 
obtain all cordage products is as 
follows: 

Wholesalers, mill agents and 
retailers who maintain inventories 
of cotton seine twine, wrapping 
twine (polished or unpolished), 
hawser cord, cable cord, twisted 
or braided rope, and other cor- 
dage products should file appli- 
cations for preference ratings on 
these items only once for each 
calendar quarter’s normal re- 
quirements. 

Applications (Form WPB-547) 
must be filed with an applicant’s 
nearest WPB field office not later 
than the 20th of the first month 
of each quarter, and must in- 
clude the names of the sup- 
pliers. Cordage subsequently re- 
ceived in stock should be resold 


without requesting preference 
ratings from applicant’s cus- 
tomers. 


WPB explained that interim 
applications may be filed at any 
time for preference ratings to 
purchase cordage products to fill 
specific military contracts. Ap- 
plicants must furnish the names 
of the firms to whom deliveries 
will be made, the military con- 
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tract numbers, the end uses, and 
names of applicants’ suppliers. 
Mill agents who do not stock 





the above products should not 
file WPB-547 applications, but 
should extend their customers’ 
ratings as provided for in WPB 
Order M-317-b (Textiles). This 
order states that ratings will only 
be assigned on WPB Forms 2842 
and 547, or Foreign Economic 
Administration and Canadian 
Cotton Administrator’s authori- 
zations. Therefore, only ratings 
thus assigned may be extended. 








OPA Transfers Lumber Distribution, 
Millwork, Wood Containers to Its 
Building Materials Price Branch 


Transfer of OPA’s lumber dis- 
tribution, millwork and wooden 
containers sections from the 
Lumber Price Branch to the 
Building Mate:ials Price Branch 
was announced March 28 by 
OPA. The transfer, which be- 
came effective immediately, is 
being made so that the pricing 
of principal building materials, 
including lumber and millwork 
products at distributive levels, 
will be unified in a_ single 
branch. 

As a result of the transfer, 
building construction men in the 
era of expanded building activ- 
ity expected to follow the war 
will need contact only the Build- 
ing Materials Branch on matters 
regarding prices for lumber and 
other building materials rather 








than both the Building Materials 
and Lumber Branches. The 
Lumber Branch will continue to 
price all primary forest products, 
eastern softwouds, western soft- 
woods, and hardwoods at the mill 
level. 

Karl Mathiasen will continue 
as price executive of the Build- 
ing Materials Price Branch, and 
John Lindeman, associate price 
executive of the Lumber Branch, 
will become associate executive 
of the Building Materials Price 
Branch. Peter A. Stone will 


continue as price execitive of 
the Lumber Price Branch, and 
Stewart Fathman, head of the 
Primary Forest Products Price 
Section, will become assistant 
price executive of the Lumber 





Branch. 





CEILINGS SET ON 
SURPLUS SAUCERS 


A retail ceiling price of 17 
cents each has been established 
on heavy white-china saucers 
which have been or may be sold 
for civilian use by the Treasury 
Department’s Office of Surplus 
Property. 

Approximately 500,000 of these 
saucers, which were declared sur- 
plus by the Navy, already have 
been sold in civilian trade chan- 
nels by the Office of Surplus 
Property at Washington, D. C. 
No cups were sold with the sau- 
cers. 

The 17-cent retail ceiling, as 
well as three wholesale distribu- 
tion ceilings also established, ef- 
fective April 2, 1945, will apply 
not only to this 500,000 saucer 
lot but to any resales of other 
saucers of the same type that 
may be sold by the Federal Gov- 
ernment in the future. The 
saucers are six inches in diam- 
eter and stamped “Carr China 
Co. 42” on the back. 

The three wholesale distribu- 
tion ceilings, per saucer, are: On 
sales by distributors to whole- 
salers, 8 cents; on sales by 
wholesalers to retailers, 10 cents; 
on sales by distributors or whole- 
salers to industrial, commercial 
and institutional users, 13 cents. 

Order No. 44 to Supplemen- 
tary Order 94, Special Maximum 
Prices for Certain China Saucers, 
effective April 2, 1945, made 
these provisions. 
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WHAT MAKES A BICYCLE 


Greatness in machines, like in 
men, grows out of basic qualities 
of character and performance. 

It is for these reasons that the 
Columbia enjoys, among bicycle riders, the distinction of 
being “America’s FIRST Bicycle’’... first in the hearts 
of the cycling public of three generations... first in the 
minds of bicycle dealers seeking the leadership Line among 
bicycles and its added sales and profit opportunities. 

Columbia’s best basic bicycle construction with new 
developments in materials and design, plus the Columbia 
Nameplate will give Columbia dealers everywhere the 
greatest values with which to serve the great backlog 
of postwar bicycle buying. 





IN 1877 


THE WESTFIELD MANUFACTURING COMPANY 
Westfield, Massachesetts 





IN 1945 








BICYCLES 





| 
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america’s FIRST sicycte 
FIRST IN 1877 + FIRST IN 1945 
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National Advertising 
is Building 
NEW Business for You 


Millions of H-I sales messages—in the form of atten- 
tion-getting advertisements in leading outdoor pub- 
— building future fishing tackle business 
or you. 


Every indication points to a tremendous market for 
H-I rods, reels, lines, lures and accessories in the great 
buying days that are coming. Just as soon as con- 
ditions permit, we will be able to supply you in un- 
limited quantities. In the meantime, very little H-I 
tackle is available. Essential materials are scarce 
and H-! continues to be up to its "wader tops” in 
victory production. 


Manufacturers of the largest line of 
fishing tackle in the world 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. - 
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VM THE LITTLE GUY 
GARDENERS TRY 
THEN CONTINUE To BUY 


Why? Because Palco Pete’s Mulch fills a defi- 
nite garden need—and it’s backed by consis- 
tent advertising in leading national magazines 
and metropolitan newspapers. Complete mer- 
chandising support with effective sales help 
also provided. Builds steady year ‘round 
repeat sales with an at- 















‘ ‘ THE 
tractive margin of profit. NATIONALLY 
Improve your sales by im- ADVERTISED 
proving soils. SOIL 

CONDITIONER 





WRITE TODAY 
FOR FULL DETAILS 






MULCH 


CHICAGO 





SAN FRANCISCO LOS ANGELES 


THE PACIFIC LUMBER CO., 100 Bush St, San Francisco, Cal. 








The wire cloth of count- 
less uses. Weight 
Standard Hardware 

Cloth . . . evenly 


woven . . - heavily 


galvanized... 


gleaming finish. ; 


CF WRIGHT 


WORCESTER : 


STEEL & 
WIRE CO. 
MAS S. 


ceed 


Quotas for production of 74,- 
000 domestic ice refrigerators in 
the second quarter of 1945 to 
meet military and essential ci- 
vilian requirements have been 
assigned to 17 manufacturers, 
the WPB said on March 26. Ad- 
ditional authorizations for the 
production of 1,000 domestic ice 
refrigerators, bringing total sec- 
ond-quarter authorized produc- 
tion to the permitted maximum 
of 75,000, will be assigned later. 

The individual production 
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74,000 Ice Refrigerators to Be 
Made in Second Quarter of °45 


quotas and the names and ad- 
dresses of the currently author- 
ized manufacturers are listed in 
Schedule XI to Limitation Order 
L-7-c. Under the terms of this 
schedule, each manufacturer may 
make his quota of refrigerators 
only in his own plant and at the 
location designated in the sched- 
ale. Production quotas are as- 
signed by WPB only to the ex- 
tent that production will not re- 
quire materials, components, fa- 





cilities, or labor needed for war. 








Despite tightening of the cop- 
per and steel supply, alarm 
clock manufacturers are ex- 
pected to be allotted sufficient 
material in the second quarter 
of 1945 to produce as many 


| clocks as they can make without 
| using facilities or 


manpower 
needed for war production in 
their plants, War Production 
Board officials said at the recent 
meeting of the Non-Jeweled 
Clock and Watch Manufacturers 
Industry Advisory Committee. 


Second Quarter Alarm Clock Produaction 
Will Be Bat 1,200,000 Units, WPB Reports 


Maximum probable output of 
alarm clocks in the second 
quarter was estimated by com- 
mittee members at 1,200;000, or 
about one-third as many as the 
industry averaged per quarter 
before the war. The committee 
emphasized that clock produc- 
tion will continue to be seriously 
limited until both Germany and 
Japan are defeated, since the in- 
dustry expects no let-up in its 
war work following victory in 
Europe. 











Because of new urgent military 
programs requiring large quanti- 
ties of tungsten, its use in high- 
speed tool steels again will be 
restricted, and WPB has issued 
a new order, M-21-}, to this effect. 

A similar former order, M- 
2l-h, was revoked on Aug. 21, 
1944, but in the new order the 
melting and deliveries of high 
speed steel must be in the pro- 
portion of 85 per cent of Class 
A and 15 per cent of Class B 
high speed steel as compared 
with 75 per cent Class A and 
25 per cent Class B in the old 
order. Class A is any alloy steel 
containing not less than .60 per 
cent carbon and 6.75 per cent or 
less tungsten, and more than 
three per cent molybdenum. 
Class B is an alloy steel] contain- 
ing not less than .55 per cent 
carbon and more than 12.0 per 
cent tungsten. 

During the earlier restricted 
period, the Class A Molybdenum 
steel caused little or no incon- 


















Again Tighten Tangsten Use 
In High Speed Tool Steels 


the plants using high speed steel, 
WPB reports, and a larger use of 
this grade should cause no hard- 
ship now. 


REVOKE FLOOD AREA 
WPB DIRECTIVE ON 
DEWATERING PUMPS 


WPB on April 9 revoked Di- 
rection 2 to Order L-192, which 
controlled the distribution of de- 
watering pumps in northeastern 
and central flood area states. 


The direction, designed to 
meet anticipated demand for de- 
watering pumps in 12 states 
where flood conditions were 
expected, has been revoked since 
the threat of floods in these 
areas is now over, WPB said. 
States in which distribution was 
controlled were New Hampshire, 
Vermont, Massachusetts, Con- 
necticut, New York, Pennsyl- 
vania, West Virginia, Ohio, In- 
diana, Illinois, Kentucky and 
Missouri. 
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Controlled Materials 
Cat to 195,000 To 


Allocations of controlled ma- 
terials for production of farm 
machinery in the second quarter 
of 1945 have been cut to 195,000 
tons as against a net usage of 
256,000 tons in the first quarter 
of the year, and 279,000 tons in 
the. second quarter of 1944 WPB 
officials told members of the 
Farm Machinery & Equipment 
Industry Advisory Committe at a 


for Farm Machinery 
ns for Second Quarter 


Amounts allotted for repairs re- 
main unchanged, the cuts to be 
absorbed in production of new 
machinery. The committee was 
assured that an increase in its 
allotments could be expected 
after VE Day, a stepped-up farm 
machinery program being a 
“must” as soon as materials are 
available. 











U.S. Owned Cutting Tool Surplas Is 
To Be Disposed of Through Their 
Original Producing Manufacturers 


The Surplus Property Board 
recently reported that its ap- 
proval has been given to the 
proposal of the Defense Plant 
Corporation that surplus Gov- 
ernment-owned cutting tools be 
disposed of through original pro- 
ducing manufacturers. The De- 
fense Plant Corp. is a subsidiary 
of Reconstruction Finance Corp., 
the latter being a disposal 
agency designated by the Sur- 
plus Property Board. 

This proposal recommended 
that agency contracts be en- 
tered into with original manu- 
facturers providing that all sur- 
plus cutting tools produced by 
a manufacturer be turned back 
to him. The manufacturer would 
be reimbursed by DPC for the 
cost of handling, reworking, re- 
conditioning, storing, etc. A 
selling commission of 17% per 
cent would be paid to the mann- 
facturer, who, under the con- 
tract, agrees to fill 25 per cent 


ment surplus stock. This form 
of contract, to which the Depart- 
ment of Justice has offered no 
objection, could’ be terminated 
by either party on 10 days’ writ- 
ten notice, SPB said. 

SPB said its approval of the 
arrangement was given with the 
firm conviction that distribution 
of cutting tools through other 
channels might prove hazardous 
to the industry. Under the uni- 
form agency contract that DPC 
will offer to 235 manufacturers, 
these companies will be enabled 
to fill 75 per cent of their post- 
war sales through new tools, 
keeping their plants in operation 
and labor employed, while grad- 
ually absorbing these surpluses. 
The board said that DPC al- 
ready has on hand a large stock 
of these surplus tools in varying 
types, sizes and makes. The col- 
lapse of Germany will cause the 
owning agencies to declare even 





of his demand from the Govern- 


larg«r quantities as surplus. 








Permit Increased Production of 
Tire Chains for Farm Tractors 


An increase in production of 
tire chains for farm tractors is 
authorized in the 1945-46 quotas 
of civilian tire chains, announced 
April 9 by the War Production 
Board. Under the new quota, 
chain manufacturers are permit- 
ted to produce 120 per cent of 
the farm tractor tire chains ship- 
ped by them during the calendar 
year of 1944. There are no 
changes in the quotas of chains 
for passenger and commercial ve- 
hicles,s WPB said, the increase 
being confined to farm tractor 
tire chains. 

The new quota is established 
in an amendment to Limitation 
Order L-201, which covers the 
production and distribution of 
automotive tire chains, tractor 
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tire chains and chain parts. Para- 
graph (d) (3) is amended to 
read: “For farm tractors. Be- 
tween April 1, 1945, and March 
31, 1946, a producer must not use 
in the production of tire chains 
for farm tractors more than 120 
percent of the total weight of 
metals used in the production of 
all tire chains for farm tractors 
shipped by him during the calen- 
dar year 1944.” 

Further amendments to L-201, 
as announced by WPB, include a 
minor change in paragraph (c) 
permitting producers to ship spe- 
cially sized tire chains ordered 
either directly or indirectly by 
the consumer. Heretofore, the 
order permitted shipment only on 


recent Washington meeting. 


























direct purchases. 
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Time to step out for easy and laird 
quick sales with a complete stock Oo aed 
of the best work shoes for horses sae: 


and mules. 

Economical Phoenix shoes... 
made for long wear and complete 
protection. Check the sizes you need 
-. NOW! 


PHOENIX and JUNIATA 
HORSE AND MULE SHOES 


Pree. ¢ ¢ This book tells you how to care 
for the feet of horses and mules. Write today for 
your copy and details of free distribution to 
your customers. 






PHOENIX MANUFACTURING COMPANY 
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NO NEED 
To cur...eR 


Cu, 


Despite war-caused shortages, the equitable distribu- 
tion through Hardware Jobbers of Rogers Famous 
Fish Glue to you independent retailers has kept stocks 
at reasonable wartime levels. No retailer has ever 
needed to cut prices on Rogers Famous Fish Glue to 
meet chain store or other competition. Backed by fair 
tices, our national advertising, in your 

interest, takes the “compete” out of com- 

petition! Ask your Jobber. 








GLOUCESTER, MASS. 





Lhattanooga Implement &Mfa lo 


CHATTANOOGA, TENN 





To Authorize Making 
Light Ja 


War Production Board of Lim- 
itation Orders L-322 and L-270, 
which would authorize the pro- 
duction of 3,000,000 light jacks 
for passenger car and farm use, 
was approved by the Jack Indus- 
try Advisory Committee at its 
recent meeting, WPB reported 
April 9. 

Immediate production of the 








of 3,000,000 
chs for Farm, Car Use 


Proposed amendment by the} jacks is not contemplated, mem- 


bers of the committee indicated. 
Lack of materials, chiefly mal- 
leable iron, and manpower short- 
ages would make that impossible 
at this time, they said. They 
agreed, however, that if the lim. 
itation orders were amended, a 
program could be mapped out 
and held in readiness until con- 
ditions were more favorable. 











ware and other types of con- 
cerns to understand the regula- 
tions under which they must 
operate their repair services and 
the priority assistance to which 
they are entitled the Electrical 
and Mechanical Repair Section, 
Services Trades Division, Office 
of Civilian Requirements, War 
Production Board has issued its 
“Service Guide for Electrical 
Appliance, Radio, and Mechani- 
cal Repair Shops.” Copies of the 
Guide are available from WPB 
Regional and local offices. 


WPB Issues Service Guide for 
Appliance, Radio, Mechanical Repairs 


To assist repair shops of hard-} It outlines how CMP Regula- 


tion 9A assists repairmen getting 
limited amounts of controlled ma- 
terials (copper, steel and alumi- 
num in_ controlled materials 
form). Other points covered 
are: ordering of fractional horse- 
power motors; ordering refrig- 
eration and air conditioning re- 
pair parts; solder; radio repair 
parts; repair parts and materials 
in general and use of customer’s 
ratings for Maintenance and Re: 
pair Work. Orders controlling 
construction and tools and 
special equipment purchases are 
also outlined in this guide. 








CEILINGS ON SURPLUS 
ARMY STEEL TINNED 
COOKING BOILERS 


A retail ceiling price of $2.50 
each has been established on five 
sizes of new steel tinned cooking 
boilers bought for Army field 
range purposes, which have been 
declared surplus and are being 
sold by the Government for ci- 
vilian use, the OPA announced 
April 12. 

All boilers sold at retail must 
bear a tag stating the retail ceil- 
ing price. 

At the same time, a ceiling of 
$1.25 each on sales, of boilers 
packaged for shipment, f.o.b. 
point of shipment, to wholesalers 
by Treasury Department’s Office 
of Surplus Property was estab- 
lished. 


wholesalers or Treasury, the ceil- 





On sales to retailers either by | The B. F. Goodrich Co., Akron, 


ing will be $1.60 each, f.o.b.| as special director of rubber pro- 
point of shipment. The ceilings,| grams by J. A. Krug, chairman, 
effective April 12, 1945, apply to} WPB. Mr. Collyer will direct the 
Army field range cooking boilers, | activities of the WPB’s Rubber 
with lids, known as models 48,| Bureau, and will be responsible 


from 8% inches deep, 11% in. 
wide, and 14% in. long to 9 in. 
deep, 145% inches wide and 17% 
in. long. 

Approximately 45,000 of these 
boilers are located at Jefferson- 
ville, Ind., and are available for 
sale by Treasury’s Cleveland re- 
gional office. This agency does 
not sell to individual consumers, 
but only to in-the-trade distrib- 
utors. Order No. 49 to Supple- 
mentary Order 94, Special Maxi- 
mum Prices for Cooking Boilers, 
effective April 12, 1945, made 
these provisions. 





COLLYER SPECIAL 
DIRECTOR WPB 
RUBBER PROGRAM 


John L. Collyer, president of 


Ohio, has recently been named 





49, 51, 53, 54, and varying in size 








to Mr. Krug. 
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ABRASIVE GRAIN SIZE 
REC. APPROVED 
FOR PROMULGATION 
The proposed revision of Sim- 


plified Practice Recommendation, 
R118-40, Abrasive Grain Sizes, 


has been accepted for promulga-" 


tion by manufacturers, distrib- 
utors and users. The revised 
recommendation will be identi- 
fied as R118-45 and will be effec- 
tive from April 1, 1945. It covers 
a simplified schedule of grain 
sizes for aluminum oxide and 
silicon carbide abrasives for 
gtinding and polishing uses, and 
for grinding wheel manufacture. 
The proposed revision includes 
an increase in the allowable over- 
size in No. 46 grit from 20 to 30 
per cent and the inclusion of 
No. 240 grit. 


PROPOSED REVISION 
R6-44 ON FILE-RASPS 


At the suggestion of represen- 
tative manufacturers of files and 
rasps, a proposed revision of 
simplified practice recommenda- 
tion R6-44, files and _ rasps, 
American Pattern and curved- 
tooth milled files, has been 
evolved. This revision is caused 
by the belief that as R6-44 has 
proved useful as a preliminary 
first step in establishing the 
recommendation for post-war 
needs, since the revocation of 
Schedule V to Limitation Order 
L-216, those needs are now suf- 
ficiently clear to warrant a fur- 
ther revision. Listed below are 
the changes the revision pro- 
posed as compared with the pres- 
ent issue. 

(1.) Restore all mill files, mill 
files two round edges and mill 
files blunt, to the dimensions ap- 
plying before the last revision. 

(2.) Add second cut for mill 
files in sizes 6, 8, 10, 12 and 
14-in. 

(3.) Restore flat files in the 4, 
6, 8 and 10-in. sizes to the di- 
mensions applying before the last 
revision. 

(4.) Hand files, flat aluminum, 
flat long angle lath and flat foun- 
dry files in sizes up to and in- 
cluding 10-in. to be made in the 
same dimensions as recommend- 
ed for flat files in (3) above. 

(5.) Add flat brass files in 
sizes 8, 10 and 12-in. 

(6.) Restore all sizes of pillar 
files to the dimensions applying 
before the last revision. 

(7.) Add hand-saw blunt files 
in size 6-in. slim, and sizes 544, 
6 and 7-in. extra slim. 


(8.) Make the 18-in. horse 


rasp, slim half file in the follow- 
ing dimensions: width 1 19/32- 
in., thickness 13/32-in. 

(9.) Omit the 4%-in. size in 
slim taper, extra slim taper and 


(10.) Omit the 16-in. size in 
flat and half round aluminum 
files. 

(11.) Omit the 16-in size in 
flat and half round foundry files, 

(12.) Omit the 6-in. size in 
half round brass files. 


RECOMMENDATION 
FOR MILK SHIPPING 
CANS APPROVED 


The proposed simplified prac- 
tice recommendation for milk 
shipping cans has been approved 
for promulgation, stated the Di- 
vision of Simplified Practice, Na- 
tional Bureau of Standards. 
Known as R208-45, this recom- 
mendation will be effective on 
the expiration of Order M-200 
of the WPB. It applies to roll- 
bottom, hoop-bottom and solder- 
less types of milk shipping cans 
of 5-gal., capacity and larger, 
made for domestic use. It in- 
cludes dimensions, weights and 
other details. 


RECOMMENDED STANDARD 
FOR TANK MOUNTED 
AIR COMPRESSORS 


A recommended commercial 


standard for Tank Mounted Air 


circulated to the trade for writ- 
ten acceptance by the National 
Bureau of Standards, Washing- 
ton, 25, D. C. The purposes of 
the standard are to: establish 
minimum standard specifications 
and uniform methods of desig- 
nating capacity; definite size 
classifications for compressors, 
motors, and tanks; provide uni- 
form laboratory test methods, 
and a uniform basis for fair com- 
petition for guaranteeing com- 
pliance with the standard for 
the guidance of manufacturers, 
distributors, wholesalers, and 
users. The standard covers rat- 
ings, motor loading, and meth- 
ods of testing single-stage, and 
two-stage air compressors from 
1, horsepower inclusive. 





SPB ISSUES HANDBOOK 
SECTION ON PLUMBING, 
ELEC. FIXTURES, ETC. 


Surplus Property Board an- 
nounced 2 booklet of the Hand- 
book of Standards, Sections X, 
XI, Plumbing, Heating and Air- 
Conditioning Equipment & Light- 
ing Fixtures, Communications 
Equipment, Electronic Devices, 
Alarm & Signal Control Equip- 
ment. Standards are designed to 


commercial terms to allow a sur- 
plus property disposal agency to 


Compressors, TS-3897, has been } 


furnish sufficient information in | 








selected to meet most of 
your customers’ needs 


Whether your customers seek replacement belts for 
washing machines, oil burners, power tools, home work- 
shop equipment or other small appliances, you can supply 
practically all of the more frequently requested sizes from 
this Gilmer “Eye-ful” Tower V-Belt Assortment. 


And with each Gilmer V-Belt you sell goes the assurance 
of long and dependable service. For these sturdy, accu- 
rately-sized belts have all the excellent qualities you’d 
expect from a product bearing the Gilmer name. 


This is proving to be a profitable belt replacement year. 
Take advantage of the big demand. Mail the coupon 
below for the Gilmer No. 350 Assortment. It costs but 
$21.01, including selling accessories, and gives you a 


profit of $14.01. 






L. H. GILMER COMPANY 
TACONY, PHILA. 35, PA. 


Division of United States Rubber Company 


4 


é 


Peewee es eS eee ee 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Send me the complete Gilmer ‘‘Eye-ful” Tower Assortment, No. 350, as follows: 


1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalog, ‘America’s Belt Bible" 


Bill me $21.01 through your nearest jobber 


NAME 





ADDRESS en ee eee ae ae a ee eS See 





arrange for resale without calling 





double extra slim taper files. 
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Recent OPA rulings — In- 
creases of $3.25 per ton in the mill ceil- 
ing prices for f.o.b. mill carload lot 
shipments of baled basswood or poplar 
wood excelsior and wood wool pro- 
duced in Michigan, Wisconsin and 
Minnesota are authorized by OPA. 
This amendment to the general maxi- 
mum price regulation became effective 
April 5. Also, amending price regula- 
tions 477 and 200, effective April 9, 
OPA established retail ceiling prices of 
15 cents per pair for men’s half heels 
and 10 cents per pair for women’s 
Cuban heels made from third-grade 
rubber, when sold unpackaged and with- 
out nails. 

* > . 

Electric irons — Despite con- 
tinuing tightness of materials and man- 
power, WPB expects production of 
electric irons to approximate 500,000 
in this second quarter. WPB feels that 
the 65 per cent cut in the amount of 
steel available for electric iron manu- 
facturers, compared to the first quarter, 
will not affect second-quarter iron pro- 
duction, since many manufacturers 
have partially fabricated steel on hand. 
WPB allotted material for more than 
2,000,000 electric irons in 1944, but 
more than half of this material is still 
available, since last year’s output was 
cut to about 800,000 irons because of 
labor shortages. WPB promises to 
allot sufficient extra aluminum and cop- 
per to permit production of the half- 
million irons during this quarter, and 
the supply of resistance wire also is ex- 
pected to be adequate. Plastic sup- 
plies are so limited that WPB expects 
to make them available to iron manu- 
facturers only for dial knobs. As pos- 
sible substitutes for plastics for handles, 
the industry is sounding out the possi- 
ble use of heat-treated, transparent 
glass, wood, and a molded substance 
derived from waste paper. 

- * 7 

Electric fans—-WPB says that 
just about 100 per cent of the steel, 
aluminum and copper needed to make 
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cr GOVERNMENT WAR-TIME RESTRICTIONS 


26, 1945 


25,000 propeller-type electric fans will 
be available in the second quarter for 
manufacturers, but allotments will be 
made only to the extent that manpower 
and facilities are available. Some cur- 
tailment of the supply of materials, how- 
ever, may be expected in the third 
quarter. No new electric fans will be 
available for home or office use in 1945, 
since all the fans to be authorized are 
needed for essential military, hospital 
and industrial purposes. Seventy-two 
per cent of total 1944 authorized fan 
production went for direct military use. 
At present the largest electric fan de- 
mand from both military and autho- 
rized civilian purchasers is for 12- and 
16-inch oscillating types. 

7 = * 

Air circulators—WPB recently 
cleared up its definition of industrial 
air circulators, referred to in Priorities 
Regulation 3, to include “any new pro- 
peller-type fan for circulating air 
within a room or space, without the 
use of ducts, and powered by an elec- 
tric motor drawing more than 200 
watts.” These fans are designed for 
desk, pedestal, wall bracket, ceiling or 
floor mounting. The term does not in- 
clude propeller-type fans, for exhausting 
air from inside a building or room or 
for supplying air from the outside to 
the space within, normally mounted in 
a wall or window or over a door. 

* * @ 

Jersey work gloves — WPB 
has issued a direction (under order 
M-328) to insure the supplying of 
enough jersey fabric, to provide for 
making jersey work gloves up to 1943 
and 1944 totals. Anyone who during 
1943 or 1944 produced jersey knitted 
work glove fabrics, in weights of eight 
oz. or more per sq. yd., and who is 
still making these fabrics, is ordered 
to keep up production during this 
quarter, and the remaining quarters of 
1945, of as much “poundage” as he 
made during his “peak” quarter of 
either 1943 or 1944. No sale or de- 
livery of any of the fabrics produced 









under this direction may be made ex- 
cept to persons who certify that the 
fabric will be used in the manufacture 
of work gloves, or will be resold only 
to persons who in turn certify that the 
fabric will be used only for making 
work gloves. 
. - + 

Scales for emergencies — 
WPB has amended its scales, balances 
and weights order, L-190, to provide for 
assignment of preference ratings for 
purchase of such equipment when it is 
needed in an emergency. Hitherto, 
permission to purchase scales, balances 
and weights was given by WPB on 
form WPB-1319, but assignment of 
ratings was not required. 

. a . 

More lumber controls — To 
make certain that all lumber purchase 
orders given military preference . by 
sawmills actually are for lumber to be 
used by the services, WPB has tight- 
ened control over distributors’ purchases 
for inventory replacement. It now pro- 
hibits the extension of certifications of 
the Central (Engineers) Procuring 
Agency, to obtain lumber for replacing 
inventory sold on these certifications. 
Types of lumber covered are: Douglas 
fir, white fir, Noble fir, Sitka spruce, 
and West Coast hemlock (except air- 
craft grades) ; western pine; California 
redwood; southern yellow pine; and 
red and yellow cypress. All except 
very small sawmills are required to 
give military orders precedence over all 
other orders except those rated AAA, 
up to specified percentages of their 
anticipated monthly shipments. WPB 
was sad and glad in reporting lumber 
production for January, 1945, totaling 
2,254,829,000 board ft. Sad, because 
this was 9.6 per cent less than in Jan., 
1944, glad, because the increase in pro- 
duction in January, compared with 
December, was 8.1 per cent, whereas the 
normal seasonal rise is less than one 
per cent. The latter better-than-normal 
increase was due chiefly to favorable 
weather. 

7 * o 

Lead for china-ware—Manu- 

facturers of “essential” ceramics are 
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GENERAL 
POWER AND HAND SICKLE GRINDERS (= 
KEEP YOUR FARM TOOLS NEW \ 
— Increased harvests are as important as guns and airplanes this 
year. Our country needs foods . . . more and more of them 
to keep in fighting trim. "General" power and hand Sickle 
ex- Grinders will help produce more by keeping hard-to-replace farm 
the tools in fighting trim. Buy from your regular jobber. 
n 
the 
ing 
" SICKLE CONES POWER SICKLE bo Se 
is Coen, tarp, exiting, op @: set geet utility : wi _HAND SICKLE GRINDERS 
” shave inl, loc: Sharpen i secon Bs GENE RA tired! gears Sad "phicms’*eeccaly ond 
GENERAL HARDWARE COMPANY 
3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 
To 
CHAMPION 
be 
it- 
; Screen Door Hardware 
ig ° 
: Screen Window Hardware 
: Shelf Hardware Items 
d 
yt 
; HILE making wartime products and 
: meeting the manpower shortage, we are 
; doing everything in our power to overcome 
. obstacles in the interest of our customers. 
. Nearly All Hardware Jobbers Buy Some Champion Products 
| THE CHAMPION HARDWARE COMPANY _ 
GENEVA, OHIO 
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RIDSMEL 
Stops Paint Smell . . . Instantly! 


Ridsmel is a sure-bet for an extra sale 
with every paint sale you make. A few 
economical drops in a gallon of paint— 
and the sickening smell of paint is 
swiftly neutralized. No odors during 
painting, no lingering after odors. Sell 
guaranteed Ridsmel to householders, 
painters, hospitals, hotels, industrial 
plants. 
25¢ to $5.00 Sizes 
Big Profit Discounts 
Carton of 3 Dow. 25¢ Bottles 
$5.40 F. O. B., New York 
Window Streamers Included 
See Your Jobber or Write Direct 








HOLLEY CHEMICAL CO. : 


122 E. 25th ST. NY 








In Tubes, Pint and Quart Cans 


Once used, AMBROID immediately 
becomes a permanent member of the 
household or factory. Fixes every- 
thing from trinkets to canoes. In ex- 
tensive use in war plants. 







Get acquainted with this well- 
established fast-seiling item. 
Send in your wholesaler’s 











e Dries Quickly 
+ @ Waterproof 
e Mends Everything 


AMBROID CO., Inc. 
305 Franklin Street 
Boston 10, Mass. 
Established 1910 





assured a greater supply of lead for 
coating purposes, by WPB’s adjusting 
the uses of lead for making all types of 
ceramics. Since early this year, WPB 
has limited this use to 25 per cent of 
the first six months’ consumption of 
1944, regardless of the type of cera- 
mics. A new action classifies ceramic 
ware into six groups and fixes quotas 
for each of these groups according to 
its essentiality. Vitrified china table- 
ware for institutional or mass feeding, 
may now use 50 per cent of the lead 
used in the first six months of 1944, or 
1,000 lbs. per quarter, whichever is 
greater. Vitrified ware for other than 
institutional or mass feeding, also semi- 
vitreous china ware for any feeding 
purpose, may use 25 per cent or 1,000 
Ibs. All other vitrified and semi-vitre- 
ous chinaware are allotted no lead, as 
are decorative ceramics—(such as art 
pottery, costume jewelry,  etc.). 
Chemical, electrical and _ industrial 
ceramics may use 50 per cent of the 
lead used in the first six months of 
1944 or 1,000 lbs. per quarter, which- 
ever is greater. 
* 7 

Metal strapping—Because the 
demand for metal strapping has ex- 
ceeded the supply, WPB has issued a 
new preference rating order, P-152, to 
insure that the most essential needs are 
taken care of first. The order permits 
any person to use an AA-] rating to 
obtain metal strapping for carloading, 
skidloading, baling and bundling. It 
also permits persons who use metal 
strapping for container reinforcement 
to use the rating assigned for the con- 
tainer it reinforces, either under order 
P-140 (wooden shipping containers) or 
P-146 (fiber shipping containers). New 
order P-152 also permits use of an AA-1 
rating for procurement of reinforcement 
edgings. ; 

. . * 

Insect screen cloth—Detailing 
the metal screen cloth situation, WPB 
says that the urgent need of this ma- 
terial to protect troops from malaria 
and other insect borne diseases has in- 
creased demand far beyond current 
supply. These military requirements 
rose sharply and unexpectedly in the 
closing months of 1944. Total require- 
ments in the first quarter of 1945 
amounted to 239,000,000 sq. ft.—112,- 
000,000 for the military and 127,000,000 
for civilian use. These were cut back to 
92,000,000 and 43,000,000 sq. ft., re- 
spectively, to conform to estimated pro- 
duction for the quarter, of only 135,- 
000,000 sq. ft. For the second quarter, 
actual output is estimated at 145,000,- 
000 sq. ft. “Capacity” is about 200,- 
000,000 sq. ft. per quarter, but labor 
shortages are cutting this “par” very 
deeply. Against the expected 145,000.- 


000 sq. ft. to be made this quarter, total 
requirements have increased to 265,000,- 
000 sq. ft.—115,000,000 for the military 
and 150,000,000 for civilian use. In 
the inevitable pare-down, the military 
has been allotted 93 per cent of their 
requirements, and civilian uses 25 per 
cent of requirements. 
- * 7 
Steel pipe—To make way for 
stepped-up military schedules, WPB’s 
Office of War Utilities has limited the 
amount of steel pipe for maintenance 
and repair, and for minor plant addi- 
tions, that utilities may schedule for 
second quarter delivery, to 20 per cent 
of steel pipe deliveries in all of 1944. 
However, utilities may schedule any 
small requirement, up to 10 tons of 
pipe, without cut from last year’s rate 
—and exceptions are provided to allow 
for unexpected property loss due to 
flood, explosion, etc. 
* * e 
Lawn mowers — Hand lawn 
mowers may be made only to fill 
“special orders,” subject to specific 
authorization by the War Production 
Board to manufacturers, under Limita- 
tion Order L-67, as amended April 3, 
1945, WPB said recently. “Special 
orders,” as stated in the amended L-67, 
are orders placed by the Army, Navy, 
Veterans Administration, United States 
Maritime Commission and War Ship- 
ping Administration. Production of 
gang, power and hand lawn mowers for 
other than special orders is prohibited, 
except as may be authorized under the 
“spot authorization” procedure (Priori- 
ties Regulation 25). L-67 previously 
prohibited the production of hand lawn 
mowers for any purpose unless au- 
thorized under spot authorization. 
* s 
Commercial cooking equip- 
ment—WPB is planning to control the 
making of commercial electric cooking 
equipment by a new limitation order, 
L-65-c, effective July 1. WPB proposes 
to segregate under a separate order each 
of the various types of electrical appli- 
ances now covered by order L-65. 
Among these are L-65-b (food prepara- 
tion equipment), L-65-d (resistance 
material), L-65-e (miscellaneous elec- 
tric devices not otherwise classified), 
and L-65-£ (domestic electric appli- 
ances). The original order, L-65, now 
permits manufacturers to produce for 
non-military purposes, at 10 per cent 
of the 1940 rate, the following types of 
heavy-duty commercial appliances: 
broilers, food servers, fry kettles, grid- 
dies, hotplates, ovens, ranges, toasters 
and urns. The proposed L-65-c would 
permit manufacturers to make these 
items, as well as stock kettles, coffee 
makers, and waffle irons, for non-mili- 


tary purposes only when individually 


HARDWARE AGE 





authori 
bon st 
allotme 
mercia! 
be 16 | 
to mee 
gram, | 
make 
can tul 
per al 
equipm 
and sa 
is expe 
where 


cause | 
creasin 
have | 
ment t 
are no 
investis 
their “ 
gram 

amend 
lists 6 
elimins 
restrict 
and C 
The re 
authori 
been fi 
war ef 
acid le 
photon 
conser 
ply, wi 
on its 
lapsibl: 
use of 
not mc 
for the 
mit a1 
later t 
has be 
strictec 
that re 
icinal 

limited 
mitted 
toothps 
ments, 
flux. 

for a! 
but lit’ 
ation « 
for the 


cently 
who bi 
throug 
and p 
bring | 
States, 
Limita 
the orc 
ing or 
movem 
or any 


APRI 


rter, total 
265,000,- 


way for 
, WPB’s 
nited the 
ntenance 
int addi- 
dule for 
per cent 
of 1944, 
ule any 
tons of 
ar’s rate 
to allow 
due to 


id lawn 
to fill 
specific 
duction 
Limita- 
April 3, 
‘Special 
od L-67, 
’ Navy, 
| States 
r Ship- 
ion of 
vers for 
hibited, 
der the 
(Priori- 
wiously 
d lawn 
$s au- 


equip- 
rol the 
ooking 
order, 
oposes 
r each 
appli- 
L-65. 
repara- 
istance 
} elec- 
ified ) , 
appli- 
, Now 
ce for 
r cent 
pes of 
ances: 
, grid- 
asters 
would 
these 
coffee 
1-mili- 
dually 


AGE 





authorized by WPB. Amounts of car- 
bon steel available for second quarter 
allotment to manufacturers of this com- 
mercial electric cooking equipment will 
be 16 per cent below quantities needed 
to meet the approved production pro- 
gram, but probably will be sufficient to 
make as much as available manpower 
can turn out. WPB also will allot cop- 
per and aluminum needed for any 
equipment for which steel is available, 
and says that supply of resistance wire 
is expected to be adequate if used only 
where absolutely necessary. 
7 e 7 

Tighter lead controls — Be- 
cause the lead supply has become in- 
creasingly critical, its permitted uses 
have been curtailed by WPB amend- 
ment to Order M-38. Only end products 
are now authorized, which have been 
investigated thoroughly by WPB as to 
their “essentiality to the military pro- 
gram and civilian economy.” The 
amended order, effective April 1, 1945, 
lists 64 permissible uses for lead and 
eliminates the previous Lists A—totally 
restricted uses, B—unrestricted uses, 
and C—quota percentage restrictions. 
The revised order includes some newly- 
authorized uses for lead, which have 
been found extremely important to the 
war effort, for radiography, lining for 
acid lockers, spectographs and spectro- 
photometers. Another WPB action to 
conserve the extremely short lead sup- 
ply, was to impose further restrictions 
on its use in the manufacture of col- 
lapsible tubes. Persons permitted the 
use of tubes may receive during April 
not more than one-third of their quota 
for the second quarter. This will per- 
mit a review of the entire lead situation 
later this month. Tube order M-115 
has been changed from one that re- 
stricted manufacturers of tubes to one 
that restricts packers. For the med- 
icinal items, the lead quota is un- 
limited, but otherwise tubes are per- 
mitted only on a limited basis for 
toothpaste, pyroxylin and rubber ce- 
ments, buffing compound and type-metal 
flux. Aluminum tubes are permitted 
for a somewhat larger list of products, 
but little relief in the tube supply situ- 
ation can be expected from this type 
for the next 60 or 90 days. 

+ 2 = 

Imported watches—WPB re- 
cently ruled that importers or agents 
who bring watches or watch movements 
through customs into U. S. territories 
and possessions, as well as those who 
bring them into the continental United 
States, are subject to the provisions of 
Limitation Order L-323. As previously, 
the order prohibits importers from sell- 
ing or delivering any watch or watch 
movement, either in a case or out of it, 
or any wrist chronograph or stop watch, 
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such a slick job so fast. 


Imperial also scores a hit because it is ready for 
instant use; no messy solution to mix, no over- 
night brush-soaking. And since Imperial will not 
harm brush bristles, nor affect any type of finish 
applied with the brush, no after-rinse is needed. 


So feature Imperial for added profits—it wins 
approval as quickly as it cleans paint brushes. 


IMPERIAL seust’Zt2aver 


“I wouldn’t have believed it possible!”’—say 
many users after cleaning a hard-caked brush 
with Imperial Rapid Brush Cleaner. It does 


Order from 
your jobber 


Write us for 
information 


WILSON-IMPERIAL COMPANY @ 
Dept. H-425, 115 Chestnut St., Newark 5, N. J. 















FRANK McCABE says... 


-A- 0. 
SWING-A-WAY STEEL PRODUCTS C 


TIN... TIN..TIN! 


Salvage it to win. 


Lack of tin is the Achilles Heel of Uncle 
Sam’s War Machine. Japan controls 
92% of the world’s supply. ... Yet tin 
- needed in almost every implement 
Oo war. 


The need for tin salvage is so urgent 
that every retail store in America 
should hammer it home in every news- 
paper advertisement used. Tin cans 
are the greatest single source for tin 
salvage... they are 1% tin and 99% 
steel . . . 100% essential War Material. 


Advise sales people to ask every cus- 
tomer purchasing SWING-A-WAY or 
any Wall Bracket Can Opener to prop- 
erly prepare and save every tin can for 
salvage. It is a patriotic effort worth 
your very best energies. 


CAN OPENER 


e Merchandise Mart + Chicago, lilinois 
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HOME GUARD 


(RBG. U. 8. PAT. OFF.) 
wood trigger 
mouse trap 


Marengo, Illinois 





BETTER BRAND 
trap 


MeGILL METAL PRODUCTS CO. 











WINDOW 
SCREEN 
HANGERS 


Federal epee 
Type 1 


Made of durable wrought steel. 
For full length windows. Comes 
in Black Enamel and Bright Zinc 
finishes. Size overall, Hook %4” x 


2 1/16", Eye 2%” x 1%’. 
PACKAGING 


No. 77-00-3 Hanger Hooks and Eyes. Packed 
one dozen pairs in box with screws. 

No, 77-00-38 Sets, Two Hanger Hooks and 
— with one 14%” Gate H and oe 
Packed one dozen sets in box comp 

with screws. 
Be 77-00-6 er, a coy Packed two 
dozen pairs in bo 


Order From Your Jobber 


Fer 46 years Sheiby’s consistent record of top quality 
has earned Builder preference and Dealer ieyalty. 


THE SHELBY SPRING HINGE CO. Shelby, Ohio 


Sit SINCE [898 
HUILUERS' HARDWARE 


hycenl Lovka ~— thetlar lu eair 








released from customs after Jan. 1, 


1943, without specific authorization 

from WPB. Pin lever, cylinder, and 

Roskopf movements, also lever type 

movements smaller than 6% ligne, con- 

tinue to be exempt from this restriction. 
. s 


Tin-can use—WPB on April 6 
revised the tin-can order, M-81, reduc- 
ing packers’ quotas for the use of 
tinplate or terneplate cans, for packing 
paint products, to 60 per cent of 1941 
usage for such packing. The previous 
quota was 100 per cent of 1941 usage. 
The paint products covered include pig- 
ment oil paint, varnishes, aluminum 
paint, paste water paints and lacquers. 
The amended order also sets a quota of 
25 per cent of 1941 usage for cans for 
packing motor oils, and 100 per cent of 
1944 usage for packing insecticides and 
fungicides. These items were not 
formerly included in the quota list. The 
order’s definition of “blackplate” now 
includes electrolytic waste-waste, terne- 
plate waste-waste and terneplate waste, 
giving a wider range of usable material. 

t ” +. 


Paint—Total sales of paint, 
varniah, lacquer and filler for January 
were $53,708,948 compared with $43,- 
480,878 for Jan., 1944, the Bureau of the 
Census disclosed recently. 

. a * 

Machine tools—During Feb., 
1945, shipments reported by 198 com- 
panies totalled $36,018,000 a decrease of 
3.6 per cent under January valuations, 
the Tools Division, WPB, reported re- 
cently in preliminary statistics. Based 
on daily shipment rate, however, ship- 
ments for the short month of February 
showed an increase of 6.8 per cent, 
officials said. Net new orders for ma- 
chine tools (total orders less cancella- 
tions) was 58,024,000, one per cent 
under Jan., 1945, valuations of $58,619,- 
000, Tools Division officials reported. 

* . + 

Oil burner shipments—Ship- 
ments during Jan., 1945, were 9,007 
units as compared with 7,553 in Dec., 
1944, 5,315 in Jan., 1944 and 7,503 in 
Jan., 1943, the Bureau of the Census, 
Washington 25, D. C., has announced. 

* + ~ 

Cory coffee brewers—Sales of 
Cory All-Glass Coffee Brewers for 1944 
exceeded any previous year in history, 
according to J. W. Alsdorf, president of 
the Cory Glass Coffee Brewer Co., Chi- 
cago. A major share of the company’s 
production was allocated to the armed 
forces, particularly the U. S. Navy. 

* * 7 
Buffalo bolt sales — An all 
time high net sales totalling $9,166,276, 
in the year 1944 has been reported by 
Buffalo Bolt Co., N. Tonawanda, N. Y. 













In the report Rudolph B. Flershem, 
president of the company stated it has 
no reconversion problems whatever and 
that it plans to broaden its distribution 
channels and further diversify its prod- 


ucts. 
o . . 


Stewart-Warner sales — Net 
sales of the Stewart-Warner Corp., Chi- 
cago, Ill., for the year ended Dec. 31, 
1944, totalled $107,661,295, compared 
with $115,064,408 for 1943. 


Mengel sales—For the year 
ended Dec. 31, 1944, net sales totaling 
$25,060,000 were reported by The Men- 
gel Co., Louisville, Ky., manufacturers 
of hardwood products. Sales in 1943 
totaled $27,723,000. 


* . * 


Du Pont sales—The largest 
production volume of any year in its his- 
tory and the lowest operating income 
after taxes of any year since 1938 ex- 
cept one were disclosed in the 1944 
annual report of E. I. du Pont de 
Nemours & Co., Wilmington,~Del., dis- 
tributed recently to stockholders. Sales 
to customers, including the Govern- 
ment, in 1944 were $622,062,712, up 6 
per cent over 1943. In addition, war 
materials valued at $218,413,000 were 
produced by the company in Govern- 
ment-owned plants; products manu- 
factured for other companies amounted 
to $53,835,000, and interdepartmental 
billings for the year were $67,906,000. 
Sales prices at the end of 1944 were 4 
per cent below 1939 levels, against a 35 
per cent rise in the national wholesale 
price average through the same period.. 

* on . 


Paper cups and plates—WPB 
has tevised order L-336, sanitary food 
containers, tightening restrictions on 
the use of hot and cold drink cups, flat 
bottom dishes, liquid-tight paper con- 
tainers and paper milk containers, be- 
cause of increasing demands, and the- 
decreasing supply of material for their 
manufacture. The use of hot drink. 
cups now is permitted only for feeding 
in industrial plants, hospitals and cer- 
tain other minor but essential opera- 
tions. The quota rate for use of the 
hot drink cups is reduced from 80 per 
cent to 75 per cent of average monthly 
use in the first quarter of 1944. To 
take care of a new military requirement 
for flat bottom dishes, 75 per cent of 
their production is set aside for over- 
seas uses. The use of liquid-tight con- 
tainers now is restricted to food prod- 
ucts intended for human consumption, 
to prevent their use for packing non- 
food products. The use of paper milk 
containers is restricted to the packing 
of fluid milk or other dairy products, 
or fruit and vegetable juices. 
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Steel drums and cans — Ef- 
fective April 1, WPB completely re- 
vised order L-197, and changed the 
base period for calculating quarterly 
use of steel shipping drums from the 
corresponding quarter of 1943, to the 
corresponding quarter of 1944. This 
will provide a more equitable distribu- 
tion. During 1943, many items were 
not allowed to be packed in steel drums, 
on which, later, such packing was per- 
mitted. By using 1944 as a base period, 
such adjustments can be continued au- 
tomatically. Cheese cans and ice cream 
cans are excluded from the definition 
of a “drum” in the amended order, 
since they are produced by dairy ware 
and milk can maufacturers under WFA 
jurisdiction. A  small-user exemption 


now provides that the quota restric- | 


tions do not apply to any person who 
uses not more than a total of 1,500 lb. 
of new drums for all purposes in any 
calendar quarter. 

* a x 


Sears in 1944—Reflecting the 
war-time merchandising demand, with 
the many off-setting difficulties, is the 
Sears Roebuck & Co. annual report for 
their fiscal year ended Jan. 31. Presi- 
dent Barrows reported that the com- 
pany’s sales had risen 16 per cent to 
an all-time high of $988,770,171 in the 
year. About two-thirds of the com- 
pany’s sales last year came from the 
606 retail stores, and the balance came 
through the 10 mail order plants. The 
proportion of retail to mail order sales 
has been relatively steady in recent 
years. Merchandise inventories of the 
company as of Jan. 31 were $146,078,- 
593, or 12.43 per cent lower than a year 
earlier. Merchandise on order, how- 
ever, was up about 14 per cent, to 
$178,616,304 at the end of the year. 
Manpower shortage and diminished 
merchandise availability continue to be 
the company’s most difficult problems. 
Mr. Barrows predicted that, if the 
European war ended soon, retail busi- 
ness would decline in volume in the 
last half of this year. He said also 
that merchandise is harder to obtain 
now than at any time since the war 
began, and that conditions would con- 
tinue bad for at least a few months. 


* * * 


Borg-Warner sales—Sales in 
1944 increased substantially over the 
preceding year and in dollar volume 
were nearly three times the average of 
prewar years. Of the total record out- 
put, 84.8 per cent was for war and only 
15.2 per cent for urgent civilian needs 
deemed essential by the government. 
The backlog of unfilled war orders on 
March 1, 1945, was approximately $186,- 
137,000, with war shipments since the 
beginning of the defense program in 
1940 approximating $626,886,000. 
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TEMCO aad CIRCU-RAY 


GAS HEATERS 








TENNESSEE 











Stren neni 
Beteseas fiemees guasaee 
MAHON annus 











y are 
in the SERVICE. 


Over 50,000 of these 
Heaters are giving Comfort 
to our boys all over the Country. 


SIX MODELS AVAILABLE NOW . . . . 
WRITE FOR ILLUSTRATED FOLDER 


ENAMEL: MANUFACTURING CO. 


NASHVILLE 9, TENNESSEE 








When it's all over “over there,” White Cross 


| | will offer to selected wholesalers : 


] Franchise Protection 
2 New, Moderne Styling 
3 Exclusive Improvements... 


So—before making postwar commitments, 
investigate the streamlined, simplified Top- 
quality White Cross Line: for minimum inven- 
tory, maximum turnover... Pop-up Toasters 
..- Waffle Irons’ and Sandwich Toasters... 
Flat Irons (Thermostatic)... Hot Plates ... 
Coffee Vacs . . . (Now 100% in war work). 


Sold by Leading Jobbers Everywhere 





NATIONAL STAMPING & ELECTRIC WORKS 
Established 53 years 
3212 HA West Lake St., Chicago 24, lilinois 





















Double Coil Spring 
Lock Washers 


Developed by George K. Garrett Co., 
1421 Chestnut St., Philadelphia 2, Pa., 
the double coil spring lock washers are 





recommended particularly for grading, 
bulldozing, agricultural equipment, and 
other types of heavy machinery. Double 
coil washers are available in sizes for 
No. 4 screws up to 1 in. and larger 
bolts, in any desired finish. Each 
washer is subjected to more severe 
tests than ever would be encountered 
in actual use. Also available are double 
coil washers of light sections for many 
special uses in the electrical and allied 
industries. 


Mexican Products 
Catalog, Arts-Cratts 


The Mexican Products Co., Laredo, 
Tex., has published a catalog contain- 
ing 35 pages of colored illustrations and 
descriptions of hand made furniture, 
baskets, weaving, novelties, pottery and 
glassware. Introduction tells of the 
variety of products made in Mexico and 
their individuality of pattern. Shown 
is a set of peasant furniture with flower 
designs painted in colors. All specifica- 
tions are given, including the material, 
type of carving and design, and sizes. 
Other odd pieces of hand decorated fur- 
niture are shown, also palm woven fur- 
niture, Mexican peasant woven furni- 
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And Still Available for Hardware Distribution 


ture, willow baskets, split and bamboo 
baskets. Section on Mexican linens 
includes breakfast sets, luncheon sets, 
bridge sets, etc. Also miniature pottery 
and ash trays, figures, tray and bowl 
pottery sets, pottery cookingware, din- 
nerware, and decorative vases are 
shown. Catalog contains illustrations of 
pigskin furniture, which is not available 
now, and breakfast and porch sets, 
which, altHough not ready for distribu- 
tion, shall be soon. 





Disston Chain Saw 


Equipped with a Mercury gasoline 
engine, this saw is light weight and will 
cut with ease, all kinds of timber, even 
under water, states the maker. Engine 
is two cylinder, two cycle and alternate 
firing. Effectively used in shipyards, 
railroads, construction jobs, in the 
forests, etc., and wherever power supply 
is available. Power is transmitted to 


the cutting chain through spiral bevel 
gears. Gear case and saw mechanism 
can be rotated in either direction, to 
90 deg. to the motor, or to 180 deg. By 








rotating left-hand handle, instant con- 
trol of power is gained. Cutting chain 
is made from specially heat treated 
Disston steel, and the engine housing 
and fuel tank from cast aluminum. 
Teeth are designed so that the driven 
portion always is in absolute contact 
with the teeth in the drive sprocket, re- 
gardless of wear. Motor contains, built- 
in line oiler of the needle valve type, 
and the motor has two lubrication 
points. Unit is equipped for tool grind- 
ing and right hand spindle. All parts 
in the sharpening attachment are accu- 
rately machined and designed to give 
dependable service. Motor is 1/3 H.P. 
Henry Disston & Sons, Inc., Disston 
Power Chain Saw Division, Philadel- 
phia 35, Pa. 





Flint Hollow Ground 
Cutlery Sheath 


“X-Ray” sheath designed for the con- 
venience of the purchasers of Flint 
Hollow Ground cutlery. Packing con- 





sists of a protective sheath for the pur- 
pose of shielding the edges of the Flint 
knives. Added feature is the actual 
size facsimile of the blade covered by 
the sheath. This enables the user to 
select with speed and ease, the knife 
needed for the particular job. On the 
reverse side of the sheath is condensed 
copy on “how to keep the knife sharp 
and beautiful,” which includes sharpen- 
ing instructions. It will aid dealers in 
keeping their stock cleaner, and in 
better order, and also in displaying the 
knives. Ekco Products Co., 1949 N. 
Cicero Ave., Chicago 39, Ill. 





Formica Co. Glass 
Base Plastic Sheets 


The Formica Insulation Co., Cincin- 
nati, Ohio, is producing a glass-base 
plastic made in sheets known techni- 
cally as glass melamine laminate, made 
from a fine weave, continuous filament 
fiber-glass fabric with melamine thermo- 
setting resin which is more resistant to 
flame and to arcing than resins ordi- 
narily used in standard grades of lami- 
nated material, says the maker. Avail- 
able in sheets, tubes and rods, is spe- 
cially designed for electrical applica- 
tions which require a high order of 
flame and fire resistance, high arc 
resistance and high mechanical strength. 
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WORK GLOVES 
ARE 
WAR GLOVES 














Get Your 
Share 
of the 








WAR IS A VAST 
TESTING 
MACHINE | 








NO 
PRODUCT 
IS FAVORED! 


No imaginable peace-time de- 

vice could ever have proved the worth of 
Brooks Wire Products on the grand scale 
this war has, The merciless grind of mod- 
ern combat has emphasi their dura- 
bility, economy and unbelievable versatility 
with a force that is completely revers- 
ing old-time ideas of product design. Just 
a thought for the day when fighting ends! 


’ “ go <<) ‘ 





M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROOKS HOOKS’ 














ONE = 
MILLION ; a 
CUSTOMERS 


we are going after this Spring with our 
big national advertising schedule re- 
leased to nine leading woman's and 
home magazines, with Spring circulation 
of over 19,000,000. It’s a real oppor- 
tunity to get a flying start on a steady 
repeat business with America’s No. 1 
Upholstery & Rug Cleaner. 


5 Point Promotion Plan 


Brings Immediate Profits 


If your jobber hasn’t Mystic Foam, 
write us (mentioning his name). 
Jobbers: Wire or write. 


P.S. A inion Myst e 
“pelos double profits, 


MYSTIC FOAM CORPORATION 
2003-07 St. Ciair Ave., Cleveland 14, Ohio 





THE WORLDS 

MOST POWERFUL 

HAND PRUNER 
YG 








EXCLUSIVE FEATURES 


FULL %" CUTTING CAPACITY | 
CYCLE MOTION—SURGICAL CUT 
COMBINATION WIRE CUTTER 
FLAT HEAD—CLOSER TRIMMING 
IT WILL ACTUALLY SHAVE BARK 
REPLACEABLE BLADE 
POSITIVE SAFETY LOCK | 
NO MORE MASHED FINGERS 


OTHER NEWMAN TOOLS 
POLE TYPE TRIMMERS 
POLE TYPE SAWS 


POLE TYPE PAINT BRUSHES 
TREE PAINT 


Manufactured By 


NEWMAN MFG. & SALES CO. 
KANSAS CITY 2, MO., U. S. A. 
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— UNDUSTRIAL 
AION 





Write tor the FRE! 
AMERICAN 
INDUSTRIAL CRAYON 


> 





173 











Yes, JUICE KING stands out as the 
home juicer the housewife knows. 
Now, as throughout the war, na- 
tional advertising in leading con- 
sumer magazines reminds her often 
of JUICE KING quality . . . JUICE 
KING superiority. 


Mrs. Consumer will want a JUICE 
KING just as soon as they are again 
available. Be ready . . . plan now 
to merchandise this popular home 
juicer. 










Watch for JUICE 
KING advertising in 
Good Housekeeping 

. . Ladies’ Home 
Journal . . . Better 
Homes & Gardens. 





NATIONAL DIE CASTING CO. 
Chicago 45, Iii. 
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WHATS NEW 


AND STILL AVAILABLE FOR MAROWARE DISTRIBUTION 





Attach-O-Matic 
For Eureka Cleaner 


The Eureka Vacuum Cleaner Co., 
6060 Hamilton St., Detroit 2, Mich., has 
introduced a newly-perfected attach-o- 
matic device, which will be produced as 
soon as war conditions allow. Device 





can be fitted into the motor compatt- 
ment of the upright cleaner. Making 
direct contact with the motor, the 
attach-o-matic automatically disconnects 
the rotary brush belt and shifts suction 
power to the device itself. When re- 
moved, the brush belt automatically re- 
connects. When cleaner’s flexible nose 
is connected to the attach-o-matic, addi- 
tional cleaning tools may be employed, 
including a dusting brush, sprayer, de- 
mother, crevice tool, or the floor and 
wall brush. 


Ideal “Lo-Volt”’ 
Test Glo 


A new circuit tester called the “Lo- 
Volt” Test Glo designed for testing 
circuits from 5 to 50 volts has been 
announced by the Ideal Commutator 
Dresser Co., 1757 Park Ave., Sycamore, 
Ill. It simplifies the testing of open 
circuits, burned out fuses, and can be 
used for indicating the relative value of 
line voltage. Incandescent glow lamp is 
protected by a transparent plastic hous- 
ing. Overall length is 7 in., and is com- 
pact enough to fit in the pocket readily. 
Test leads, fully insulated, are 4 in. 
long. 





MANY USES In the HOME 


Ever ready pliable 
plastic plugger - up- 
per keeps out dust 
and dirt, mosquitoes, 
flies, ants, etc. Fills 
holes and cracks 
around windows, 
screens, casements, 
drainboards, sinks, 
bathtubs. Use inside 
or outside. During 
cold weather, 


weatherstrips. 


EASY TO APPLY 


Unrolls like ribbon. Just press into 
place and it stays put. Does not orask, 
chip or shrink. Can be painted. A reil 
covers about 80 ft. 


Motes tend Waberyerss, Peed 











Free Booklet 


| J. W. MORTELL CO. 
S08 Burch St., Kankakee, Ml. 


| ‘The above is one of a series of advertise- 
ments running regularly in leading na- 
tional magazines creating a growing de- 
mand for Mortite. 


Order through your jobber. 








IMMEDIATE DELIVERIES! 


CHICAGO TOGGLE BOLTS 


You can’t beat these dependable 
Chicago Toggle Bolts for fastening to 
lath, plaster, hollow tile or any type 
of hollow wall. Furnished in 25 sizes 
from % x 2” to % x 6”. All types of 
screw heads or toggle-head riveted on 
with nut. Immediate deliveries. Call 
your wholesaler. Write for Catalog 
on Chicago Anchoring devices. 


e@ JOBBERS: Get the complete facts on 
this available line. 


CHICAGO 
CHICAGO EXPANSION 


BOLT COMPANY 
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FARMERS WANT 
TRIPLE-PROTECTED 


It’s the Roof that Keeps 
the Weather Out! 


Because farmers are busier than ever, 
they look to their roofing dealer 
more and more as their purchasing 
agent. There’s a closer bond between 
the two and alert dealers can hold 
that confidence by recommending 
PLASTEEL! It’s the industrial type 
of roofing that gives triple-protection 
to costly crops, machinery, livestock 
—(1!) STEEL for strength (2) 
PLASTIC for durability (3) MICA 


for permanence and beauty. It re- er . : 

quires no painting, no repairs. Just | Easily installed, en tested Pliers for 
whab‘the termes nesds—aied wees. | 100 lbs. air pressure before leaving the Every Need 
That’s why dealers who know, recom- | factory. Will fit any make of tractor, ee 


mend and stock PLASTEEL! 


See your Distributor 
Or, Write for Details 


Prorecteo Steet Propucts 


PENNSYLVANIA 


WASHINGTON 














Cincinnati Tool File 
Cleaner with Chip Plow 


New and improved file cleaner with 
chip plow has been announced by the 
Cincinnati Tool Co., 4020 Montgomery 
Rd., Cincinnati 12, Ohio, It is designed 





to quickly and efficiently clean a file 
of soft metal chips, lead, copper, alu- 
minum and soft steel. Special square- 
shaped plate is fastened to the frame 
of the file cleaner. Plate or plow, made 
of soft steel, is used by striking one 
edge on the file to be cleaned, thus 
impressing the tooth pattern on the 
edge. Plow is then pushed parallel to 
the file grooves. It plows out the im- 
bedded chips and dirt. When non- 
metallic dirt is to be removed, the regu- 
lar file card with its tempered steel 
wire teeth is used. 


Electro-Line Co. 
Has Fencing Manual 


Electro-Line .Fence Co., 120 N. 
Broadway, Marquette, Milwaukee 2, 
Wis., has made available to distrib- 
utors and dealers a complete electric 
fencing manual. It is printed in two 
colors and is indexed for easy reading 
and quick reference. 





B-29 Airjax Tractor 
Tire Pumps 


Airjax tractor tire pump that operates 
off the power take-off. Simple in de- 
sign, it is rugged and practical. Low 
cost compressor pumps only clean air, 
and inflates tire in 3 to 8 minutes. 


and it can be carried in a tool box. 
When inflating liquid filled tires, turn 
tractor wheel so that valve stem is 
directly above the hub. Each time 
pump is used, it should be greased, 
and the pump must be operated at ap- 
proximately 400 strokes per minute. 





Place pump on power-take off shaft 
as far as possible, and let pump hang 
straight down. Fasten ropes tightly to 
available point on tractor, slightly for- 
ward of pump to hold pump on power- 
take-off shaft. Willard-Anderson Co., 
Danville, Tl. 


A hakey-w 
PLIERS 


for More Tool 
Mileage 
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Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel. 









Principel Products include: 


Bers « Shapes « Structurais + Plates « Sheets 
Fleer Plates «+ Alloy Steels « Stainless Stool 
Shefting + Screw Stock « Wire « Mechanical 
Tubing + Boiler Tubes « Reinforcing Stools 
Tool Steels + Babbitt « Nuts « Bolts « Rivets 
Welding Red « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants ot: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHULADELPHIA, JERSEY CITY 


















weoden handle is fitted with malleable 
fron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade 
prices, also folder which gives complete 








WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





Combination Pole 
Cap-Trailer Hitch 


Designed to provide a hitch for the 
car, truck, or tractor and also serve as 
a neck-yoke stop, using horses for 
power. Use of the pole cap enables the 





farmer to produce his own full length 
or stub tongue drawbar for any vehicle 
or tool at his convenience. Fitted with 
5g-in. pin.; bolts, not furnished; steel 
size, % by 1% in.; overall length, 18 
in., and weight, 6 Ib. each. Have a red 
enamel finish, and are packed six to 
the bundle. Maremont Automotive Prod- 
ucts, Inc., Agricultural Division, S. 
Ashland Ave., 16th St., Chicago 8, Til. 





Eveready Midget and 
Farm Radio Batteries 


National Carbon Co., 30 E. 42nd St., 
New York City, has designed a 22% 
volt battery considerably smaller than 
a pack of cigarettes. Midget is the 
412 “Eveready” Mini-Max “B” battery. 
Weights 2% oz. and measures 2 by 
1% by 23/32 in. Its possibilities for 
hearing aids and pocket-size radios are 
great, according to the maker. 
“Eveready” Mini-Max “B” batteries for 
farm radios will be used after the war 
in an A-B pack. Known as No. 758 it 
will be 30 per cent smaller than the 
present No. 748 A-B pack, while main- 
taining the same power capacity. 
Among immediate results will be 
smaller and less expensive farm sets 
with better-toned speakers. 


Cork Filled Tape 
For Cold Water Pipes 


NoDrip, a pliable, cork-filled, easy- 
to-handle tape being made by the J. V. 
Mortell Co., Kankakee, Ill. Tape forms 
a snug, sealed jacket around cold water 
pipes designed to stop condensation 
drip. Quickly and easily applied with- 
out tools or experience, states the 
maker, and completely covers fittings, 





valves, etc. Ideal for pipes 1 in. in 
diameter and smaller. It is rich brown 
in color, but can be painted. Coil is 
enough for 7 linear ft. 





LOOK 


¥ Lenk ¥ 


SOLDERS—IRONS—BLOTORCHES 


Sell the Lenk complete 
line of fine electric sol- 
dering irons, 
Blotor ches, 
bar, wire, 
core and 
aluminum 
solders. 
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of Soldering ipment Since 1919 
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Steel Truck for 
Bags, Boxes, Cases 


The Handees Co., Bloomington, IIL, 
is making all purpose “Handee Andy” 
trucks for plants or in receiving rooms, 
delivery routes, between departments, 





in shops, grain elevators, etc. Designed 
for moving bags, boxes, cases, etc. Has 
a 600 lb. capacity, and full size trucks 
weigh 28 lb. Truck has rubber tires, 
#4 in. high, 20-in. steel axle, 1-in. tube 
steel frame, and 14-in. nose. 


Dealer Printed Filmonize 
Cellophane Tape 


New line of imprinted transparent 
“Filmonize” Cellophane tape is now 
available to users engaged in war in- 
dustries without priorities, the Inter- 
national Plastic Corp., 831 Public 
Ledger Bldg., Philadelphia, Pa., has 
announced, Tape is clearly transparent 
with a high tensile strength. Minimum 
order of nine rolls is the only require- 
ment to obtain this tape with your 
name, trademark, instruction’ or adver- 
tising message, printed in black. 
Printed matter may be put on one line 
on tape % by 2592 in., in two lines 
on tape % by 2592 in., or three lines 
on tape 1 by 2592 in. Label may be 
either 1, 144, 2, 3 or 4 in. in length, 
including space for tear-off between 
labels. Rolls fit standard dispensers. 





Westinghouse Newsfront 


Monthly publication of the Westing- 
house Electric & Mfg. Co., Pittsburgh 
30, Pa., entitled, “Newsfront.” Four- 
page report, printed in two colors and 
illustrated with drawings and photo- 
graphs, containing short articles de- 
scribing the latest achievements of the 
company in the fields of scientific re- 
search, engineering and production. 
Featured in the first issue is a roundup 
on the company’s annual report to 
stockholders, 2 story on a new applica- 
tion of the Precipitron air-cleaner for 
the removal of fly-ash, and a picture 
page illustrating recent company de- 
velopments. Requests to be placed on 
the mailing list should be addressed to 
the Editor, Westinghouse Newsfront, 
306 Fourth Ave., Box 1017, Pittsburgh, 
Pa. 
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A sure thing 35 years ago 


that’s stil 


The horse might not be worth a 
second look as a money-maker but 
the story behind the currying ma- 
chine is. For this was the first port- 
able electric vacuum cleaner, the 
grand-daddy ofall the 
profitable household 
cleaners of a similar 
type you sold before, 
and will again after 
the war. Why the 
horse came ahead of 
the housewife we'll never know. But 
the important thing then, as always, 
was in getting started. 

Thirty-five years ago, Hamilton 
Beach made that beginning. Since 
then, we have always tried to help 

our dealers not alone 
by the manufacture of 
quality products— 
priced right to sell— 
but by continually 
developing newer, 
better, sales-making 


HAMILTON § 


| a cinch today! 


appliances to increase 
their profit. 

Remember the buying- 
wave that came with the 
Hamilton Beach intro- 
duction of the first port- 
able sewing-machine 
motor, ‘the first cake-mix- 
ing machine or early model food 
mixer, the first modern type drink 
mixer? All were Hamilton Beach 
“firsts” and the volume that you 
and other dealers ran up on them 
is a matter of record. 

So much for the past. (Maybe 
our 35th birthday made us a bit 
chesty.) But tomorrow’s goods can’t 
be sold on yesterday’s reverie. What 
you want is more “firsts.”” And we’re 
going to try hard to get them to you. 
That’s something you can bet your 
bottom dollar on—and win. Hamil- 


ton Beach Company, 
Division of Scovill Manu- s 
facturing Co., Racine, Wis. # 
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FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
da powder form... jast 
mix with water and 
ase. Will aot shrink. 
Sticks and stays pat. 





can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-]b. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


The PLASTIC Repair Material 


in POWDER Form 
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SILO-SEAL SAVES 


— the SILO! 





Year ’round seller to farm trade. 
Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 

Prompt shipment. Write or wire 
for prices and full information. 


SCHUBERT CO., NORTH MANCHESTER, IND. 
















STEEL BRICK HODS 


Have been used 
for years 
because of 

their strength 

and lightness. 


All steel 
Ne. 102 22”x10” 
Briek x7” deep Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 
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PYLE CARD——cleeas floes. taps. amd ice ouicttly and 
mamas 


TROY FILE WORKS 


Troy, Est. 1831 N.Y. 











puat busto 


SCREW HYDRAULIC 


F432 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


LEVER 





PRECISION LEVELS 


Avoilable from stock without Priority 


MACHINISTS’ LEVELS 
Write for New Catalog 
HALL LEVEL & h WORKS 


dh Ar | 


tstablished 


Hibernie Bidg New Orleans 12, ta 








METAL DUST PANS 


RED ENAMEL FINISH 
HALF-COVERED 


AVAILABLE JUNE 1ST 
V. H. Worman Associates 


1584 Merchandise Mart, Chicago 54, Illinois 








Gripper Clips 


NJ 





@ SIBSON GOOD TOOLS, INC. e 
Orange, Mess., U.S.A. 

















GIVES that— 
Expensive Leather Look 


America’s Finest 
Specially Prepared 


ASCO 
LEATHER & 
SADDLE SOAP 


25¢ 50e 
SELLER 


PRESERVES 
CLEANS 


SOFTENS 
POLISHES 


*Good on all leather except suede. 


Ask your jobber or write te 


ASCO CHEMICAL CO. 
641 Lexington Ave., Brooklyn, N. Y. 



















LAWN MOWER 
REPAIR PARTS 


llasotian 


A.M. Collot Supplies 


221 NW 8 “Ave. Miami Fia 














KEY BLANKS 


OF EVERY DESCRIPTION 


om 


GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 














fo). 410) 19 lele) Mae). 1 7-1. bd 


G. G. CAMPBELL, Pres 
1633 N. 2nd Street Philadelphia, Pa. 














Handy, fast selling, 
profitable. Automatic air intake. Built for 
long service. Medium size retails $1.25 ea. 
Write for circular describing many sew 
uses. Mention your jobber. 
CENTRAL RUBBER PRODUCTS CO. Inc 








$2) Broadway @ New York 3. N.Y 







CENTROBELLOWS 
S|] 
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MADE IN U.S.A 


ASK YOUR JGOBBER 
POR GUR EXTRA VALUE 
SEWED PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 
MAVERHILL MASS 








FOLDING 
CHAIRS 


Upholstered and 
Picin. Mony styles 
’ PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, Ht. Y. 
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MODERN, STREAMLINED 
CASTERS ... STRONG, 
DURABLE, EFFICIENT. 





— Pearl Harbor, our manufacturing fa- 
—" cilities were converted to production of 
—— war material. But, in the near future, 
BOS “Aeme’’ casters will again be available 
to hardware dealers everywhere. Keep 

‘“‘Aemes”’ in mind for quick sales and profits. 











THE SCHATZ MANUFACTURING COMPANY 
POUGHKEEPSIE, N.Y 
Detro 2640 Book Tower 5 * Cleveland: 402 Swetland Building-15 


Chicag 907 Wak 


A 
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yAND SPECIAL SIZES 





Whatever your Washer needs may be, : i 
we can fill them! For more than 25 Y 
years we have been faithfully serving 
the hardware trade. 

Our Washers are Master Products. Z| 
Flat, clean cut, hand sorted—no scrap, eat on 
no slugs, no miscuts. RES | 





U.S.S. WASHERS « S. A. E. WASHERS 
RIVETING BURRS * SQUARE WASHERS 
EXPANSION PLUGS * MACHINERY BUSHINGS 
AIRCRAFT WASHERS + DISCS sit 

LIGHT STEEL WASHERS * COPPER WASHERS mas 
BRASS WASHERS * ALUMINUM WASHERS 
STAINLESS STEEL WASHERS ° Ete. ees 

and over 10,000 sets of tools for special washers oes 























APRIL 26, 1945 179 



















AN IDEAL 
INSULATOR! 














A QUALITY PRODUCT 


R-V-LITE is transparent, shatterproof, 
weatherproof and durable. Easy to 
install. Easy to keep clean. A fine 
insulator — keeps heat in and cold out. 
Admits 70 times more “Vitamin-D” 
rays than window glass. 


A MULTITUDE OF USES 


R-V-LITE has many uses about 
the farm and home. Ideal for 
poultry houses, scratch sheds, 
hot and cold beds, farm build- 
ings, sunporches, etc. Widely 
used also for shop and factory 
windows, skylights and partitions. 











A special heavy-duty 
fabric impregnated with R-V translucent 
weatherproof compound that freely ad- 
mits the sun’s “Vitamin-D” rays. LOW 
in cost—HIGH in service. Send your job- 


ber a trial order today. 
ARVEY CORPORATIO! = 


V-TEX 


Exclusive Monufacturers V-LITE a 





3470 N. KIMBALL AVENUE CHICAGO 18 
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TRUSTABLE TO PROTECT 
ANYTHING RUSTABLE! 


. Sell 






For Guns, Tools, 
Hinges, Tackle 


Originally a gun oil only — 
used universally since the war 
for ali metal articles because 
there is nothing to compare 
with the way the invisible, thin, 
tenacious film of FIENDOIL 
stops all rust formation for 
months! 


35c = = 2 oz. Bottle * 


DEALER'S PRICE 
$2.80 Dozen 


McCAMBRIDGE & McCAMBRIDGE COMPANY 


BALTIMORE 23, MD. 


Locks, 






























One moving part! 
Now available to the farm and 
hardware fields are Jabsco 
bronze pumps—they’re gearless- 
water-lubricated pumps that 
cannot clog, jam, freeze or be- 
come noisy. A flexible synthetic 
rubber impeller is the only mov- 
ing part. Jabscos can be operated 
in either direction—mounted at 
any angle. They’re profitable, 
fast-selling pumps — ideal for all 
around farm use. For full infor- 
mation, write— > 


Dealers — distributors wanted! 


JABSCO 
PUMP CO. 


Blvd. 
Calif. 


8306 Wilshire 
Beverly Hills, 
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The greater part of our production is still going into the war 
effort where most types of Chicago Spring Hinges are used in 
plant construction and for the ships of our Navy. After Victory 
many types not now available will again be ready for distribution 
through the hardware stores of America. 


Chicagos Spring Hinge Co. 


CHICA U.S.A. NEW YORK 














ROYAL — EAGLE 





RIVETED-JOINTS 


With today's accent on long-lasting, trouble-proof ef- 
ficiency, the ROYAL EAGLE attains new supremacy! Its 
RIVETED-STRIKE-PLATES—exclusive with EAGLE—give 
it splendid strength and make certain that Joints can- 
not be twisted open, pulled apart or split off the wood. 
Perfect accuracy is always maintained because the 
RIVETED-STRIKE-PLATE JOINTS permit no stretch. And 
the STRIKE PLATES—that cannot come off—prevent 
—_ so that the markings remain heavy and easy to 
rea 








EAGLE RULE MFG. CORP. 


514 Hunts Point Avenue «« WNew York, N.Y. 
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BUCKLE 





BUCKLE 
Whes got the 
CUPHOOKS 


Millions of pieces of military personnel’ 


| hardware including buckles, grommets, 


snaps, loops and slides as well as ammuni- 
tion, rifle and bomb components have been 


| produced in our plants—enough so-that every American fight- 


ing man could now conceivably be equipped with some item 
of Judd manufacture. 
That fact will serve to explain why Judd cuphooks, screw 


| eyes and other bright wire goods are simply not available 


these days, except on high priority. 
EXPERIENCE DID IT 


Judd’s century-long experience in the fabrication of metal 
enabled us to meet these tremendous demands. When peace 
returns, war-enriched experience will assure prompt delivery 
of even better hardware, to meet your every selling need. 


EXPERIENCE NEEDED 
Do you know a seaman? “AB”, mate or engineer, his experi- 
ence is the nation’s most critical need at this stage of the war. 
Clip and send him this message. And buy and hold war bonds 
for Victory and Prosperity. — 











H. L. JUDD COMPANY, Wallingford, Conn. 
87 CHAMBERS STREET, NEW YORK 7, N.Y. 
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Mx of the finest steel obtainable 

f .+. Clectrically tempered . . . diamond 
Be, point tested for hardness . . . beau- 
tifully finished and numbered separ- 








ately for easy reference in re-ordering. 







Dasco supplies a complete line in a 
wide variety of dealer displays .. . 
these sales-making displays are fur- 
nished without charge. 







Write for 






literature. 


DAMASCUS STEEL 
PRODUCTS CORP. 


See ROCKFORD, ILLINOIS 












\ 
Sold by 
leading 
Jobbers 


Vyrse per 

















Extra Punch 


and Power | 
& , 
4” and Vy” 
MODELS 


For Drilling 


*METAL 
* PLASTICS | 
“WOOD 
* Nationally Advertised 


Every mechanic, factory and institution needs these compact, light | 
weight, high . cool running drills. Ruggedly constructed with | 
special steel alloy gears. Commutator can be inspected and brushes 
Available for 110-volt A.C. or 
V4," model shown above weighs only 








replaced without dismantling drill. 
D.C., or 220-volt A.C. or D.C. 
3 Ibs., ideal for close quarters. 


Ask your Jobber or write for Catalog 
MALL TOOL COMPANY, 7761 South Chicago Avenue, Chicago 19,1! 


nen ) 
MAl p owerroors 
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ollow These Clues for 
Better Performance 


Woes it comes to cutting glass 

.. any kind of glass, it doesn’t require 

a Sherlock Holmes to track down the 

best glass cutter for you to use. The 

following outstanding FLETCHER fea- 

tures add up to 100% in glass cutting 
performance: 


@ HARD BRONZE WHEEL BEARINGS 
@ FINEST QUALITY STEEL WHEEL 
@ DUO-GROUND CUTTING EDGE 

@ SMOOTH POLISHED BLADE 

@ FINGER-FIT HANDLE 

@ SPECIAL WHEELS 

@ “GOLD TIP” IDENTIFICATION 


Send for our catalog describing the 
complete line of FLETCHER products. 





THE FLETCHER TERRY CO, FORESTVILLE, CONN. 


CANADA, JOSEPH TAYLOR & SON, TORONTO 





















—) 


_ UMUSUAL..? {7° 


; Yes, there are manyVaco |; 

‘shafts and bits which ¢ 
‘do appear unusual be- f 
‘cause they were created / 
y to perform some unusual / 
service ... better, faster / 
‘and easier! There are f 
/ 173 types of f 



















i 


/ waco ; 
/ AMBERYL , 


/ plastic handle drivers. ( 

» You will undoubtedly { 

% find just the drivers you / 

» want in our regular line, f 
or we can create some- - 

y thing special for you. 

' Write for catalog. 








325 E. ONTARIO ST. » CHICAGO Il, ILL. 


Conedion Warehouse: 560 KING STREET, WEST - TORONTO 2, ONTARIO 
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BOMMER 
Tso. 
(La rv) GRAVITY PIVOT-HINGES 


SAW HORSE Are THE BEST 
, BRACKET 





ce 








ass No. 2 

lire 

the A STRONG — DURABLE LOW COST 

he EASY-TO-USE BRACKET SET FOR aaa ACTION 
ing ALL SAW HORSE CONSTRUCTION. 





TYPE 1331 


FOR LAVATORY DOORS ON MARBLE, SLATE, 
GLASS, METAL OR WOOD PARTITIONS 


Bommer Gravity Hinges are simple in con- 
Struction: the ball-bearing hardened steel 
roller secured to the pintle in operation has 
continuous contact with the broad cam which 
practically eliminates friction and reduces 
wear to a minimum. 

The adjustable pintle permits aligning and 
setting the door to close or hold open in any 
desired position after the door is hung. 


the 
cts. 








See Your Jobber 





BOMMER SPRING HINGE CO., INC., BROOKLYN 5, N. Y. 
CHAS. O. LARSON CO. STERLING, ILLINOIS CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 























War Work Limits Supplying All Demands for 
CHICAGO LOCKS 


6s Ce we 


We Look Forward to the Day When We Can 
Again Fully copy, | All Our Customers 


In the meanwhile, Ay re- 





ble- 
Locking — Double Security” 
promotes quicker, easier sales 
—with every sale winning ex- 
+ creer el Good Will—for 





There's a “CHICAGO” 
Lock for Many Needs 


Padlocks, ‘‘Ace’’ Locks, Oyl- 
inder Locks, Single, Double 
Bitted Locks for Sere see 
Alarms and Airplanes 


" SPEE-DEE” Fabric Cement | 


now on the market, is used for pe gg, Fm all 
fabric and canvas goods including clo 

. It is waterproof and flexible. All Kent sa 
dealers should stock this product for the de- 
i mand is very good, especially from farmers. 


Also do not fail to order a stock of “Spee-Dee” 
eer | Utility Cement. This is an all purpose cement - mex = kot Pe ae 
Ld | } and works on any material. It gives the best Cut Open View, Actual Sise mts Fane 16 


bits ‘ | of satisfaction, and has a big demand. Your 
CHICAGO LOCK CoO. oP CNiCanee 


jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
" Manufacturers of "Spee-Dee" Products 
—e OWOSSO, MICHIGAN 
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Rater | 





WOES ccccccccccccce ocanen $2.00 


BOXED DISPLAY RATES 
Ome inch .....cccccccccccccccecs $4.00 


Allow Seve Words for Keyed Address or Your Address REMITTANCE MUST ACCOMPANY ORDER 








FAIR TRADE CONTRACTS 
COVERING THE SALE OF TREMCO 
STRIP-SEAL 
in the State of New York are now in 

effect at the following prices: 
Box (5 packages) . . . $1.25; Single package . . . 290 
The Tremco Manufacturing Co., Cleveland, Ohio 





fol yd 


metal products estab! 
30 years in the hardw: ind Ty: te expand 
Uine’by buying Now 0 & sein bul Yr 
h postwar ities. “Should ‘bea or 
xt stores. 


coud ity product whith can be 
Would yo, a business up to $1. ,000,000 In size. 
Write in confidence, ine sufficient information 
to warrant further ne 
Address Box K-80, care of HARDWARE age 
100 East 42nd St., New York 17, WN. 


MANUFACTURERS WANTING 
HIGH GRADE REPRESENTATION 
By a Concern Which Knows How to Get 
the Business Will Do Well to Write Us. 

ALAN P. CLINE AND ASSOCIATES 

25 Years tn the Trade 


116 New Montgomery St., San Francisee 5, Calif. 
Offices in Los Angeles, Portland, Seattle 








MANUFACTURERS 


Manufacturers Representative selling Hardware, 
Furniture, Department, and Implement Stores in 
Ohio and Surrounding Territory desires Addi- 
tional Hardware Lines. Interested in Lines 
available now or post war. Will carry accounts. 


Address Box K-96, care of HARDWARE AGE 
100 East 42nd St., New York 17, WN. Y. 





ATTENTION MANUFACTURERS! 


A Young, Progressive Organization is 
interested in Securing Your Line for Dis- 
tribution. We welcome all Inquiries. 


Address Box K-88, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


SOUTHWESTERN REPRESENTATION: 


Exclusive Manufacturers Representative calling 
on Wholesale and Retail Hardware Dealers, 
Lumber Yards, Mine and Mill ; re in Ari- 
zona, New Mexico and West T ddi- 
tional Lines other than Locks. Also ott on 
Accounts in Mexico. 
Address Box K-95, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION MANUFACTURERS 
Old established reputable Canadian — 
tributor selling to retail hardware stores, mines, 
industrial plants in Western Ly desires to 
new lines for present and post-war distribution 
prising genera) hardware, tools, ‘cotier’. ehina 

re, household utensils and appliances, sporting 
goods, plumbing and heating auto secessorics, 
electrical supotice and furniture. Address corre- 


THE 4 m, “ASHDOWN HARDWARE CO., LIMITED 
Department 37, Winalpes ——* 


ce 


E 


METAL DUST PANS! 


SALESMEN TO SELL FOR IMMEDIATE SHIP- 
MENT HEAVY STEEL ALL METAL DUST PANS. 
STATE EXACT TERRITORY YOU ACTIVELY 
COVER, TYPE OF STORES YOU CALL ON AND 
OTHER LINES YOU NOW CARRY. 


THE WALTER S. KRAUS CO. 
WOODSIDE, N. Y. 








EXPORT: 
HARDWARE TRADE, —. SUPPLIES, 
MACHINE Too 
Te take edvantage of hmong relations sbrosd 
with well rated Importers and Distributors, Combi- 
nation Export Manager wishes to take on a few addi- 
tional lines. Efficient promotion can be promised 
from well org Straight commission only. 
Please write cisco when as yet wnable to supply. 
Reply te Bex K-97, care of HARDWARE f= 
106 East 42nd St., New York 17, WN. 








WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


“e hada veg am onl ‘ 
Tel. Evergreen 8-2547,' 81729 


WANTED sone LINE OF 
. REPUTABLE MANUFACTURER 


salers and retailers in all New York City, West- 
chester, Nassau and ‘olk Counties, parts New 
Jersey on whom I have called 20 = for _Dia- 
mond Expansion Bolt Co, 8 
Former seoretary (8 years), paetvegettven Hdwe. 
Ass’n; Brovklyn Hdwe. Ass’n (10 years); gresent 
secretary (12 years), Hardware Squere Club. 








AFRICAN iD Y 
MANUFACTURERS’ REPRESENTATIVES 
Established 40 Years, ry Offices and First Class 





Address Box x K-73, care of HARDWARE AGE 


__ 100 "East “4and Gt, Wow York 17, W._¥. 














WANTED: SALESMAN ON COMMISSION 
BASIS to sell 100% Pure Shellac. No Priority 
Required on This item. Southern and Swuth- 
western Territory. Statement of availability 
required. Address Box K-92, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y, 


WANTED—GOOD ESTABLISHED HARD- 
WARE STORE doing $60,000 or more annually, 
Prefer town with population 3,000 to 10,000 within 
radius of 250 miles from Chicago. Write P. B. 
Smith, Box 5800A, Chicago 80, Lilinois. 

AUSTRALIAN MARKET NEW YORK 
RESIDENT representing Leading Australian 

ufacturers and Manufacturers Agents wants 
to hear from American Manufacturers interested 
in the Australian Market, present or post-war. 
Will also consider manufacturing on Royalty 
basis. Send catalog and full particu’ars to Box 
K-86, care of Hanpware Acz, 100 East 42nd St., 


New York 17, N. Y. 

WHOLESALE HARDWARE SALESMAN, 
HIGHLY ENPERIENCED and Widely Ac 
quainted with Jobbers, Hardware Dealers, Lumber 
Yards and WUepartment Store Buyers, in the 
Pacific Northwest, wishes to represent reliable 
Distributors or Manufacturers requiring aggres- 
sive representation in this area. Commission 
Basis Box K-78, care of Hanpware 
Ace, 100 East 42nd St., New York 17, N. Y. 

GOOD PRINTING—Letterheads 8% x li; 
Envelopes 634, 500, $3.00; 1000, $5.50; Regular 
Statements 5 x 8; Regular Billheads 814 x 7; 
Noteheads 6 x 9%; 500, $2.00; 1000, $3.50. 
Yankee Statements 3% x 8%; Grocers, 4 x 9% 
ruled both sides 500, $i. 75; 1000, $300. Good 
Bond Paper. Printed to order. Postpaid. Print 
copy or send sample. Weedman Printing Co., 
Madisonville, Kentucky. 

WANT A BUSINESS OF YOUR OWN? 
Open a Gamble Authorized Dealer Store. Lines 
carried include appliances, auto supplies, clothing, 
hardware, farm supplies. 2000 Stores operating 
successfully now. Capital requirements: $5,000 
to $50,000. Also openings for Store Supervisors. 
Salary plus bonus. Write Gamble Stores, 700 

Washington, Minneapolis 1, Minnesota. 

NATIONAL MANUFACTURER OF ape- 

products has sev- 























Write stating full details. Box K-57, care of 
irre ew ¥ 








PACIFIC COAST AGENTS 


Manufacturers’ Agente on Pacitic Coast for 
wore than fifty years want Some Additional 
Lines, Builders’ Hardware ar ggg and Cut- 
lery Lines particularly desired. Rooms 








LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE by Ex 
Sales-Organization . . . Boston Showroum and 
Warehouse . 
Plan for Post War now. Address Perkins Sales 
Co., 610 Newbury Street, Boston 15, Mass. 











RELIABLE PARTY WANTS TO BUY Es- 
tablished Hardware Store. Smaller Town with 
Industry in Farming District Preferred. If 
Building is owned by Store Owner, would con- 
sider taking it over, ‘State condition and amount 
of stock, also give details as to location and neces- 
sary investment. Address Box K-93, care of 
——! Ace, 100 East 42nd St., New York 


WANTED: A HARDWARE SALESMAN 
with five to ten years’ experience in Retail Selling 
of Building Hardware, Electrical Appliance, 
House Furnishing and General Hardware. One 
capable eventually, of assuming complete charge. 
Must also be able to arrange and direct selling 
operations. Give full particulars in letter. State- 
ment of availability required. Address Box K-89, 
care of Harpware Ace, 100 East 42nd St.. New 
York 17, N. Y. 


FOR SALE: MODERN HARDWARE 
STORE located in Central Adirondacks. Sale in- 
cludes a two car garage, with storeroom besides 
the store building and entire stock and fixtures. 
Store is on ground floor, the 2nd and 3rd floors 
consisting of two modern apartments. Aiso a 
large basement for storage. Address Box K-91, 
care of Hanpwarge Acz, 100 East 42nd St., New 
York 17, N. 


AN AGGRESSIVE ae er a AGE, errs 











REPRESENTATIVE, good education and b 
nese background. = -§ 1 established in Micbizen, 
Ohio and — obbers, Chain Stores, 


and large Retail Trade Buyers. Desires to rep- 
oe a Reliable Manufacturer, in conjunction 
present line. Address Box K-69, care of 
iasewaas ‘Aas, 100 East 42nd St.. New ¥ 
“WANTED RETAIL HARDWARE STORE 
having a Well Established Business in Town of 
about Eight or Ten Thousand Population. Ad- 
dress Box K-98, care of Hazpware Acz, 100 
East 42nd St., New York 17, N. Y. 








In both Los Angeles and San Francisco, Calif. WANTED: EXPERIENCED HAKDWAKE 
pte W. PIKE & CO Ga aisiny seed Adios Ue hee 
A. . as om — 
P of Haapwaas 100 East 42nd St., 

663 Mission St. San Francisco 5, Call. || New York 17, N.Y. 
WANTED: SALESMEN REGULARLY 


CALLING ON Hardware and Paint Dealers to 
handle a profitable sideline consisting ot: Paint 
Specialties, Shellacs, Brushes, etc., in Southern 
New Jersey, Edstern Pennsylvania, and Lower 
New York State. Statement of availability re- 
quired. Write fully. Address Box K-94, care of 
ak: Acs, 100 East 42nd St., New York 
a7, N.Y 

MR. MANUFACTURER are you going to 
distribute your Post War Product through the 
Wholesale Hardware, Mill Supply, or Automotive 
Jobber? If so a Sales Executive is available who 
desires Lines on a commission basis. Have had 
twenty-five years’ experience Selling Screw Ma- 
chine Parts, Nuts, Bolts and Cap & Sct Screws 
in Western New York, Ohio, Kentucky and 
Indiana. Address Box K-87, care Hanpware AG, 
100 East 42nd St., New York 17, N. Y. 
AUSTRALIA IS A BIG MARKET—Are you 
represented? Our distributing organization cov- 
ers entire commonwealth. We desire to take on 
new agencies now or post-war, for Builders’ 
Hardware. Bathroom & Kitchen Fixtures, Glass 
Building Blocks, Cold Water Paints, or _— 
substitutes for above metal products. idress—- 
E. Koppstein & Son, 163 Balgowlah ea: Bal- 
gowlah, Sydney, N.S.W. (Australia). 

BIG COMMISSION PROPOSITION TO 
SALES aes Cine oo Se Stores selling our 
fast moving line of Magnifiers and Rules on Dis 
play Cards. Aleo Slide Rules, Pencils, Knives, 











Eyeloupes. very, and prompt payment 
of commfiestons. 0 name or price on display 
card. Address Mark Specialty Co., 490 Temple 


Building, Rochester 4, N. Y. Statement of avail- 
ability required. 

WESTERN JOBBER AND DIRECT TO 
CONSUMER ORGANIZATION interested in 
Specialty Items or New Products particularly in 
the Hardware, Farm, Household or Building Con- 
struction Specialty Lines, Write Consumers 
Supply Co., 501 W. Santa Clara St., Jose, 
California. 





HARDWARE AGE 
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THE BIT WITHOUT A 
CENTER SPUR. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 


are of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods 





If your customers have wor uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
“ to 114" by sixteenths; with 
machine shanks, 
by eighths. 


from 1%" to 3” 





Geni DOME 


Sof SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 
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& FLOORS - CREATE QUIET 


a So 
Domes of Silence” 





of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 





The Army needs more than can be made to 
screen out insects, for training targets for air- 


we're working 100% for Uncle Sam. But . . our engineer- pea eee See ee eS renege 


ing department is constantly experimenting with new HELP YOUR CUSTOMERS TO CONSERVE THE 
ideas and materials to assure GEP’s post-war line being we on ae ON THEIR SCREEN DOORS 


iow ai 


first with the best and latest . . as usual. KEES SCREEN DOOR GUARDS 
GEPHART MFG. CO. iets oa 


They fit any A nag é protect 
1020 West Adams Street «+ Chicago, Ill. 7S jous screen wire. Pressed steel, 


in black of brass lacquer finish. 
Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING ¢ SALT WATER FISHING 


Y N RED DEVIL 
? POT CLEANERS 


It costs no more to own the best. Buy RED DEVIL 
modern-line Glass Cutters and painters’ and glaziers’ tools. 
RED DEVIL TOOLS 
Irvington, New Jersey, U. S. A. 








M OORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 


Every home uses both Hangers and Push-Pins for 
be ca qusé “VI c TO R 5 that sy heavy and light mirrors, pictures, wall decorations. 
at trappers know! 


MOORE ‘PUSH-PIN COMPANY - Since 1! 
pe SON Ps 3.25 Berkley Street, Phila. 44, Pa 


THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


SILVER | AKE rp: Mills Chattanoochee, Ga NUCORD 
les —99 Chauncy St., Boston BENGAL 


APRIL 26, 1945 
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Guaranteed Security is what 
you offer your customers with 
Dexter-Tubular 5-Disc Tumbler Cy/- 
inder Locks. Security, because 
they are especially designed for 
grade and rear doors, generally 
equipped with only common mor- 
tise locks, passed with most any 
skeleton key. 


Guaranteed, because these 
5-Disc Tumbler Cylinder Locks, 
even though moderately priced, 
are squarely backed—as are all 


Dexter-Tubular Locks and Latches 
—with a written Lifetime War- 


ranty. 


These sturdy 5-Disc Tumbler Cylin- 
der Locks meet a growing de- 
mand. They make a better ap- 
pearing job than the ordinary rim 
lock because’ they install into— 
and not onto—the door. There is 
no unsightly, clumsy looking, ex- 
posed case. And Dexter-Tubulars 
are so easily installed by boring 
a few round holes with brace and 


bit. 


Reasonably prompt shipments on 
rated orders are being made right 
now. Mail your order today direct 
to the manufacturer—remember 
to specify type and finish desired. 


When ordering, specify 
following: 

Available: Dead Bolt 
(type H) or Spring Night 
Latch (type M). Choice 
Finishes: Polished Brass. 
Dull Brass. Furnished 
with 2 keys. Keyed indi- 
vidually. Keyed alike on 
special order. 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. Louis BALTIMORE FORT WORTH 
CHICAGO PHILADELPHIA LOS ANGELES KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR AND SHELF HARDWARE 





becify 


Bolt 
Night 
hoice 
Brass. 
shed 

indi- 
ke on 











MADE BY NATIONAL SCREW... 
STOVE BOLTS—Flat Head, Round Head and Oven 
Head—also SINK BOLTS—made to standards which 
insure QUALITY that Builds Customer Good Will 


FLAT HEAD ROUND HEAD OVEN HEAD 


Over 113" length, furnished 
with 2 square nuts. Also avail- 
able in brass. 


Your customers judge you as a source of supply on everything you 
sell them. Insignificant though they may seem, the small inexpensive 
products can be a source of complaint and impaired customer good 
will, just as much as the big ones. 

On such ordinary stock items as bolts and nuts, there can be a 
big difference in quality. We pride ourselves on making them to 
the highest commercial standards so that 

when you buy “National” your customers 

will always be satisfied. 
Packed in neat, sturdy boxes 


—fuil count— nuts enclosed 
in a separate inner box. 
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